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alias IT 


The New Beaver 26-R 
Easy-Working 
1 to 2” Pipe Threader 


A New and Better 1 to 


® The new Beaver 26-R is the ONLY fully-adjustable, easy-working 1 to 2” 
pipe threader which will cut standard, oversize and undersize threads of 
uniform length 


The new Beaver 26-R is the ONLY tool of its kind which will cut either 
standard ‘“‘taper or electric 
adjustment requiring no tools 


straight” conduit threads by a _ simple 


The new Beaver 26-R is the ONLY tool of its kind with “radio” dial 
size-setting from which the dies can be removed in a few seconds FROM 
THE OUTSIDE without the use of tools 


The new Beaver 26-R is the greatly improved successor to the “old 
self-contained threader which has been 
popular the world over for the past 35 years 


> 


Beaver 26 the original | t& 


The new Beaver 26-R uses one set of dies to thread four sizes (1, 1 
1'2 and 2-inch is fully adjustable for oversize or undersize threads to 
compensate for variation in fittings and has a cam-type universal 
self-centering chuck which centers the pipe accurately and insures straight 


pipe lines. Yet, “drip threads” may be cut when desired for heating lines 


Now available at all leading supply houses— don't accept substitutes! 


May we send you new Beaver Catalog CC-49? Address Beaver Pipe Tools, 
Inc., 216-300 Dana Avenue, Warren, Ohio, U.S.A 


With five (5) 


time-saving, 


profit-making 


advantages! 


aap 


Radio Dial... visible, easy, 
accurate die setting mech- 
anism. A Beaver exclusive. 

















Dies instantly removable... 
from the outside 
required! 


..no tools 














Instantly adjustable to cut 
either standard taper or 
straight electric conduit 
threads. 
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Gren 


Self-centering, universal 
chuck insures accurate align- 
ment; also adjustable for 
cutting “drip” threads! 














Straight line pull... in same 
plane as dies. Easy cutting 


» Maximum efficiency ! 
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Let’s Ring the Bell 


{n editorial 


A Little Care Will Cut “‘Kickbacks” 
Follow-through on the order can solve “returned goods” problem 
What’s Your Batting Average in Selling? —Here’s how to create and keep interest in sales statistics 


The Sales Counter; A Sales Builder? —/: can be, if it is well-manned & organized. . 


eg Se ee ee ne ee er eee ieee re nae 


Louisville distributor applies sound sales practice to a particular market 
. . 
When A Sale Bogs Down 
> 
“Leaders’ 
-Neu ark salesman’s 3-point program opens doors, keeps them open & results in sales 


Make Your Selling Job Stick 
You will, if you understand people’s problems & give personalized service 

They Practice What They Preach Tennessee students put thesis theme into actual working order. . 

Rapid Service in Wire Rope Specially designed storage rack reduces warehousing costs & congestion 

Door Openers to Sales —Here’s a way in which small talk may lead to big sales 

More Sales Promotion at Less Cost 


Duplicating equipment produces hand-tailored promotion, .. . 


Hold Your Own Sales Meetings 


Vorjolk company plans a year in advance, features salesmen’s talks 


Stock Control Simplified 


Stock count, purchase record & current flow oj goods point way to simple stock control 


r A & FF ym 6UF6UCUS 
Washington Briefs 
Talk of the Trade 


Production Indexes 94 News 
Selling Is My Business 


How They Do It.... 


Questions & Answers. . 


Supply Sales Trends... New Products 








COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 


Now Is The Time 


. . It’s a simple matter to run for the storm cellars 
when an ominous cloud appears on the horizon. 
With the competitive market we're in now, those 
who run for the storm cellars are going to find, when 
they come up for air, that their competitors are get 
ting the lion’s share of the business. 

Instead of running for the storm cellars, now is the 
time to get out and aggressively seek business. There 
is no better ally in such an endeavor than promotion 
ind advertising. 


It is for that reason that INpusrRIAL DistRIBUTION 
next month will give you a packaged sales promotion 
and advertising campaign. You won't even have to 
write copy—it'll all be done for you and done for you 
by experts. And, when we speak of experts, we’re 
not patting ourselves on the back; the copy for both 
the direct mail and advertising campaigns has all been 
written by an advertising agency. 


Don’t miss it. 





..- the screw that’s set for life! 


Holo-Krome Socket Set Screws, or safety set screws, 
are accepted and promoted by industry as the qual- 
ity screws that can be set for life and counted on to 
do the job. They are set up in the most difficult 
places and forgotten. This confidence in HK set 
screws was earned the hard way — through superla- 
tive performance in countless applications. It’s 
no surprise because Holo-Krome’s only busi- 


ness is to make the finest screws. . . better. 
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Holo-Krome Authorized Distributors, too, are set 
for life because they sell the screw that’s Com- 
pletely Cold Forged — the Holo-Krome patented 
process that improves on the natural strength of 
steel. Moreover, Holo-Krome backs its Stock Carry- 
ing Distributors with an ironclad 100% Distributor 
Distribution Sales Policy, the policy that has proved 
its soundness by the ever increasing volume of 
orders and repeat orders. SATISFACTION? 
... ask the men who sell Holo-Krome. 


HOLO-KROME 


Complatily Colll Forged Sockél Screw Produc 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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The bucket with ALL 
the DESIRABLE features 


ae 


The design combines exceptional strength 
with light weight, minimizing the elevator 
line load on long centers. 


These buckets are field-proven to be the 
most efficient for handling grain and other 
light-weight, fluffy, granular, or powdered 
fine free-flowing materials into and out of 
storage, and for handling in conditioning 
and processing operations. 


Capacities of existing elevators can be increased substantially by replacing old style buckets with 
these ‘‘HS'’ High-Speed Buckets. For capacity and installation data, send for book 2299. 


Buckets may be spaced continuous, or at intervals, to provide required capacities. 


Crimped body sheet Manufacturer's standard punching in 
and overlapping ends single horizontal line so located to as- 
add strength and pro- sure correct balance of bucket on belt 
vide flush back for for high-speed discharge. 

belt mounting. 














Special contour 
of bucket body 
and tapered 
ends assure 
free-filling and 
Spot-welding of ends to discharge for 
body sheet provides maximum han- 
overall smooth surface. § dling capacities. 








Formed overlapped ends 
eliminate butt welding. Tapered ends permit nesting of buckets for 
storage and shipping, reducing space require- 


ments, resulting in lower transportation and 


handling costs. > -- 


LINK-BELT ‘‘HS’’ High-Speed ELEVATOR BUCKETS 

















LINK-BELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, Minneapolis 5, San Francisco 24, 
Los Angeles 33, Seattle 4, Toronto 8. Offices, Factory Branch Stores and Distributors in Principal Cities. 
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OUT OF 1001 TEST TUBES 


The Chicago Mounted Wheels used in industry 
today look simple enough — abrasive wheels 
mounted on steel shanks, but 


Those little wheels are the result of more than 
50 years of know-how and more than 1001 tests 
to determine the most exactly perfect combina- 
tion of grain, grade, bond, shape, shank length 
and steel analysis to do each job. 


FORWARD- 
LOOKING 
is the Word 


Recommend Chica- 
go Mounted Wheels 
for all finishing jobs. 
These were the first 
wheels ever to be 
mounted on their 
own steel shanks 
amd are today’s 
fimest. 


AND, the same expert craftsmanship that has made Chicago Mounted Wheels the most 
widely used in industry today accounts for the outstanding results obtained with Chicago 
Grinding Wheels and Cut-Off Wheels. 


FREE ENGINEERING SERVICE 


Let us help your customers with their grinding problems. We furnish special Engineering 
Data Sheets making it easy for anyone to submit information from which we can recom- 
mend the abrasives to do the job better. 


CHICAGO WHEEL & MFG. CO., 1101 W. Monroe St., Dept. MB, Chicago 7, III. 





Write for Free Send Catalog Franchise Data for Supply Houses 
Literature and 
Attractive Fran- Name 
chise open on all 
nationally adver- 
tised Chicago 
wheel products 


Address 
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The Cover 


“Take me out to the ball game— 
Stri-i-ke three, yer out—kKill the 
umpire!” are familiar sounds come 
April. And baseball and business 
are synonymous not only with our 
way of life but with each other. 
Ball players are concerned with bat- 
ting averages, businessmen with 
sales averages. We've tried to pick 
a “first string team” of stories so 
you can profit by them and hit for 
the circuit and the big league in 
your field. 
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JUDGE IT BY THE JOBS IT HANDLES 


fliger Brand Wire Rope 


| / @ There’s one sure way of judging a good wire rope 
do users continue to specify it year after year 
for their biggest, toughest jobs? For Tiger Brann, 
the answer shows up in sales records. More TiGER 
Branp Wire Rope ts purchased annually than any 
other make. 

Outstanding applications, like those shown here, 
prove the outstanding performance of TIGER 
Branp Wire Rope . . . and where customers keep 
accurate records of service life, TIGER BRAND shows? 
its highest percentage of repeat orders. For com-} 
plete information send for our catalog, “U-S-S% 
American T1Ger Branp Wire Rope.” 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 


TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
SOUTHERN DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


VAN N 
Sy YEN 


SF, 


AMERICAN 
TIGER BRAND 


Swinging the big dipper. Tiger Brand Wire Rope is used on 
the biggest power shovels some of which scoop up 40 cubic 
yards at one bite. 


Pouring molten steel. Tiger Brand is designed to take the in- Lifting the loads of industry. Wherever big jobs are being 
tense heat, corrosive fumes and abrasive dirt and still give done, Tiger Brand is there with the strength and stamina to 
long service. lift the heaviest loads. 


AMERICAN TIGER BRAND WIRE ROPE 
oh he Cithe / 


UNITE OD >» A:T E'S os FE E5-% 
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FIRST 


The Team That Cuts Production Costs 
on 100 Million Patterns 


N 


DODGE-TIMKEN 
PILLOW BLOCKS 


mounted, sealed, housed, fully assembled, ready to 
lock on the shaft and carry your power loads with 
new efficiency. Delivered from stock in four basic 
types and a vast range of sizes. Write for data 


4, 
CALL A TRANSMISSIONEER 
He's factory-trained to help solve 
your power-drive problems. Look 
for his name under ‘Power Transmis- 
sion Equipment” in your classified 
telephone directory. 


a 


isn a ee 


TRANSMISStON~ 


Fashion patterns, 100 million a year, are produced to 
sell at popular prices on the thoroughly modern equip- 
ment of the Simplicity Pattern Co. Dodge TAPER-LOCK 
V-Belt Drives, running on Dodge-Timken Bearings, ena- 
ble Simplicity to save power, keep production rolling. 

Equipment to produce at lower cost is your answer 
in today’s competitive markets. Dodge “firsts” in power 
transmission machinery are helping in thousands of 
plants to modernize operations. ... Get the facts about 
Dodge developments — Bearings, V-Belt Drives, 
Clutches and the new Torque-Arm Speed Reducer! 


DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, Ind. 


DODGE 
of Mishawaka, Ind. 
MACHINE 


¥ 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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“, done a 
great deal 
to strengthen 
the industry” 


“The other day we were talking about 
the advancement of industrial supply 
distributors across the country in the 


past few years, and we were mention- . 


ing the various things that had con- 
tributed to this industry to strengthen 
it as it has been strengthened so well. 
There is no question in my mind but 
what your magazine has done a great 
deal to strengthen the industry as 
such, and you deserve the highest 
compliments for the work which you 
have done in continuing to develop 
this outstanding magazine. Congrat- 
ulations!” 
Yours very truly, 


Russell C. Duncan, 
President 

R. C. Duncan & ComPANY 
Minneapolis, Minnesota 


For thirty-nine years, INDUSTRIAL 
DISTRIBUTION has served the in- 
dustrial distributor and his sales- 
men. You'll find that each issue 
carries on the tradition by present- 
ing a wealth of timely editorial and 
advertising messages valuable to 
you in your daily work. 


Industrial Distribution 


WASHINGTON BRIEFS 








McGraw-Hill Washington News Bureau 


reports on events, trends and outlook 


Recent Department of Commerce figures on the birth and death rate of 
business add upto a word of warning for officials of industrial supply 
companies — especially credit managers. The admonition is: Keep a 
sharp eye on your customers this year. 

The Department of Commerce reports that in 1949, for the first 
time since the end of the war, there were more businesses that ‘‘went 
out of business’’ than there were new businesses formed to do busi- 
ness. 

This means that the normal birth rate and death rate of business 
is being restored after a few definitely abnormal years, when almost 
anyone who could get into business could stay in business. 

To get a picture of how the number of business firms has ex- 
panded since before the war—and how it grew or declined last year 
——take a look at these figures compiled by the Office of Business 
Economics: 


Percent Change 
1948—49 1939—49 
Mining and quarrying —5.4 —-8.1 
Contract construction oe 61.1 
Manufacturing —9.4 33.2 
Transp’t, communications, public util. —0.3 30.6 
Wholesale trade —0.1 47.4 
Retail trade —1.6 7.6 


Finance, insurance, real estate — .03 12.9 
Service industries —1.1 20.4 


The greatest percentage decline in number of firms last year 
was in manufacturing; the decrease was more than 9 percent. On the 
other hand, there’s still a third more manufacturers in business today 
than in 1939. 

The population in the wholesale trade remained stable last year 
——the population is 47 percent more numerous than in ’39. 


FEDERAL TRADE COMMISSION 

Ever since the Supreme Court’s decision upholding the FTC in 
the Cement Institute basing point case, this business regulating 
agency has grown in importance. 

Now with the appointment of Martin Hutchinson to the last va- 
cancy on the commission, you can be sure the new-found power will 
be wielded against business and for the Fair Deal. The all-out Truman 
majority will show in the new emphasis FTC is giving to reports on 
business bigness and economic concentration. 


PAY SCALES FOR OFFICE HELP 

Want to know how much is being paid to clerical workers in your 
town, or towns like it? 

Bureau of Labor Statistics has made surveys in a number of 
cities and you can get the results by writing to B. L. S. in Washington. 


(Continued on page 10) 
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1. Lubricated-for-life Boll Bearings 
Never need oiling — they're lubricated for 
i e- 











i 7 
iDELTA 


| MILWAUKEE 


V 





2. Precision-bored Bearing Seats 
Perfectly round, true to size, correctly 
positioned, properly aligned. Bearing 
fit is close, tight — cannot become 


DELTA »* 





BEARING 
AT REST 


BEARING 





PRELOADED 








3. Pre-loaded Bearings 


longer life. 


An extra manufacturing operation re- 
moves end-play. This provides maxi- 
mum rigidity and accuracy under load, 


mr (@ . 4 


livehal 


4. Precision-ground Shafts 


5. Dy i 





All spindles, arbors, and collars are 
ground for accuracy, 90, provide full, 
even contact between shaft and bear- 
ing — and assure accuracy. 


In volume and profits 


Y because the line is so wide you find 
prospects in every plant — everywhere 


y) q : ; 
Y oid because every machine is a big 
unit sale with a wide margin for you 


The Delta line is — or can be — the number one 
profit-maker for any distributor. That’s a broad 
statement, but true — proved time and again by dis- 
tributors throughout the country who know the Delta 
opportunity and really sell hundreds of machines 
each year. 

Take a look at this opportunity for a moment: 

Delta gives you the most complete line in the 
machine-tool industry — the only line with complete 
accessories for every machine. It’s so broad that 
everyone is a good prospect — big plants, little 
plants, back-alley and loft shops, and schools. And 
the combination of Delta quality and Delta price is 
a good buy that’s easy to sell. 

So you see, you can sell Delta in any plant you call 
on. And it pays to sell Delta on every call. Even a 


single machine is a mighty good order—with a wide 
margin for you. But many plants use 10, 25, 50 or 
more Delta machines. How many other lines offer 
you this “big ticket” profit on every sale — plus the 
big volume you’re bound to build on a line as com- 
plete as this? Not a one. And don’t forget, every 
Delta machine you sell uses up supplies — so it be- 
comes a source for many supply items in your 
other lines. 

When you look at it like that, it’s easy to see why 
so many distributors say, “Delta is tops as a profit 
line!” Rockwell Manufacturing Company intends 
to keep it that way for you — with everything it 
takes to give you a line so complete it can be sold 
anywhere, the finest tools there are at the right price. 

You take it from there — with an all-out sales 
push on Delta, Multiplex, and Crescent! 


Sold only through authorized industrial distributors 


53 Machines 
246 Varieties 


—plus 5 Grinders ...3 Welders... 


. 2 Abrasive Finishing Machines . . 


- Lathe... 


3 Band 


Sows 


2 Shapers... . 
. 3 Cut-off Machines .. . 
2 Saw-Jointer Combinations . . . 


wis 


11 Drill 
Presses 


6 we 
Sows 


Scroll 


Sow ans 


4 Radial-Arm Saws . . . Mortiser 
Deburring Machine 


2 Planers . . . 2 Buffing Machines. 





POWER 


© 


MULTIPLEX 


TOOL 


Rockwell 


Manufacturing 


MILWAUKEE 1, 


DIVISION 


CRESCENT °* 
Company 
WISCONSIN 





7 
All pulleys which rotate at high speed 
are dynamically balanced (to thelp 
eliminate damaging vibration). 





HOMECRAFT 


WASHINGTON BRIEFS 





(Continued from page 7) 


The cities on which survey results 
have been published——others will 
be available later——are: Atlanta, 
Boston, Chicago, Hartford, Los 
Angeles, New York, Philadelphia, 
St. Louis, Seattle. 


REGULATING STEEL PRICES: 
Senator O’Mahoney, leading anti- 
monopoly spokesman in Congress, 
would like to find a way to make 
big basic industries——like steel 
——accountable to a government 
agency for their behavior. 
For instance, he already has 
a bill which would require steel 
companies to hold up any price in- 
crease for 30 days while they ex- 
C L EV E L A N D plained their reasons for the in- 
crease to the F.T.C. 
The idea isn’t likely to get 
Socket Head anywhere, of course. But it still is 
a fact that—with or without a law 
fy —-makers of steel and other basic 
crews commodities know they’re likely to 
be called to Washington at any time 
Here’s what the Kaufman Double Extru- to explain why they’re running their 
sion Process does for Socket Head Screws. business the way they are. 
It gives them greater strength by creat- 
ing beneficial changes in the steel’s grain MAKING IT EASY: Navy’s Bureau 
flow. Sockets are formed in one opera- of Yards and Docks has come up 
tion—perfectly concentric, true hex with with an amazing example of what 
sharp corners, and clean—all the way to the government people can do to 
the bottom. It pays you to stock and sell eliminate red tape when they put 
Cleveland Socket Head Screws. their mind to it. 
The problem was to simplify 
THE CLEVELAND CAP SCREW COMPANY contracts for small-scale construc- 


2917 EAST 79TH STREET ® CLEVELAND 4, OHIO 
h Chicago, Philadelphia and New York 





tion jobs, those costing less than 
$5,000. Heretofore, these jobs 


called for the same 13—page con- 
tract, full of all the legal gimmicks, 
that you’d need for a $5 million 
project. Now, the Bureau has de- 
vised a single-page form to do the 
job. 
SAVING A PARTNERSHIP: Many a 
partnership——a common form of 





organization in the industrial sup- 
ply field——has had tobe sold when 
one of the partners died. Reason: 
cash has to be raised to pay the 
taxes levied against the deceased 
partner’s estate. 

CAP SCREWS, SET SCREWS, MILLED STUDS But now the U. S. Tax Court 


Ask your jobber for Cleveland Fasteners 





ORIGINATORS OF THE 


LE 
KAUFMAN Ny es ay PROCESS 


Specialists for more than 30 years in 





(Continued on page 14) 
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ave you ever Watched them work ? 


The Trevors certainly have what it takes to put an 
act over, and then some. Maybe they have their own 
word to explain their success, but we would call it 
Organized Teamwork. And, in industrial marketing that 
phrase is the touchstone to profitable success. 


The basis of our distribution program is the same 
Organized Teamwork. From our first step in manu- 
facturing to your last step in the sale we are bound 
together by the need for working toward the same 
goal. That goal is a satisfied customer who is well 
pleased with product performance, quality, value, 








Coated Abrasives by 


CARBORUNDUM 











service and local industrial distributor representation. 


It is our determined objective at The Carborundum 
Company to be part of an outstanding distribution 
service to Industry. To that end it is necessary for us 
to consider, along with our distributors, every means 
which will lead to that objective. And one of the 
first steps, certainly, is the distributors’ salesmen’s 
yersistence in bringing attention to Coated Abrasives 
»9y CARBORUNDUM on practically every call he 
makes. Coated Products Division, The Carbérundum 
Company, Niagara Falls, New York. 


Making ALL abrasive products... 
to give you the proper ONE 





""Carborundum”’ ts 


a registered trademark which indicates manufacture by The Carborundum Company 
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LARGE MARKET is good Profit Source . . 


MILWAUKEE MILWAUKEE 


INDUSTRIAL BRUSHES STEEL WIRE SCRATCH BRUSHES 


for All Industrial Needs 
@ BRUSHING—Metal Parts, Fittings, Welded Joints, 
Pipe Threads, Tires, Tubes, Battery Terminals, etc. 


BRUSH TOOLS FOR @ CLEANING—Small Castings, Tanks, Drums, Machin- 
TODAY $ PRODUCTION ery, Tools, Meat Blocks, Ironwork, Stone, Brick, etc 
Power Driven Wire Fibre Wheel Brushes @ REMOVING—Rust, Scale, Weld Spatter, Chips, Bor- 


Wheel Brushes Wire Scratch Brushes ings, Paint, Varnish, Dirt, Grease, Floor Wax, etc. 
“Mono-Bilt” Boiler & Furnace Brushes 


“Steel-Clad” Foundry Brushes The biggest selling season of the year for these steel wire scratch 

“Dura-Bilt” Platers Brushes brushes is directly ahead. It will pay you well to stock them and 

“Di-Bilt”’ Bench Brushes push them. 

¥ “i Fl Ss Brush 

Br wl Eat Pega The great variety of uses for MILWAUKEE STEEL WIRE SCRATCH 

Fine Wire Polishing and fibre BRUSHES in all types of production and maintenance work means 
Wheel Brushes Miscellaneous Mainte- a heavy continuing demand. 

“Sturdi-Bilt” Wire Cup nance Brushes 


Brushes Send for Bulletin No. 40-11 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE! WIRE WHEEL BRUSHES - Reneapeen cena « WIRE SCRATCH BRUSHES 
he : 
The Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS + BENCH BRUSHES - FOUNDRY BRUSHES 
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DARTS 


give a snug fit 


VALLE 
Welt Huin 


This True Ball Joint Makes the Difference 


The True Ball Joint of Dart unions are sphe:ically-ground to 
form true-bearing surfaces. The reason Dartsclose tight... stay tight. 


Less Expensive! You can get a snug fit easily without marring 
the seats of a Dart. You can uncouple them easily, too . . . use 
them over and over again to make important savings. 


Practically Indestructible high-test, air-refined malleable iron is 
used for the body and nut of Dart unions. Another important 


feature that means longer, better service 


from Darts. 


Sell Darts . . . demonstrate Darts... for 
satisfied customers. 


Ga 


\ 


My 
YY 
Tl, 
\\\ 


ll 


E. M. DART MFG. CO. 
Providence 5, Rhode Island 


UNIONS 
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WASHINGTON BRIEFS 
(Continued from page 10) 





has handed down a decision that 
can make this kind of forced sale 
a thing of the past. 

The business takes out and 
pays for insurance on the life of 
each partner equal in value to the 
partner’s share of the business. 
Beneficiary is the surviving mein- 
ber or members of the partnership. 
By agreement, the survivors prom- 
ise to turn over the amount of the 
policy to the estate in exchange 
for the estate’s interest in the 
business. That leaves the estate 
with the cash equivalent of the de- 
ceased partner’s interest in the 
business, and at the same time 
leaves the business intact. 

The scheme itself isn’t brand 
new. But up to now, the Bureau of 
Internal Revenue has been collect- 
ing inheritance taxes on both the 
amount of the insurance and on the 
value of the deceased partner’s 
share of the business. The Tax 
Court now has said that this is 
double taxation, and is not to be 
done. 


WHITE COLLAR LEARNERS: What 
kinds of workers are ‘‘learners’’? 

It makes a difference——be- 
cause learners, under the wages 
and hours standards that became 
effective in January, can be paid 
less than the new 75 cents per- 
hour minimum wage. 

The wage-hour officials have 
handed down one interpretation of 
the new law that goes across the 
board in all business establish- 
ments: 

Persons hired for the first 
time as office help——stenogra- 
phers, typists, statement clerks, 
file clerks, etc.—may not be clas- 
sified as ‘‘learners’’, This means 
they must be paid atleast 75 cents 
per hour even ‘‘while they’re learm- 
ing their job.’’ 

The reasoning is: 

The worker has had to have 
certain preliminary trainingin order 
to acquire the basic skills to be 
hired for these jobs. Once hired, 


(Continued on page 18) 





bis. 


FAMOUS 


WISS metal cutting snips 


for every purpose 


\ \. CUTS STRAIGHT 


Bs 
3 


eee) 


METAL MASTER 

SNIPS 

Outstanding new development in snip 
design and construction. Compound 
leverage produces amazing cutting 
power with minimum effort. A set of 
3 snips, M-1, M-2 and M-3 takes care 
of the most intricate jobs involving 
inside holes, circles, complicated pat- 
terns,etc. Rubber grips recommended. 


STRAIGHT CUTTING 
SOLID STEEL SNIPS 


STRAIGHT CUTTING 

SOLID STEEL SNIPS 
For workers who do not need the spe- 
cial qualities of Wiss inlaid snips. 
They meet government specifications. 
For garages, machine shops, home 
workshops, the farm, ete. 4 sizes from 
8” to 1214” long. 


INLAID BLADE 


\ 


INLAID BLADE 

STRAIGHT CUTTING SNIPS 

The basic snips for straight metal cut- 

ting. Gun metal finish handles. Tough 

crucible steel inlaid blades. Popular 

because of cutting ease and long life. 
5 sizes from 914” to 141” long. 


NO. V19 COMBINATION 
CUTTING SOLID STEEL 


ae», 


NO. V13 


V19 COMBINATION CUTTING 

SOLID STEEL SNIPS 

Strong, well made, solid steel combi- 
nation pattern snips. Will cut curves 
and irregular shapes with ease. Accu- 
rately tempered jaws and strong bolts. 
13” long, 3” cut. No. V13 is handy 


pocket size, 7” long, 154” cut. 


INLAID BLADE COMBINATION SNIPS 


INLAID BLADE 
COMBINATION SNIPS 


Made with straight blades, but ground 
and shaped so they readily cut curves 
and irregular shapes as wellas straight. 
2 sizes—1214” and 131” long. 


INLAID BULLDOG 
HEAVY-DUTY SNIPS 
For cutting monel metal, stainless 
steel, Allegheny metal and other tough 
alloys. Invaluable for bench work for 
cutting strap iron bands. Regularly 
tested on 18-gauge galvanized iron. 
17” long, 24%” cut. 


Quality for more than a century 











J. WISS & SONS CO., NEWARK 7, NEW JERSEY 
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The First and Only 


Shaft-Mounted Speed Keducer 


Now Has 


For more than ten years the American Reduction 
Drive has been the only shaft- mounted speed 
reducer. 


Pioneered, manufactured, and sold exclusively by The 
American Pulley Company, this unique slow-speed 
drive is in use on thousands upon thousands of 
machines in all kinds of industries throughout 
the world. 


In fact, a shaft-mounted speed reducer is such a good 
idea and has won such an army of enthusiastic 
supporters that we are not surprised to find other 
power-transmission manufacturers now launching 
their own versions of shaft-mounted reducers. 


We welcome these newcomers to a field that has 
been exclusively our own. Their entry demonstrates, 
better than anything we could say, that the shaft- 


Company 


mounted reducer has “arrived” as the modern, 
low-cost, slow-speed drive. 


For your own slow-speed applications—find out 
about the drive that is ten years ahead—and backed 
by far more than fifty thousand successful installa- 
tions. Exclusive patented features and continuing 
engineering improvements give you advantages 
that you can get only with the American Reduction 
Drive. This compact drive sets the design, appear- 
ance and performance standard for all shaft-mounted 
reducers. Stock units off the shelves of American 
distributors from coast to coast give you any speed 
below 154 rpm—easy speed changes—low first 
cost—quick installation. Send for your free copy 
of the American Drives Catalog. It shows how the 
American Reduction Drive works—and how to 
apply it to your slow-speed equipment. 


FIRST in the Field of Shaft-Mounted Speed Reducers 


4218 Wissahickon Avenue, Philadelphia 29, Pa. 
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without loss of 
SIZE or 
QUALITY OF FINISH 


Cleveland High Speed Adjustable Reamers estab- 
lished an excellent record on the operation pictured 
here—reaming blind holes '%6" deep in SAE 3115 
forgings. The specifications on this job demanded 
very good hole finish and size to the bottom of the 
hole. C@celand High Speed Adjustable Reamers 
produced the finish that was required, and reamed 
an average of more than 700 holes per grind without 
loss of size or quality of finish. } Moreover, the ad- 
justable feature of these Reamers permits the blades 
to be reground many times and restored to the orig- 
inal size. & If you have a reaming problem, a 
Clveland Service Representative can help you find 


the best solution. Contact our nearest Stockroom,or... 





Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Steckrooms: New York 7 + Detreit 2 + Chicage 6 + Dallas 1 + Sen Francisce 5 + Los Angeles 58 
E. P. Barres, Ltd., Londen W. 3, England 





zAN 


DISTRIBUTORS EVERYWHERE 
ore ready to serve you! 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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Matchless Value. 


rANe 
COSCO ARE 
AT PSIANT LV || 
CAIAOAICAMISL || ve 
CARS SATIN OTe o SST: 
PO PMORTSYPTAD WTR TIS ORG USM 
Wethat™ SANTA Os SRT FLL ALIA are A 


UT Wyn part Wy sar Ing 
es Style M- “16: : 


Users of this long-time 
leader in the Dixon line 
represent a roster ol 
(merican industry. Its 
quality and design dis- 
linguish it from others 
frequently vel improp- 
erly classified as “Boss 


type couplings.” 


Bat. Ow 


>, rt IN UE LV E & 
F he Quality Line 
“GJ-BOSS’’ “DIXON” 


PRODUCERS 


“BOSS”’ 


Your Market for this 
coupling covers every — 
service where high or 
low pressure water, 
steam, gas, oil, aif, 
butane-propane“and 
hydraulic hoseis used 
:.-indoors or outdoors, 


UPLINGS * 


“KING” 


“AIR KING” “DIX-LOCK 
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| WASHINGTON BRIEFS 





(Continued from page 14) 


the worker becomes sufficiently 
productive in such a short period 
of time that there is no need for 
providing for less than minimum 
wage. 


HIGHER PRICES FOR ALUMI- 
NUM?: More industries keep after 
the Administration to give them 
protection against imports that 
come in under the new low tariff 
rates. This time it’s the aluminum 
industry that is out to get tariffs 
raised on imports of both crude and 
wrought aluminum. If the aluminum 
producers are successful, the re- 
sult will be higher prices on the 
metal and its products for U. S. 
users. 

Washington experts are cer- 
tain that the aluminum companies 
will lose out on their request—— 
but the case may be a major test of 
the so-called ‘‘escape clause’’ 
that’s designed to give relief to 
just such cases. 


PAY AS YOU GO: Now is the time 
for businessmen to prepare to fork 
over tax money to Uncle Sam ear- 
lier next year than they would ex- 
pect to. 

Reason: Congress seems like- 
ly to approve the so-called Mills 
bill. It requires you to pay your 
Federal corporation income tax in 
the first half of the year, instead 
of spreading it in four installments 
throughout the year. The law 
wouldn’t be effective for 1950, 
naturally——but you may want to 
prepare for the extra demand on 
your cash during the first half of 
next year. 

Congress isn’t going to in- 
crease corporate income tax rates 
——but the pressure for excise tax 
cuts is tremendous. Most all items 
that took on additional wartime 
rates will be trimmed back. The 
loss of revenue to the government 
will run upwards of $1 billion—— 
more than Congress can recover 
through plugging tax loopholes. 

Result: a speedup of regular 
tax payments to temporarily balance 
the excise tax cuts. 





R/M No. 303 PACKING... 
A GOOD DOOR-OPENER 
FOR SALESMEN 


R/M No. 303 High-Temperature Valve Stem Packing 


Wherever high-temperature steam or gas is involved, packing takes on added im- 
portance. That’s why R/M No. 303 high-temperature valve stem packing wins fast 
friends in all kinds of industrial plants. It’s a first-class door-opener for the man who 
is going after more packing business. 

R/M No. 303 is especially designed for valve stems and expansion joints handling 
superheated steam or hot gases at temperatures up to 900°F. The core is of large 
graphite particles, which are not affected by heat, but which provide the compressi- 
bility so necessary to this type of packing. The jacket is of high-grade asbestos yarns, 
reinforced with Monel wire, braided over the core, and treated with a high-tem- 
perature, non-fluid type of binder. The outer surface is finished with flake graphite. 
R/M No. 303 is typical of the packings that make up the diversified R/M line. 
These packings are advertised consistently in leading industrial magazines. R/M also 
supplies its authorized distributors with a complete line of merchandising aids, and 
helps to train their salesmen. 


Write us today for full information on the R/M packing line and the R/M advertis- 
ing and sales promotion program. 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, manneim, Pa. 


FACTORIES: Bridgeport, Conn. Manheim, Pa. 
No. Charleston, $.C. Passaic, N.J. 
RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings « Asbestos Textiles « Mechanical Rubber Products * Abrasive 
and Diamond Wheels * Rubber Covered Equipment + Brake Linings « Brake Blocks « Clutch Facings « Fan Belts 
Radiator Hose « Powdered Metal Products « Bowling Balls 
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a> 
Century 100 horsepower wound rotor motor 
driving a refrigeration compressor. 


Two 125 horsepower Century wound rotor 
motors driving high speed turbine 
compressors. 


} at oe 
Pi, ; 


——s “ 


Century 75 and 30 horsepower wound 
rotor motors driving a bending roll 


te 


Meet Load FLEXIBLE 


Characteristics for: Century wound rotor motors are 
POWE R built in sizes up to 400 horsepower 
Adjustable varying speeds control variable ‘ : 

and are available in open protected 
fe} 3 and splash proof frames. In addi- 
Reversing direction of operation of heavy tion, Century builds a complete 
loads — as in lift bridges line of AC and DC motors in sizes 
from 1% to 400 horsepower for all 

popular requirements. 


process and other load conditions 


S)ncro-speed, multiple drives used where ih Z 5 


two or more operations must be coordinated 
Specify Century motors for all 
High starting torque with low starting 


current— such as reciprocating com- WOUND ROTOR _— electric end needs. 
pressors, steel plate bending rolls, etc. 
MOTORS 





ALTERNATING CURRENT MOTORS 
MOTOR GENERATOR SETS 
POLYPHASE SINGLE PHASE DIRECT CURRENT GENERATORS 
: MOTORS 
Squirrel Cage Induction— Split Phase Induction— AC, .63 to 250 KVA AC to DC, AC to AC 
Ye to 400 H.P Ye, Ya, Vs HP Ye to 300 HP. ac 7S 200 tw DC to DC, DC to AC 
eM . a r) 
Wound Sater Geter Capacitor—'% to 20 H.P Open Protected, Splash Proof, Totally 
1 to 400 H.P R Enclosed Fan Cooled, Explosion Proof 
Synchronous Motors— epulsion Start, Brush Lifting, 
20 to 150 H.P Induction— 2 to 20 H.P Ball Bearing motors are factory lubri- 
cated for several years’ normal service 
N , Bearing housing construction permits 
CE TURY ELECTRIC COMPANY easy re-lubrication when unusual serv- 
1806 Pine St. « St. Louis 3, Missouri 4 ice demands W. 


Offices and Stock Points in Principal Cities 
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\There’s Money for \ 
igi a 
in this picture! cage 


This Har 
i per advertisement appear 
pole eezines read by your cust Aa 
ome on it by stocking a ee “ 
. n ae 
a ling Harper non-ferrous and 
ainless steel fastenings 





Joe was on his way © setting a new sales record. Then came that 
wire from the home office - - - 

Corrosion had caused a rivet to fail on @ vital piece of processing 
equipment other fastening failures were anticipated; 

production had to be stopped temporarily. 

This is not an exceptional case. It's happened many times. 

It could happe® f you any time. And the only way protect yourself 
against such a loss 1s t© standardize on non-ferrous OF stainless 

steel bolts, nuts, screws and accessories. 

Harper makes these Everlasting Fastenings in over 7000 different 
sizes, types alloys—Brass, Bronzes, COppe™ Monel and Stainless 
Steels. In addition to resisting corrosion, they are non-magnetic, 
long-lasting, reusable—most economical in the long rUn- 

Large stocks ready for delivery from distributors and warehouses 

in principal cities. Write for catalog, current 
stock list: The H. M. Harper Company, 
8219 Lehigh Ave., Morton Grove, Ill. 


pe 


New York Office end Warehouse: 200 Hudson St 

Les Angeles Office ond Werehouse e35&. 31s St 

Branch Offices: Atlonte, Combridge, Cincinneli, Clevelond, Doilas, 
Denver, Detroit, Grond Ropids, Milwoukee, Ocklond, 
Philadeiphic. Pittsburgh, St. Lou's. Seattle, Toronto (Canedo) 


AMERICA'S LEADING SPECIALISTS IN NON-FERROUS AND STAINLESS STEEL FASTENINGS 


ge 


y yaa 
gee Seite 
Reseatenoneie rater 

iene : 


eee 
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eee for EVERY chain need! 


Y 


ROUND 
Sling Chain 
Any length. 
Single, double 
3-way, 4-way. 
Any pattern 














Proof Coil or BBB Coil 


Liberty Coil—Twist Link 
= -” - 








Liberty Coil—Straight Link 


OOoOOOSSSSS 


Liberty Machine—Twist Link 


Buckeye or Brown Pattern 
A-2753 


Brass Safety 


a 


Double Jack Single Jack 


oan d 


S Hooks Repair Links Slip Hooks Cold Shuts 


CLE VELAND (HAIN 


The Cleveland Chain & Mf Co. 
Cleveland 5, Ohio 
ROUND Associate Chain Companies: The Bridgeport 
Chain & Mfg. Co. Bridgeport 1, Conn. ¢ The Cleveland 
Chain & Mfg. Co., Cleveland 5, Ohio ¢ Round California 
Chain Co., So. San Francisco and Los Angeles 54, Cal. 
¢ The Round Chain & Mfg. Co., Chicago 6, Ill. * Seattle 
Chain & Mfg. Co., Seattle 8, Wash. * Woodhouse Chain 
Works, Trenton 7, N. J. 
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Specify Thermol 


Versi 
for all” aunt 


con Hose 
eeds 


@aThis 
or This ? 


Versic 





Thermoid Research Develops New Hose 
That Saves Time, Money and Storage Space 


The latest development of Thermoid research 
is Versicon—the multi-purpose hose that 
replaces many special-purpose hose. Versicon 





* For durability and flexibility, Versicon is made 
with neoprene tube, oil-resistant cover and 
high tensile rayon cords. It is available from 
36’ to 214” in lengths from 50’ to 500’ 
depending on size. Versicon may be used for 
all air-operated tools, oxygen and acetylene 
lines. It will handle air, water, gasoline, oil, 
most; insecticides and chemicals, carbonic and 
other dilute acids, and almost all fluids. 


is designed for superior performance with 
virtually every gas and liquid—saves you 
handling time, money and storage space. 


Assure your customers of lowest operating 


cost by recommending Thermoid Versicon. 


It will pay you to Speety Thermoid! 


Thermoid Quality Products: Transmission Belting « F.H.P. and Multiple 
V-Belts * Conveyor Belting * Elevator Belting * Wrapped and Molded Hose 
* Molded Products + Industrial Brake Linings and Friction Materials. 


= Main Offices and Factory * Trenton, N. J., U.S. A. 
hermol Western Offices and Factory * Nephi, Utah, U.S. A. 
Com ie Industrial Rubber Products + Friction Materials - Oil Field Products 
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K ¢ MA insulations 


that meet even rigid hospital standards 


will step up sales 
for you 


K &M buptex PIPE INSULATION—*;”’ thick 
—is keeping this hospital’s hot water lines 
hot, with the countless dead air cells of con- 
tinuous wrap felt, specially creped. K&M 
Duplex includes the saturated inner felt 
liner, with its special waterproofing com- 
pound. It’s truly Duplex—a single insulation 
you can stock for equal efficiency on hot or 
cold lines, from 40° to 212°. Quickly, simply 
cut and fitted, K&M Duplex assures savings 
for both the applicator and user. (Asbestos 
paper over the felt and beneath the outer 
jacket gives a light-colored finished appear- 
ance that makes it easy to match adjacent 
insulations. ) 


KaM “FEATHERWEIGHT’® 85% MAGNESIA 
PIPE INSULATION—in a hospital and any- 
where else—protects steam supply lines 
effectively. Here is the K&M combination 
of clean asbestos fiber and basic carbonate 

The hot water system in this installation 2 ‘ : 

is staunchly guarded by K&M insulations. of magnesia—in correct proportions and 
distribution. That means service efficiency, 
plus the lightweight strength for easy, low- 
cost installation and years of endurance. 


Whatever the demands for economy and dependability, there are 
K&M Insulations sure to fill the bill for users . . . sure to build 
business and profits for you. Write us for full particulars. 


KEASBEY & MATTISON 
COM PAN Ye AMBLERe PENNSYLVANIA 
Nature made Asbestos... Keasbey & Mattison has made it serve mankind since 1873 
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~. « funny how such 
a little thing can 
make such a 


BIG difference” 


Tubing size marked on nut on 
IMPERIAL TUBE FITTINGS* 


Sure, it’s a little thing but it’s amazing how this # Identifies fittings quickly 

new convenience developed by Imperial — tradi- Makes it much easier to find needed fittings 
tional leaders in tube fittings — helps make tub- Replacements can be made faster 

ing connection work simple. It’s one of the many vf Fittings are easier to sort and check 
EXTRAS which build preference for IMPERIAL af Teaches men to recognize fitting sizes 
TUBE FITTINGS. Note these advantages: AY 


eee POA AE ALT, 


*Both compression and flare types 


Two other EXTRAS provided | \ by Imperial Tube Fittings — 


FITTINGS ARE LONG DRYSEAL PIPE THREADS 
FORGED* . Full Length Dryseal American National 


Standard tapered pipe threads are provided 
on all pipe ends. These threads are longer than 
former standards on sizes 44” and over. They 
are a definite improvement in pipe threads, 
give extra assurance of tight joints, and are 
especially valuable in providing for additional 
takeup when reconnection is necessary. 

















Because forged fittings have Greater 
Strength and Toughness they stand up 
better under pressure, vibration and 
shock. Their denser grain structure 
means no chance of blow holes or 
seepage. Their greater uniformity 
means quicker, easier assembly. 
*Elbow and Tee Bodies. 


IMPERIAL TUBE WORKING TOOLS help you get jobs done quicker 


HI-DUTY TUBE CUTTER F HI-DUTY FLARING TOOL 


Free-wheeling ball bearing Makes precision SAE flares on copper, 
action makes cutting easier, brass or aluminum tubing quicker — 
faster. Cuts hard or soft tub- better. New style die holder with slid- 
ing. Roller type with flare ing dies provides speedy, single-nut 
cut-off groove. Makes clean, clamping. No. 300-F . . . flares 4”, 
right angle cuts. Retractable Ye", ¥%”", Yr”, %” O.D. Tubing. 
reamer. No. 274-F ... for 4” ; 

to 1” O.D. tubing. 


Ask for Catalog No. 350 
THE IMPERIAL BRASS MFG. CO. 511 South Racine Avenue, Chicago 7, Ill. Specialists in 


\ 
TUBE FITTINGS and TUBE WORKING TOOLS 


Catalog 350 shows a wide range of 
sizes, types and styles. Write for copy. | 
‘Look for the Diamond 1) on every fitting 


and tool you buy’, - 
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5-mOOLS 


¥ ouths of the *“MFD’s Salesmen: 


™. 


Certified Reports from Users of: 


MORSE crecriofise? DRILLS 


“...produced 1600 holes in cast 
iron before sharpening; 900 
after sharpening. Best previous 4 
performance 200 holes. 2 hrs. V4 
of set-up time saved in 8-hr. 


eriod.”’ 
, @ 


MORSE ehectiofige? TAPS 


“In SAE 1010 hot-rolled bar, 
one tap produced 12,400 pieces 
before grinding — 1500 on Ist 
grind and 1909 on 2nd. Previ- 
ous taps averaged 300 holes and 
were then worn to low limit.” 





MORSE Ehechrofise? REAMERS 


ee 


. report 7,000 pieces per 
reamer, against 1400 pieces 
formerly obtained. Reamers 
were run in an automatic, on 
high-carbon bar stock.” 


MORSE 


“,..cutting a slot 114” deep, this 
tool produced 200 pieces in a 
poor grade of aluminum and 
still looks like new. Same cutter, 
not Electrolized, would not 
even complete 1 piece without 
galling.” 


(Name of any user furnished on request) 
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—Easy to demonstrate 


—Profitable to sell 











®‘Use-advantages” for your customers 
are selling points for you. The new Safeway line 
of chain hoists is full of ‘em. 


They're lightweight—easy to handle. 

Chains are of proof-tested steel—accurately made for 
smooth operation and long life—heat-treated for 
toughness and ductility. Advanced engineering, 
simple design and enclosed construction 

greatly increase range of usefulness and length 


of trouble-free life. of information 


about the new SAFEWAY 
The new Safeway is the latest item of WRIGHT —DH-164 


hoisting equipment—“The Line With The Good Name.” 
Let us give you full information. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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... thru any machineable 
material up to 1/8 INCHES thick! 


Here is a premium tool which makes it pos- 
sible to saw holes in one short operation 
... large holes which heretofore had to be 
laboriously machined “a-chip-at-a-time.”’ 


MARVEL High-Speed-Edge Hole Saws have strength to 
withstand the terrific peripheral strains of heavy duty opera- 
tion in lathes, drill presses or portable power tools. They have 
a high speed steel cutting edge which is electrically welded 
to a tough, alloy steel body, high speed steel pilot drills, 
heavy hexagonal shanked arbors and sufficient set for deep 
drilling. They are self-aligning, as the larger diameter saws 
float on their arbors and are driven by double drive pins. They 


will saw round holes accurately in any machineable material. 

MARVEL High Speed-Edge Hole Saws come in 35 sizes, 
from *4" to 414”. They are carried in stock by leading indus- 
trial distributors. 


WRITE FOR BULLETIN ST-49 
seejour 
CATALOG ee "4 4 
cain “MARVEL” Lae Always had the edge! 


™ ryV oO | me 
NYS | ere 





ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 
5700 Bloomingdale Avenue , Chicago 39, U. S. A. 


—— 7 


a7. al 
eM Bolte Siglo EF 
8 \ , | * ' 
sn, | Batic , 
© Eee — Oe =r one for oe 2." 
== 3 ——— — inca ae ' 


INDUSTRIAL DISTRIBUTION © APRIL, 1950 











gaily 
Borolon 


WILLE 


ABRASIVE GRAIN 





16 Weick, 385 LBS 


SIMONDS ABRASIVE co 


S | 
Zot co. : < 


Abrasive Grains POLISHING 


Uniform...for 
consistent 
performance 





Fused crystalline aluminum oxide abrasive in all standard grain 
sizes, or run-of-the-mill sizes. Uniformly hard, sharp, tough. 
Uniformly sized—as indicated by the shadows cast by the grains 
pictured above. 


Tradenamed Borolon, Borablast, Borogrit and Sans-Slip, and pro- 
duced under complete Simonds control, Borolon grain is scientifi- 


cally treated to remove impurities. Let’s send you inspection it 
samples and prices. Write, specifying required grain size and ANTI-SLIP 


intended use. 


SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA. DISTRIBUTORS IN PRINCIPAL CITIES 


DIVISION OF SIMONDS SAW AND STEEL CO., FITCHBURG, MASS. OTHER SIMONDS COMPANIES: SIMO! 
SIMONDS CANADA SAW CO... LTD., MONTREAL, QUE. AND SIMONDS CANADA ABRASIVE C 
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ety fon 


@ Sharp, Tough Corners 
. 


@ Straight, True Sides 
@ Clean, Strong Threads 


REPUBLIC UPSON 


¢ Semi-fintshed and 
" Cold, Punched Nui! 


}_________._frem the more than 20,000 
members of the REPUBLIC 
UPSON Quality Line. 


* 


a 
- 
d 


_REPUBLIC STEEL CORPORATION 
Bolt & Nut Division 

CLEVELAND, OHIO : GADSDEN, ALABAMA 

Export Department: Chrysler Building, New York 17, N.Y. 
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=m FASHIONING THE FASTENING a ee ee 
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LIGHT, TOUGH, STRONG 


FORGED FROM SELECTED ALLOY STEEL 


Williams “Superrenches” provide great strength 
with minimum bulk and weight. Drop-forged from 
selected alloy steel and heat-treated, they are 
available in a wide range of sizes and many 
patterns. Chrome-plated over nickel with highly 
polished heads. Write for Williams Catalog A-50. 


J. H. WILLIAMS & CO., BUFFALO 7, N. Y. Qishiibules Everywhere 
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Strength in a small package: Ordinary yarns 
proved too weak, uneven and bulky to serve as 
\\" " NW . . \\ \ the core of this plastic-covered clothesline. 
“Cordura” provides the high strength with low 
bulk, uniformity and low cost .. . to make this 
product practical. 


“Wee eee eee eeeeeeeeeeeeeeee COSHH EEE HEHEHE HEHEHE HEHEHE HEHEHE RHEE EEE EE EEE 


T WAS the right yarn to make conveyor belts thinner, 
tl ahs tougher. The right yarn to take the “‘stretch” out of 
V-Belts. The right yarn to make hoses 50°% stronger with- 
out increasing weight. It's Du Pont Cordura* High Tenac- 
ity Rayon, the man-made fiber that gives you high strength 
Why “Cordura” Rayon = « 

Inherently stronger than natural yarns commonly used, 
iS ri ht Cordura” is made in continuous filaments with no short 
- 8 pieces to pull apart under strain. What's more, it is abso- 
lutely uniform . .. no weak spots in the yarn. 


for so many products 


That's why “Cordura” Rayon is right for so many different 
products. That's why it may be just the right yarn to help 
you improve your product or bring a new one into pro- 
duction. 

*“REG U.S PAT. OFF 


WRITE NOW forthe new reference manual, Sinews for 
Industry.” It gives physical properties of “Cordura” 
... tells you how Du Pont will help you benefit from 
the advantages of “Cordura” Rayon. Address Rayon 
Division, Room 4421, E. I. du Pont de Nemours & 
Co. (Inc.), Wilmington 98, Delaware. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


Du Pont “Cordura” High Tenacity Rayon—for high strength at low cost 


for RAYON...for NYLON...for FIBERS to come... look to DU PONT 
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Master Jock Company, Milwaukee, Wis. « Worl4'3 Leading 
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3 SALES BOOSTERS! 





TO HELP YOU promote sales of eysrunsttt SM 
Federated’s new and exclusive PO med 


CASTOMATIC bar solders, we offer ———— 


you without charge this 16” x 22” 

easel-back 3-color counter display OMS A 
card. It lists the advantages of CAST- 

OMATIC .... a revolutionary solder ° 

of exceptional uniformity that is omy 
automatically cast on patented ma- sa 
chines. The card includes a pocket 
for literature which will interest your 


customers and help you sell CAST- 


OMATIC solder. che 
co) tx, 




















TO HELP YOU inform your sales- 
men about this newest development 
in bar solders, Federated will send 
a representative to show a 15-min- 
ute CASTOMATIC slide film to 
your salesmen at their next meeting. 
Write for details. 














TO HELP YOU acquaint your cus- 
tomers with CASTOMATIC, Feder- 
ated offers these booklet-blotters S 

which you can distribute with your © = Emme 
name imprinted. 24-page miniature oo 
booklet attached to blotter explains 


CASTOMATIC fully. = 











Write now on your business letterhead for POSTERS « FILM SHOWING - BLOTTERS 
ALL THREE WILL HELP YOU SELL FEDERATED CASTOMATIC BAR SOLDERS 


y 4d 





Cdetaded 
teed in the 


Sedeidi Mills Diviiion | @ 


AMERICAN SMELTING AND REFINING COMPANY ¢ 120 BROADWAY, NEW YORK 5, N.Y. 
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You Make Extra Sales and 
Profits When You Sell aston, 
the Full ATKINS Line! He: 


ai a / 
From hand Hacksaw Blades to the biggest Seg- 
mental Cold Saw... from Mill Files to Planer 





t0q 


Power 
Hacksaw Blades 


Knives ... there’s an Atkins to improve the 
sawing, cutting and finishing jobs of industry. 





The Atkins Distributor who sells the full 
line aggressively helps himself and helps his 
customers. By supplying the right cutting tool for 4, “Cutting Send” 
any job, he helps his customers to cut their sated 
production costs. By studying their needs, he 
uncovers new sources of business that mean 
extra sales and added profits. He establishes his 
organization as cutting tool headquarters. 

There is no better way to increase sales... 
and build the kind of business that stays with 
you year ofter year. 





Wood and Metal 
Cutting Circular 
ows 








Segmental 
Cold 


Saws 


ATKINS HELPS YOU—ALL IHE Way 


h h t ! 
Through nationa advertising _ onth-after-month “—s : 
3 . , . Files for 
leading industrial magazines. All Purposes 
Th h hel : 

hough engineering Ne'P- When you run into a tough 
cutting problem tell us about it...ask an Atkins Cutting 
Engineer to “sit in” with you. These Atkins specialists 


have the answers 





Through cont se h 
ee ae Se puts better products 
in the hands of your customers — and builds repeat busi 


ness for you. 


E. C. ATKINS AND COMPANY 


@ Office and Factory 
402 S. tninete Street, Indianapolis 9, indiana Planer and Machine 
Branch Factory: Portiand, Oregon Knives of All Kinds 
Knife Factory: Lancaster, New York 
Branch Offices 
Atianta + Chicago + WNew Orieans + New York 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 


—m 
=a 
me 


DISTRIBUTOR 


Offer your trade real “Customer 
satisfaction’ and True Fastener 
Economy by selling RB&W 
fasteners ... the product 
of more than a century of continuous 
research and progressive 
development in fastener manufacturing 
. . . backed by the skill of four 
generations of RB&W men and women. 


RBs W 


THE COMPLETE QUALITY LINE 


104 YEARS MAKING STRONG THE DISTRIBUTORS 1 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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WAKE UP 
NEW SALES 


.- with a 


sure-fire 


seller 


Model No. 9R has a diameter 
of 91% inches. Other stock 
models in 7 and 5 inches 

Special sizes and shapes for 

particular applications. 


ROTARY MODEL PERMANENT MAGNET CHUCKS 


Put extra punch into your sales volume with 
Brown & Sharpe Rotary Model Permanent Magnet 
Chucks. Let their money-saving features help 
boost your sales. The time and money they save 
in hundreds of holding applications for grinding 
or light machining are easily demonstrated. 
Brown & Sharpe Permanent Magnet Chucks 
cost nothing to operate ... use no electricity .. . 
have no wires or electrical connections . . . do 
not heat under any conditions. And work may 
be held as long as desired. Convenient control 
give positive holding ... and instant release. No 
danger of work flying off due to a power inter- 
ruption. For wet or dry grinding or machining. 
There's no better time than now to keep busi- 
ness rolling—and Brown & Sharpe Rotary 
Model Permanent Magnet Chucks can help. For 
sale only in U.S.A. and its Territories. Brown & 
Sharpe Mfg. Co., Providence 1, R. I., U.S.A. 


We “urge baying through the Distributor 


FOR THIN WORK 
PIECES Rotary 
Model Permanent 
Magnet Chucks hold 
thin work pieces 
without distortion — 
permit machining 
down to thicknesses 
which would be 
impossible by any 
other means. 


FOR CYLIN- 
DRICAL WORK 
Cylindrical grinding 
os well as face or disc 
grinding is done 
easily and quickly 
with Rotary 

Model Permanent 
Magnet Chucks... 
saving both time 
and cost, 


FOR INTERNAL 
GRINDING Simple 
machining operations 
on small parts often 
can be done faster 
and easier on Rotary 
Model Permanent 
Magnet Chucks. Work 
held or released 

with a quick 90° turn 
of a handle. 


BROWN & SHARPE ~es 





A Bic SLICE of zh 


POWER TRANSMISSION BUSINESS| 
can be YOURS...- 


with the 


DICK LINE 


By being in position to meet the demand for the 
ESSENTIAL items of power transmission equip- 


: j ' BARRY STEEL 
ment .... pulleys... .v-belt drives... . belt- - SPLIT PULLEYS 


ing... . Dick distributors can build substantial / lie seam 
sales and get their share of business from a | — 
market that is always in need of some or all 


of these items. 


Dick equipment has many years of acceptance 
behind it. It has fully met industrial needs for 
long service and low maintenance. It provides 
the distributor with the means of getting his 
requirements from a single source of supply. | 
Its performance assures good will for the Dick 
line and substantial repeat orders. NeeeT ee 
In short, the Dick line will enable industrial dis- 
tributors to command a big slice of the power 


transmission business. we 
DICK’S BALATA BELTING 





R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


Sen Francisco, Cal. Chicago, III. Seattle, Wash 
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=. It pays to plug into this 
~-- LUNKENHEIMER 





ody . 


LUMKENHEImER 


" - Fnac ie’ 
| dne-ctir | 
ISOM Sp 


GATE VaLyes 


} 


@ Lunkenheimer Distributors are cashing- ™ 
in on this 3-way promotion through . . . 


1—A specially planned training pro- 
gram for their own salesmen. 


2—A full line of hard-hitting sales 
promotion material and other sales helps. 


3—A consistent advertising program 
in leading publications reaching more 
than half a million valve buyers and 
users. 


@ You can apply this sales power in your 
territory by contacting the Lunkenheimer rep- 
resentative. 





ESTABLISHED 1862 


THE LUNKENHEIMERCS: 


=“ QUALITY” = 
CINCINNATI 14, OHIO, U.S.A. 


NEW YORK 13 + CHICAGO 6 + BOSTON 10> PHILADELPHIA 34 





EXPORT DEPT. CINCINNATI 14, OHIO, U.S.A 
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of the loyalty Many of 


ve shown you... 


amental 


S Ic, too, in rela- 
everg/ valuable franchises ore i 
: , ce ; butor and his source of 
now available to Industrig/ Distributors In Cer. 
tain territories which need wide, distribution of 
Johnson Sleeve Bearings. Write, wire or phone . 


for complete information, This company is Proud of the loyalty of distrib- 


* 


supply. No relationship Will remain healthy 
and Prosperous without it. 


utors who handle Johnson Bearings, There are 


ly tries to be 

distributor. A quality Product, a 

complete line. a fair Price, Prompt Service aug- 

<4 mented by district warehouses, distributor Sales 
MOST compLeTe cE | & ; ait 

Promotion, National ady ertising | | | all give 


SEARING SEAVIE®) © 
“ the world 4 further evidence of this desire for a mutually 


successfy] manufacturer-distributor relationship, 


PRIL, 1950 
DUSTRIAL DISTRIBUTION © A 
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yOu look af If... 


f 


How do Simonds Saws maintain such a high level of consistent cut-ability? These 6 tie SIMONDS . 
reasons: 1—Special Steel from Simonds’ own mills. 2—Special Simonds-designed fur- , SAW AND STEEL CO | 
naces hold saws flat, and temper them under pressure. 3—Saws are hammeredto [¥ FITCHBURG, MASS. 
even tension, by industry's top anvil-men. 4—Special Simonds-designed grinders as- | Other Divisions of SIMONDS SAW AND STEEL CO. 
sure proper clearance, right up to rim. 5—Automatic saw-filing for exact uniformity. making Quolity Products for Industry 
6—Special Simonds “Mirror-finish,” to which pitch and gum won't stick. 

, tt 


~~ 


{ . =~} “4 Yr r 
4 . § Wry ,< 
gst ’ ww Woy, | = 
ee =a i 


L+. SAWS «CUT-OFF SAWS) RIP SAWS FILES «HIGH-SPFFD MTVTS «PLANER KNIVES «VENEER KNIVES §CROSSCUT SAWS «NARROW BANDS 


BRANCH OFFICES: 1350 Columbia Rd., Boston 27, Mass.; 127 S. Green St., Chicago 7, Ill.; 416 W. Eighth Sc., Los Angeles 14, Cal.; 228 First St., San Fran 
cisco 5, Cal.; 311 S.W. First Ave., Portland 4, Ore.; 554 Beatty St., Vancouver, B.C. Canadian Factory: 595 St. Remi St., Montreal 30, Que. 
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DIS TRI B U TORS! 


full 


Cooperation 


Your interests are our interests. That has been 
the philosophy behind Card’s dealings with its 
Distributors for over 50 years. Because we have 
always been convinced that the Distributor plays a 
vital role in our American economy, we have aimed 
our selling and promotional effort toward helping 
you build volume sales. This desire on our part a 
cooperate with you is now clearly expressed in this 
straightforward policy that contains no aoe 
“ands” ... or “buts’’! 

We realize that our job is more than supplying 
cutting tools that you can sell with confidence. We 
must also help you to sell with greater ease. Our 
policy gives you that help. 

Based on the conviction that the best, most eco- 
nomical system of marketing Card products is 
through Industrial Distributors, our sales policy has 
been so formulated as to assist the Distributor to 
attain volume sales at satisfactory profit levels. 


S.W. CARD 


MANUFACTURING CO. 
Mansfield, Massochusetts 
DIVISION OF UNION TWIST ORILL COMPANY 








YS 
S. W. CARD MANUFACTURING COMPANY 
Sate 2 Policy 


[. We will refer all inquiries and orders re- 
ceived direct to our Stocking Distributors 
and to advise prospects and customers ac- 
cordingly. 

We will appoint no more Distributors in any 
one area than the market justifies — no 
more than can get adequate volume with 
profit. 

We will sell direct only where customers or 
National, State, or City governments insist. 
We will provide our Distributors with cata- 
logs, educational helps and sales material 
(with the Distributor’s name imprinted) to 
best assist them to service their trade and 
aggressively promote the sale of our line. 
We will advertise nationally to your custo- 
mers and prospects with an aggressive, con- 
sistent campaign built around the “Buy 
Through Your Distributor” theme. 

We will provide the services of factory- 
trained salesmen to assist our Distributors. 
We will carry a complete stock (for immedi- 
ate shipment) of the tools listed in our cata- 
log. 











G5 
the Certified . 
Calling Toots 


“by the Pittsburgh Testing Laboratory 


Aho mokersof DIES + SCREW PLATES 
OIE STOCKS + Tap WRENCHES 
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ARE YOUR GAUGES 
unfaithful? 


Standard in 
Testing Laboratories 


For all types 


of Hydraulic Presses 
| When you specify a gauge look for the same 


é .j Z basic honesty you expect of a fine watch 
Get a gauge that matches the performance 
of your equipment for accuracy and endurance, 
, a gauge that will not bring trouble to your 
customers, your sales department, or— 
finally—embarrassment to you 
Honesty of a gauge depends upon its ‘‘movement.” 
Movements of U. S. Gauges, like fine watch 
** movements, tell the truth for years 
This precision is no accident. All U. S. Gauge components 
are cast, formed, machined, plated, etched or printed 
within our plant. 55 tests and inspections protect you. These 


Refineries are 
are sound reasons why 6 out of 10 original 


big U.S.G. users 
’ equipment manufacturers use U. S. Gauges... 


a record no other gauge approaches. 
You may never know how much a quality gauge can mean to 
3 your product and your reputation until you've tried 
age?" e Ic int od States C » , r los 
ee pp U.S. Gauges. United States Gauge, Division of American 
Machine and Metals, Inc., Sellersville, Pa. 


BD Ay & an Pe — 
Lully Siig (i ZZ nyincid te C ulaviig ecuuaty 


PRODUCTS OF UNITED STATES GAUGE... . Absolute Pressure Gauges « Aircraft Instruments ¢ Air Volume Controls Altitude Gauges « Boiler 
Gouges * Chemical Gauges « Dial Thermometers ¢ Glass Tube Thermometers ¢ Flow Meters « Inspectors’ Test Gauges ¢ Laboratory Standard 
Test Gauges « Marine, Ship and Air-Brake Gauges * Recorders ¢ Controls and Alarm Gauges « Voltmeters « Ammeters « Welding Govges 
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FOR FAST, CLEAR 
LUBRICATION . . 


The Lyco/n 
CentrOiler® 


System Provides 
Centralized Lubrica- 
tion for All Bearing 
Points on Machinery 
Now Serviced with 
Oil Cans... 


laSUreS ‘ar every beuring roustrss a TGld — of lubricant 
ASSUTES positive pressure displacement to bearings — al 
Alfords visivie indication that each bearing is being lubricated 
Provides positive indication when lubrication cycle is complete 
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Industrial 
Distributors 


Ve 
CentrOiler 


.-.a@ Packaged 
Centralized Lubrication 





System 


Complete instructions for instal- 
lation are contained in lid of kit. 


The System is specifically designed and packaged for distribution 
through Industrial Distributors’ Organizations. No special engineer- 
ing knowledge or supervision required to install. No after-market 
servicing. 


Easy to inventory! Sufficient lubricant injectors, and all necessary 
accessories for five average CentrOiler System installations are neatly 
packed in one durable, attractive kit. Five CentrOiler Pumps, to 
complete the Systems, are individually boxed for ease in storing and 
handling. The Kit and the Five Pumps are covered by one model 
number. Easy to order! 


Applications for CentrOiler Systems are so wide in scope that the 
potential market, for practical purposes, is unlimited-—embraces all 
machinery in all major markets now serviced with oil cans. 


2 Lincoln’s Packaged CentrOiler Systems offer aggressive Industrial 
Distributors not only a tremendous product and merchandising 
BUILDS VOLUME AND PROFITS! advantage, but provide a made-to-order entre for the sale of Lincoln 
. Centro-Matic Mass Lubrication Systems. In addition, each sale of a 
; : : CentrOiler System increases the steady flow of repeat business on 
ate 3 injectors and accessory items 

WRITE FOR complete informa- *Tradename Registered 

tent Gxt bow ven. arene * © © PIONEER BUILDERS 

be a Lincoln Industrial Distributor. 


a NEVEN LUBRICATING EQUIPMENT © «+ 


LINCOLN ENGINEERING COMPANY - 5739 Natural Bridge Ave. + St. Louis 20, Mo. 
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F 


” with the Liberal 
Goodyear 
Franchise 


a 


ite eight-point program tells 


you why the Goodyear Industrial 

Rubber Products franchise has 

yNDUSTRIAL R consistently been one of the top 
a BLUEPRINT FOR three profit-makers among all 


iTS 
guiLDING _ 


Goody 
lines handled by supply jobbers. 


g "the Greatest _ Your present franchise may be 
sine e ° e ° ° 
6. Hord hitting: ener missing the aid of all eight points. 
ct mail €o ie ° 
sv hip in new gnc If it is, take a tip from success- 
7. leaders™ pioneer 


developmen™® Fe. ful Goodyear distributors. See 
Goodye" Respo ! 


Laboratory 


wt 
stantial profi 


if there’s a Goodyear distribu- 
margin on 
8. Sub 


every ** - 


torship open in your territory 
by writing Goodyear, Akron 16, 
Ohio. 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 


INDUSTRIAL DISTRIBUTION © APRIL, 1950 





Two new machines...one great sales advantage... 


Walker 
Turner 
designing 





You—and your prospects—are going to read a lot about 
design in Walker-Turner advertising from now on. 
Machines built with the customer's special needs in mind 
—that’s something for Walker-Turner dealers to keep in 
mind . . . to emphasize in selling. It gives you a sales 
advantage. 

Now, with Walker-Turrier’s new 12” Tilting Arbor Saw, 
and revolutionary 16” Band Saw to talk about—latest 
design achievements in a complete line of metal and wood- 
working machines . . . with sales-building advertising in 
some 22 national magazines to back your sales effort—the 
Walker-Turner franchise is more valuable than ever! 

Play up Walker-Turner designing in your sales calls. It 
will pay you—in extra sales, bigger profits, and repeat 
business. Write today for complete information. 


fe Uilltt! 


/ 


/ 


S 
= 
—— 
= 
S 


j 


New 16” BAND SAW 


For the first time in a band saw, all the basic parts of the 
machine are functional. Single speed models for wood and 
plastic cutting. 8 blade speeds—with standard motor 
193-5692 feet per minute; with slow speed motor 126-3700 
feet per minute. Table size 18” x 17”. 


New 12” TILTING ARBOR SAW 

Capacity 412”. Table 48” wide x 3834” deep. 5 h.p. 3 phase 
motor or 3 h.p. single phase. Dado capacity 1/2” wide. 
Saw speed 3600 r.p.m. New rip fence locks front and rear, 
micrometer adjustment “T” slots for miter gauge. New 
improved safety guard and splitter. Exclusive “Synchro 
Belt Drive”. 





KFARNEY STRECKFP)) 


MILWAUKEE SOLD ONLY THROUGH AUTHORIZED DEALERS 
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Change once-a-shift oiling 
to once-d-year greasing 
with a twist of the wrist— 


One week-end’s work, replacing your old, oil-dripping plain“téarings 
with Fafnir Ball Bearing Power Transmission Units, ends excessive 
maintenance charges, danger of scored shafts, hot boxes and costly 
downtime. Easiest of all ball bearings to install and remove. Long time 
record of economy in all types of operation. Call your Fafnir distributor 
today . . . for recommendations, for complete service, for fas: 

The Fafnir Bearing Company, New Britain, Conn. 


Fafnir LAO Type (heavy duty) 8 
Blocks . . . One-piece housing, reinf 
permits mounting in any position. M 

bearing independently of housing. S 

tions. Heavy series Wide Inner Ring 

locking Collar 





Fafnir LCJ Vype (ligt duty) Ball Bearing Flange 
Cartridge . . . Easiest possible way to get a ball bearing 


The famous Fafnir Wide Inner Ring 
Ball Bearing with Self-Locking Col- 
lar, incorporated in all Fafnir Ball 
Bearing pillow blocks, cartridges and 
other ball bearing power transmis- 
sion units. A twist of the collar locks 
this bearing to the shaft . . . without 
locknuts or adapters, shouldering or 
threading. 


series) Ball Bearing Pillow 
mpact, one-piece housing which 
e circumference so that block may 
on. Self-aligning in all directions. 
echani-Seals align with bearing. 





assembly. Just 4 bolt holes. Dirt excluding, grease retaining | Fafnir LCJO Type (heavy duty) Ball Bearing Flange 
Mechani-Seals which permit full self-alignment. Extensively Cartridge . . . Same advantages as LCJ but heavier hous- 


used on conveyor systems and other light machinery. ing and heavy series Wi 


de Inner Ring Ball Bearing with Self- 


Locking Collar. Non-wearing, integral Mechani-Seals for 


lubricant retention and 


contaminant exclusion. 


FAFNIR 


BALL BEARINGS 


FAFNIR LAK Units on conveyor line ., . used 
right side up and upside down. Continuously 
operated during wor and 80 hours a week MOST COMPLETE 


since, with minimum attention. 
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v ~» 
| 
| 


and | ()WER your costs 


Quick stops and 
storts, less wear 
on clutches 


brakes 


Precision - ground 
harde 
jaw 1 
and face? 


« 
steel bearing sur 


faces 


Faces aligned for 
precision attach- 
ment of fixtures 
etc 


Wedge action 
jaw movement 
counteracts centr 
fugal effect 


Statically bal 
anced to eliminate 
vibration 





MATCHED TO PERFORM CONSISTENTLY 
AT SPINDLE SPEEDS UP TO 6000 r. p. m. 


This, we believe, is the first time that a matched, balanced and standardized 
combination of aluminum body rotating air cylinders and air chucks has been made 
available for safe day-in, day-out operation at such speeds. 


Engineers will at once recognize the problems that had to be solved . . . the 
tremendously increased influence of centrifugal forces and the necessity for reducing 
weight and flywheel effect while at the same time maintaining rigidity, jaw grip, and 
accuracy of centering. Cushman has solved these problems and the Chucks and air 
cylinders are now available to meet a wide range of tooling applications. Possible cost 
savings with this type of equipment on new high speed machine tools are substantial 
enough to warrant your immediate investigation. Write us outlining your operation, 


Visit Cushman Booth +866 


ASTE Industrial Exposition T H E Cc U S H M A N Cc H U Cc K Cc 0 . 
Philadelphia, April 10-14, 1950 HARTFORD 2, CONN. 
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3 ways General Electric 
infrared lamps reduce costs 








QUICKER BAKING. The Phil R. Hinkley Company of 

Cleveland reduced baking time 87 per cent by using 
General Electric infrared lamps in the two ovens shown 
here. G-E infrared gives your customers quick heat at low 
eDst—can save time and money in a wide range of finish- 
img, dehydrating, and drying applications. 





INFRARED 
LAMPS 


. 











LESS SPACE. Infrared ovens are compact, require less 

floor space and are easy to install overhead and out of 
the way. Many manufacturers report savings in space up 
to 75%. If one of your customers needs room to expand, 
or has crowded finishing areas, General Electric infrared 
lamps can save him space .. . and money. 


CLOSE CONTROL. For the plant with a tricky process 

that demands just the right amount of heat, General 
Electric infrared lamps are the answer. They give clean 
heat that can be automatically controlled within narrow 
limits. G-E infrared assures the dependable heating neces- 
sary to maintain product uniformity ... hold rejects—and 
costs—to a minimum. 

General Electric makes a complete line of infrared 
lamps—125 to 1000 watts, both clear and reflector types. 
For more information, write General Electric, Div. 166- 
ID-4, Nela Park, Cleveland 12, Ohio. 


BOOKLETS THAT MAKE THE SALE EASIER 


“ Bake-Dry-Heat with G-E In- 
frared Lamps.” Gives advan- 
tages of infrared heating, 6 pp. 
“Industrial Infrared Lamps’. 
Where and how to use them, 
6 pp. 

For your free copies, write 
General Electric, Div. 166- 
1D-4, Nela Park, Cleveland 
12, Ohio. 


GENERAL @® ELECTRIC 


INDUSTRIAL DISTRIBUTION © APRIL, 1950 

















Sales grow continually with the help of the estab- 
lished Disston Industrial Distribution Policy that 
assures you of all this Disston sales co-operation: 


Disston Factory Sales Representation means 
prompt, thorough, expert service to you 
and your customers. 


Disston Market Analysis of your territory’s 
current tool demands and sales potential 
helps you direct your sales effort where it 


will do the most good. 
© 


Disstoneers are available to help your cus- 

* tomers improve their tool applications 
and productivity. Result: added good will 
and sales for you. 


Disston National and Trade Advertising 
plus Planned Promotion—plus a variety 
of Effective Sales Tools...speed up selling, 
build repeat business and steadier volume, 
put you in line for bigger income. 


The complete Disston line means the right cutting 
tools and the right sales tools to help you sell every 
tool user in your territory. 


In addition, you are backed up by Disston’s reputa- 


tion for quality wherever you go. You’re assured a 
better reception . . . better sales opportunities. 


Your customers and prospects recognize that Disston 
Steel, made with Disston Skill, means uniform hard- 
ness and temper... more production . . . less down- 
time ... lower costs. Whatever the metal-cutting 
requirement, the complete Disston line gives you 
the right tools to sell. 


HENRY DISSTON & SONS, INC. 
423 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Chicago, Seattle, Portland, Ore., Vancouver, B.C 


S. PAT.OFF. 


Canadian Factory: Toronto 3, Ont. Australian Factory: Sydney, N.S.W. 








Mr. Walter T. Markowski (left), Buyer of the RCA-Victor . outstanding features of Disston Metal Cutting Band Saws, 
Division of Radio Corporation of America, Camden, N. J., Safety Reelsand Packaged Joined Bands Mr. Antrim makesful 
and Mr. J. E. Antrim, Sales Representative for Antrim Hard- _use of the Disston Industrial Catalog, Cost Cutting Cards and 
ware Co., Disston Distributors, Camden, N.J., discussing the Product Literature—effective Disston Selling Tools for you. 
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..+ ANOTHER REASON FOR THE 


an impottant part—thé bushing, the pin, the 
link and inside plate, the roller. Each must pull 
its share of the load—each must be heat- 
treated so that it takes more than its share of 
the punishment. Otherwise, premature chain 
maintenance and replacement. 

The Atlas Nicarb Process used for case 
hardening bushings and pins is one big 
reason for the stamina of Atlas ''Super-Life”’ 
Chain. Nicarbing provides an outer surface 
strongly bound to the core of the steel which 
provides greater strength and wear resistance. 


Every comppnent in a link of roller Hen plays 





“SUPER-LIFE” OF ATLAS CHAIN 


The link plates and rollers are also made of 
tough, heat-treated alloy steel; their uniform- 
ity achieved with automatic electronic instru- 
ments which control the furnaces. 

Yes, every component part of Atlas ''Super- 
Life’’ Chain is made to have the maximum of 
inherent strength. This means greater effi- 
ciency—greater economy—on every drive! 

Investigate today the chain that keeps on 
running after ordinary chain is out of service. 
Write: ATLAS CHAIN and MANUFACTURING 
COMPANY, Kensington & Castor Avenues, 
Philadelphia 24, Penna. 


““SUPER-LIFE’’ 


ATLAS<CHAIN 
id 








See Us At Booth 911; Mill Supply Convention, Atlantic City 








IN ALL THE WORLD --NO WRENCH LIKE 


°o 


HEAVY DUTY 
PIPE WRENCH 


POWERFUL 
SELLING 


HELP... 


This widely 
advertised 7 THROUGH STRESS ANALYSIS during design, use- 
money-back offer! ; less metal that means tiring weight was engineered 
out of the new ROXCO. Extra metal, exactly where 
needed for extra strength, was engineered in! 
The lighter, handier, faster-working ROXCO actually exceeds by a good margin the strength 
requirements of Federal Specifications for Heavy Duty Pipe Wrenches, Type Il, GGG-W-651a. 


EVERY ROXCO REGISTERED... COMPLETELY GUARANTEED. Scientific design, spe- 
cial alloy meta! and careful quality control enable us to back the ROXCO completely. 
Every wrench is tagged with its own serial number and fully guaranteed . . . every part of it 
.-. against breakage in any normal heavy duty use. 

CHECK THESE ENGINEERED FEATURES 

1—Extra metal put at critical points for extra strength. 2—-Useless metal eliminated. 3 
Drop forged alloy steel jaws with teeth induction hardened at wear points. 4—Reinforcing 
shoulder behind insert jaw. 5—New cushion action combined with Roxco tooth design means 
faster ratcheting action. 6—New, wider, comfort-shaped handle. 7—Reinforced housing 
with hammer face. 8—Handy pipe scale. 9—Special Roxco metal formula and scientific 
heat treating multiplies strength. 

TRIMONT MFG. CO., Div. of Aetna Industrial Corp., ROXBURY, MASS. 


BACKED BY BIGGEST PIPE WRENCH AD CAMPAIGN EVER KNOWN! 
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THE BIG LINE WITH THE WIDE MARGIN 


Get your FREE copy of this new 
Gilmer V-Belt Guide. Use the 


coupon, or write on your letterhead. 


CLIP AND MAIL TODAY 


L. H. GILMER COMPANY 
404 Tacony, Philadelphia 35, Pa. 


Please send me a FREE copy of the new Gilmer V-Belt Guide. 


Check here if you wish Gilmer's Flat Belt Guide also. 


NAME 
ADDRESS 
CITY ZONE STATE 


COMPANY POSITION 


—shows you how 


to choose the right 
drive for every use 


It’s the book with the answers you need— 
one you'll refer to time after time! It gives 
you in easy-to-use tables all you need to 
know for ordering from a large selection of 
standard drives. Also contains tables of 
standard V-to-Flat drives, and a section on 
laying out quarter-turn drives. Describes 
constructions such as double-V-Belts for 
special installations. The new Industry Light 
Duty V-Belt numbers are listed under the 


new system for convenience in ordering. 


Let the stock V-Belt drive tables help you 
get properly engineered drives that are 
efficient to operate, economical to buy 
and maintain. Also you can order the Sheaves 
and Belts for quick delivery from your 


Gilmer Distributor—service is simplified! 


L. H. GILMER COMPANY 


404 Tacony, Philadelphia 35, Pa. 


Division”of United States Rubber Company 


+. and complete 
your Belt Library with the 
Gilmer Flat Belt Guide, 


Contains descriptions with 
illustrations on all Gilmer 
Flat Belts, including Special 
Purpose Belts, with sections 
of helpful application data. 
It’s free—simply check the 
coupon! 





——EE 


KABLE KORD® CONNECTOR-TYPE 
FLAT BELTING offers the 
same general construction 
features as Kable Kord 
Endless Belts. Supplied 

in rolls, 


TEXTILE INDUSTRY BELTS 

such as Spinner, Cone, Lickerin, 
Winder, and Gainer belts for textile 
plant drives; also other prod- 

ucts for textile appli- 

cations, such as loom 
strapping, check straps, 

roll covering. 


V-BELTS—LIGHT DUTY and MULTIPLE 
Made with durable rayon pulling 
cords; Gilmer quality. Gilmer’s huge 


assortment of V-molds 
assures a complete lineof 
precision - built V-Belts. 


HIGH SPEED BELTS 
Flat, endless belts, noted for tough- 
ness and flexibility. All-fabric, rubber- 
fabric, or special cord structure, 
Speeds to 10,000 f.p.m. and over; 
Speedage Kord, for example, 
operates at speeds up to 
> 50,000 r.p.m. on 
ba) as pulleys as small as 4” 

in diameter. 


SPECIAL INDUSTRY BELTS 

Saw Mill Belts, Tube Winders, Sand 

Slingers, Band Saw Bands, Light 
Conveyor Belts; Planer 
Belts for the lumbering 
industry; Tobacco Stem- 
ming Belts 


THIS NEW GILMER V-BELT GUIDE 
is being advertised to your customers in 
CURRENT INDUSTRIAL PUBLICATIONS. 
—And Gilmer tells customers to 


“Buy through your Gilmer Distributor” 


SHEAVES 


STANDARD CUT-EDGE FLAT BELTING 


Acompetitively priced, rubber-fabric 


belting of first quality. 
Tough structure provides 
a firm foundation for 
connectors, 


ROUND BELTS AND BELTING 


For dri on small high-speed drills, 
hammers, tappers, saws, light wood- 


working r hinery, valve re- 
facers, etc. Also Half-Round 
Belts for special ap- 
plications, 

| 


oe 


KABLE KORD® FLAT ENDLESS BELTS 
The Gilmer first line flat belt. Com- 
bines “‘two belts in one” (contactor 
and power). This unique 
structure, plus the endless 
cord feature, sells Kable 

Kord, 


LIGHT DUTY POWER TRANSMISSION 
BELTS—A broad line, including 
Gilmer CD, a cut-edge endless 
belt with pulling elemen§ of 

strong belting duck; Gil 
CC, a cut-edge endless Belt 
with pulling element? of 

continuous cords, 


Besides V-Belts and Flat Belting, Gilmer Special Purpose Belts are ig 
constant demand by plant engineers; need not be carried in stock; ar@ 
not subject to general competition. Also in the Gilmer line are Hose and 
Packing for Industrial Use, Friction and Rubber Tape, Mats and Mat- 
ting, and General Mechanical Rubber Products—all backed up by... 


THE GILMER SALES POLICY 


1. A“buy-through-Distributor” policy; no factory sales in competition. 


. A widely-experienced District Manager gives frequent direct 


sales help. 


Engineering assistance when needed from factory power trans- 


mission specialists. 


Distributor protection. 


Uniform discount schedules. 


A profit on every sale. 


Full jobber profit on non-stocking Special Purpose Belts, 


Catalogs and national advertising in a balanced program, 


Monthly bulletins from the factory. 


Stockroom and merchandising aids. 


This Gilmer Sales Policy makes all Gilmer 
Products attractive to handle and easy to sell! 





ft 


PACKING 


pliner 
HOSE 








Whats new in Socket Screws? 
Ask PK* Distributors— 


They had the first Ground Thread Socket Set Screws 
me ts, 


They had the first (and still the only) 


Size-Marked Socket Head Cap Screws 


a 


Now they have 


Another Sales Producer— 


The New Size-Marked 
Engineered Hex Keys 





“PY 


It’s a new time-saver for their customers . . . a new business 
builder for them. No wonder Parker-Kalon Distributors will tell 
you, “If it’s P-K ... it’s O.K."—for sales-producing features, for 
smart merchandising, for steady profits. 

Certain territories are open for appointment of new distributors 
of P-K Socket Screws only. Parker-Kalon Corporation, 200 
Varick Street, New York 14, N. Y. 


AN 


P-K PARKER-KALON' (0/7 SOCKET SCREWS 


SIZE-MARKED SOCKET HEAD CAP SCREWS * GROUND THREAD SOCKET SET SCREWS 
*Trade Marks Reg. U.S. Pat. Off. * FLAT HEAD SOCKET CAP SCREWS «+ STRIPPER BOLTS + PIPE PLUGS « HEX KEYS 


MANUFACTURERS OF SELF-TAPPING SCREWS, WING NUTS, THUMB SCREWS + HARDENED SCREWNAILS AND MASONRY 
| NAILS + SHUR-GRIP FILE AND SOLDER IRON HANDLES + METAL PUNCHES + DAMPER REGULATORS AND ACCESSORIES 
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No. 14—W ood Boring Drill Set— 
packaged in protective wood tray 


Especially Designed for Rugged 


Sturdy Drill Sets—of High Speed Steel—especially built 
to withstand the shock and strain of Electric Hand Drill 
use. Adequate length for normal portable tool use—attrac- 
tively priced. Utility packaged in protective heavy canvas 
case that may be rolled or folded and carried in the pocket. 
Set #S-13—13 High Speed Drills, 4," to %”" by 64ths; Set 
#S-11—11 High Speed Drills, 4%" to %” by 32nds; Set 
#S-8—8 High Speed Drills, 1%" to 4%” by 16ths. 

Wood Boring Drill Set, No. 14— Built to deliver maxi- 


Service in Electric Hand Drills 


mum efficiency in %-inch Electric Hand Drills. New, im- 
proved design—these drills produce unusually smooth 
holes—cooler running—faster chip disposal—diminish 
stalling on “break thru’, tempered to prevent damage on 
contact with metal. Attractively priced. Set consists of 5 
drills—%" to 4%" by 16ths—all with %4-inch round shanks. 
These sets of Shield Brand Tools are first quality, 100% 
inspected. They provide new convenience and new value 
for drill users. 


STANDARD [001 (50. 


oj AAA AW-VID Ee re) 21 (0) 
New York «+ Detroit - Chicago 
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By rue nature of their use, abrading tools are wear-away tools. 
Frequent replacement is inevitable. Files are no exception and 
the need for new files goes on endlessly in every file-using industry. 
Ofttimes files are kept on the workbenches long after they ought 
to have been scrapped. It is not always realized that fresh, fast- 
cutting files save workmen’s time and produce better results. 


It is the industrial salesman’s job to keep tabs on such things 
—as a matter of service to his customers, and especially as an oppor- 
tunity to SELL FILES. He should never forget that there’s always 
a need for files. He’s missing a bet if he ever makes a call without 
asking, “How about files? Your supply must be getting low.” 


Not only that; he’ll be more likely to come away with an 
order when the customer learns he’s representing the most famous, 
most dependable line in the world— NICHOLSON (or its twin, 
Black Diamond). 

FREE BOOK, “FILE FILOSOPHY," to sharpen up on the 


manutacture, kinds, use and care of files. Write for it. Or sug- 


gest to the “Boss’’ that he send for a supply for all his salesmen 


soe, NICHOLSON FILE CO., 42 ACORN ST., PROVIDENCE 1, R. 1. <a 
U.S.A. 


In Canada, Port Hope, Ont.) a 


NICHOLSON FILES 


for every purpose 
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SIOUX Polishing Pad 
No. 1211 
Deep, thick, tough, long lasting 
wool nap. Strong canvas back. 
Hole in center for centering 
and clamping on holder—elim- 
inates unbalanced operation 
and swirls—special feature. A 
wonder on patch work, blends 
new with old, completely hid- 
ing patch. Produces a superior 
finish on all polishing, rubbing 
or waxing. 

No.843 Wool Bonnet same as 
No. 1211 except bonnet type. 


operation—no swirls — 
just EXCEPTIONAL 


POLISHING 


Speed + ese + « 
reduced costs - - 
greater profits in polishing, rubbing and waxing 


SIOUX Electric Polisher 


No. 1200 gives correct speed— 
long life—dependable service. 
For easy and quick results get 
SIOUX. 

Permanently lubricated — 
115 Volt A.C., D.C. Motor. 
Comes complete and ready to 
go to work. 


Sold Only Through 


POLISHING 


SIOUX Auto Polish 


For machine or hand polishing. 
Quickly cleans all surfaces and 
polishes in one operation. Re- 
stores original finish without 
injury to it or fine striping. Con- 
tains no injurious ingredients. 
Our own scientific formula— 
based on years of research. 


Authorized SIOUX Distributors 


STANDARD THE WORLD OVER 


Gib, 
— 
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Talk of the Trade 


AT’ LONG LAST: For those of us who do not live in 
the sunny climes, this is the time of year when we get 
at cleaning those golf sticks we were going to shine up 
during the long winter evenings . . . A Detroit pape 
tells us though that even some Northerners are good 
winter golfers Ken Beardslee (Carboloy) and 
Jerry Tone (Carborundum) teamed up at the Broadmoor 
Golf Club, Colorado Springs, and Ken got a hole-in 
one... It was a 135 yard hole and, just for the record, 
Ken used a No. 7 iron We've always said “golf 
is strictly a game of skill”. 


CONGRATULATIONS: Miss Daisy Knox and L, Wirt 
Boone, assistant director of purchases, Peden Iron & 
Steel, Houston, were married recently They honey 
mooned in New Orleans ; : 


LOCKER ROOM CHATTER: The Winter didn’t 
keep Bob Dills (Dills Supply, Dayton) from playing 
golf and, in addition, he took his initial airplane mdc 
. Bob and a friend who is an expert pilot and has 
his own plane went on a tour of southern golf courses 
\t Pinehurst Bob and his friend telephoned some 
former Daytonites only to learn that they were winter 
ing in Florida (he man who answered the phone 
had taken the house for the winter Bob and his 
friend, therefore, decided to play a twosome . . . But 
when they reached the first tee they found themselves 
teamed up with a pair, one of whom was the Earl of 
ind the same man who had answered the phon 
We'll take truth over fiction any time . . . Down 
ilong the Gulf Coast, Bob and his friend spotted a 
course that looked good . Bob’s friend telephoned 
radio) a nearby airport and asked if it was in good 


condition . 
down” . 
and whisked them off to the hotel course 
what I call deluxe golfing 


.. “It sure is,” was the reply, “Come on 
Ihey landed, a station wagon met them 
That's 


NEW FIRM: Earle P. Barron is president and sales 
manager of the newly established Dixie Hardware and 
Mill Supply Co., in Greenwood, S. C. . John Abney 
is vice-president. 


> = , 
, Be ie 


fT ALWAYS HAPPENS: Last month our cover showed 
placards swinging in a gentle breeze and in our cover 
box we pointed out that it had been a mild winter .. . 
I'he day after we went to press, we had snow, sleet and 
near zero temperatures Mother Nature sure can 
be ornery when she wants to 


CONVENTION NOTES: ‘There’s a committee work 
ing on convention sites, we understand We all 
know, of course, that this year the Triple Industrial 
Supply Convention will be held in Atlantic City and 
San Francisco is slated to be host city in ’51 .. . The 
reports we get are to the effect that 1952 will bring a 
return visit to Atlantic City, and in 53 we'll be going 
to Cincinnati or Chicago Meanwhile, of course, 
the important thing is the 1950 session 








DEFINITION: Our layout editor, Leugel Foss, offers 
this definition of a bar: It’s a place you go into optimis 
tically and come out of misti-optically. 


R.W.B. 
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FIG. 976-A 
Plug Type 
Armor Seat 

Bronze Globe Valve 


500 BRINELL ARMOR SEAT Plug 
and Seat Ring of Jenkins JX500 spe- 


Hey treated to 500 Brinell hardness and [im 


extraordinary ductility—lapped to- 
gether to a mirror finish. Unaffected 
by throttled steam, resists galling, 
erosion, corrosion. 








” JENKINS 


DISTRIBUTORS 


Wherever piping systems include valve-killing services (which build 
up excessive maintenance and replacement costs), Jenkins’ super-tough 
Fig. 976-A Valve safeguards production against shutdowns due to valve 
failure . .. means more valve sales for Jenkins Distributors. 

Stout “heart” of the Fig. 976-A is its stainless steel plug and seat 
ring, hard enough (500 Brinell) to smash steel chips without scoring, 
yet tough enough to take a 9-ton load and not crack. It will protect 


maintenance budgets against the most troublesome valve destroyers: 





grit, throttled steam, rust tubercles, entrapped pipe chips, welding 
beads and boiler scale. 

Consider the market for the Fig. 976-A—any industry in which valve- 
killing services are a problem! Built to Jenkins quality (which means 


the longest-lasting, lowest upkeep valve money can buy), and backed 


by a complete merchandising “package”, this valve that’s “a dozen ways 


better” is another sales leader for Jenkins Distributors . . . another 
reason why Jenkins continues to be the preferred valve franchise. 
Jenkins Bros., 80 White St., New York 13; 


Bridgeport, Conn.; Atlanta; Boston; Philadelphia; Chicago; 
San Francisco. Jenkins Bros., Limited, Montreal. 


NKINS 


LOOK FOR THE DIAMOND MARK 











« 


pile up 


BIGGER 
PROFITS 


@ Republic’s Record Maker Conveyor Belt is 
custom-built for volume sales, and designed for heavy 
service under severe operating conditions. 

Take the 24-inch Record Maker installation pictured 
above for example. For nearly three years, this belt has 
been in constant use at the Coon Valley Sand & Gravel 
Company in Des Moines, lowa Exposed to extreme and 
varying weather conditions, it has handled hundreds of 
tons of abrasive aggregates and it's still hard at work 

still going strong 

Republic’s Distributor in Des Moines, the Globe Ma 

REPUBLIC’S 5-POINT POLICY 


A LINE of rubber items sufficiently complete to permit effectively 
supplying the requirements of the trade solicited. 

A QUALITY of product uniformly good and capable of delivering 
service results that should reasonably be expected. 

A PRICE basis inducing and making possible aggressive compe- 
tition with reasonable profit return 

FREEDOM from competition from his source of supply, either 
direct or indirect, among the trade covered by his day to day 
solicitations. 

SELLING helps of reasonable amounts so that his sales force 


may be given the advantage of specialized training and a 
knowledge of the product sold 


Pioneers in the use of COLD RUBBER 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN, OHIO 


Lee Deluxe Tires & Tubes - - - 


* REPUBLIC 


Conveyor Belting 


ad 


€ 


chinery & Supply Company, furnished Record Maker Belt 
with full confidence that it would give top performance 
here. The 6-ply carcass of soft woven duck gives the belt 
plenty of strength, while the 1/8-inch top cover blunts 
the knife-like jabs of abrasive aggregates. 

Republic makes Record Maker available in both 
straight or step-ply construction with internal construc- 
tion and cover thicknesses to suit your specific needs. 
Be sure you have an ample supply on hand at all times. 

Remember, Republic has been the specialist in the 


industrial rubber goods field for more than 48 years. 


Mr. C. W. Helstrom, Vice-President, Manager 
Globe Machinery & Supply Company 


Des Moines, lowa 


MECHANICAL RUBBER GOODS BY 


REPUBLIC RUBBER 
DIVISION 


Censhohocken, Pa. 
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industrial Distribution 








Let’s Ring the Bell 


oe 1ICH twin has the Toni?” 

Within the short space of 3 or 4 years that 
advertising slogan and the product it is selling have 
become thoroughly familiar to everyone. But it didn’t 
just happen. It took a lot of promotion—good sales 
promotion, in all its forms—to put it over. Let’s look 
at the facts. 

During the three most recent years for which 
Printer’s Ink has compiled figures, we get this story on 
Toni advertising expenditures, year by year: 

$97,000 
$2,642,000 
$6,712,000 


That is a lot of money, but it takes a lot of doing 
to put over something new. I cite these figures just as 
an example to show what can be done. ‘To be sure, 
industrial distributors can’t operate on this basis. 
They don’t need to. They are not selling the national 
market. But they can do a lot more in the way of 
sales promotion. They have products and services 
to. sell. A look at the sales figures (p. 90) would 
indicate that something promotionwise remains to be 
done. Certainly, there is an urgent need—now. This 
is no time to cut promotion expenses that build sales 


A. B.C. 


But some distributors will say, “We've been in 
business for years. We are not new. All our cus 
tomers know us and know what we have to sell.” 
Again let’s look at the advertising expenditure figures. 

I think we are all aware of Chesterfield cigarettes 
That is not a new product. It’s one that everyone 
knows. One might ask, why promote Chesterfields? 
Smokers as well as non-smokers of Chesterfields know 
them. But that is not the way Liggett and Myers 
feel about their product. In fact, in the two most 
recent years for which compiled figures are available, 
idvertising expenditures were stepped up from $7, 
793,000 to $9,243,000. That is certainly not hiding 
the light of their valued product under a bushel 

Let’s look now at industrial distributors. They 
too, have a service to sell. Thev need to tell their 
customers again and again how thev can be of service 


Just why can the customer gain by channeling his 
purchases through you—a distributor in the area? In 
other words there is a product job (especially the job 
of selling the wide range of products) as well as an 
institutional promotion job that needs to be done. 

Again, let me cite some figures. On the average, 
industrial distributors spend between .5 and .6 of one 
percent of sales on advertising, catalogs and all forms 
of promotion. If we assume the average distributor 
has sales of $1,500,000 per year, that makes an adver 
tising and promotion budget of $7,500 annually. One 
could hardly call this exorbitant. 

The range, however, goes from 2.5 to 3.0 percent 
of sales down to .01 or .02 percent of sales. At the 
lower end of this range, the industrial buyer is ap- 
parently being challenged to discover even the exist- 
ence of the firm and the products handled. Under 
present day conditions, it is extremely doubtful that 
many buyers will have either the perseverance or 
willingness to seek out the services or products of any 
distributor. You have to blow your own horn to be 
known. ; 


Again and Again and Again 


There is the story of the advertising manager who 
was justifying the company’s advertising budget be- 
fore his top brass. The boss was being a little diffi 
cult. He couldn’t sce why, if advertising was good, it 
was necessary to repcat the message month after 
month, year after year. The ad manager had carried 
the argument about as far as he dared go. In despera 
tion he called the attention of his boss to the spire 
of a church on the village green which was visible 
through the window 

“See that church,” he said. “There’s an institution 
that has been in business for 2,000 vears. Yet every 
Sunday morning they still ring the bell.” 

That ends the story but not the moral 
ndustrv needs is more bell ringers 


nS a 


What this 








—— 
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[HE PROBLEM of “returned orders” is a major one for from stock that could be supplied regularly; perhaps a 
tributors, one that makes it expensive to do business h/s steel cutter would do the job as well, and save the 


d 
Bi 


f 


thr 
th 


eceived 


inl 


Providence, a nationally-known 


nm 


' ee 
etet tari! 


CONSCIENTIOUS SALESMAN Charles Patenaude, of foreman, to show him where the part he will help to ma 
Wim. J. Burns Co., Providen isks Jack Egan, tool crib hine fits on the spindle at Universal Winding Co 


A Little Care Will Cut “Kickbacks”’ 


Salesman Charles Patenaude has a simple remedy for returned orders, one 


that catches “kickbacks” where they begin— in the original order writeup 


t Charles Patenaude, salesman for Wm. J. Burns Inc., firm money. 
Providence, R. 1., thinks the solution to “kickbacks” He planned to travel that territory that morning, 


+ 


simple “It’s just a que 


vugh.” foreman’s desk and verify their tool specifications on the 


When Mr. Patenaude gets an order, by phone, by mail, job. What transpired that morning is here recorded 
| 


1 person, he takes nothing for granted. Recently, he Mr. Patenaude’s only thought when he went through 
s 5 
1 a lett n the mai omplete with a blueprint, the firm’s machining processes with the tool crib man 
t I 


which a good customer, The Universal Winding Co., was to learn about the cutter, the part, the machine and 
1 } , } f } 


use in the textile industry, req i1ested he send out to their spindle holder bearing. But incidentally, of course. h 
} + } 


D 


lant a special carbide 


} 


Mr. Patenaude wondered why th« itt hould be supplies and industrial equipment—and make a mental 
. ; + 


i special and why a carbide cutt« Why not something notre to discuss them on tuture visits 
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ion of effective follow he decided to stop in and step upstairs to the tool crib 


machinery for jig setup, and about the machine that would carry the 


milling cutter ulda’t hely but notice other opportunities for sales of 





NO gla 
6 





BLUE PRINT IN THE MAIL from a textile machinery A TIE-IN SALE may be available in grinding wheels, what- 
builder for a carbide cutter troubles Charles Patenaude ever cutter t.pe they decide on Mr. Patenaude checks 
He decides to call on the plant, check their specifications stock, on the way out, to avoid misquoting delivery. 


OUT AT THE PLANT Jack Fgan, crib foreman, shows 4 LOOK AT THE PART ITSELF, shows Salesman 


him a cutter of the type used on the milling machine. To Patenaude why finish is important t's hard steel; the lug 
gether they review dimensions on relief, clearance and rake must be faced at high speed and on a single pass 





4 LOOK AT THE MACHINE where the part will IT ALL ADDS UP TO 


helps him check clearance on the bearing. The { aids -atenaude agrees a 


A CARBIDE CUTTER Salesman 
I 1 ome again, he wraps the cutter 
thread winding; a rough bump and the thre id will sna delivery, satished there will be no kickback 
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IT’S A HIT and his batting average will go up but the important thing is. . . 


Ewing Galloway Photo 


“What's Your Batting Average in Selling?” 


Sales manager asks salesmen that question and finds the key to creating interest 


in sales statistics and to increasing the sale of general lines by specialists 


By I. M. ALERT 


Sales Manager* 


Do your SALESMEN look upon sales 
analysis figures as dry, uninteresting 
statistics? 

Are your specialty salesmen falling 
down on selling general lines? 

When I asked myself those ques- 
tions a few months ago, the answer 
was “yes” in both cases. But the pic- 
ture is different now; instead of giving 
salesmen figures on how many of their 
total accounts they are selling and on 
how much of the total potential busi- 
ness they are getting, I now translate 
these figures into the jargon of our 
national pastime—baseball. Yes, our 
salesmen now get monthly reports on 
their batting and slugging averages 

And the system of making sales an- 


°—_While 
name, the 
honest-to-qoodness sales ma 
tunatel the 
shy 


this, obviously, is a 
story actually is te ld b 


ictitious 
+ real 

raqger Unfor 

sales manager is pub 
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alysis a game has worked; our salesmen 
show an interest in the figures and our 
specialty men are selling more and 
more of the general lines. 

In our firm we have four groups of 
lines on which we specialize. For each 
group we have a specialist, a man who 
is an expert on those lines. While all 
of the experts were doing a commend- 
able job in selling their pet lines, we 
felt we could lower our selling costs if 
the specialists would also sell some of 
the general lines. 

The salesmen had a flock of excuses 
as to why they should not sell, or be 
expected to sell, general lines but none 
could escape the bald fact that our 
selling costs were high and had to be 
reduced 

Our five classifications are for: 

1. Cutting tools 

2. Pipe, valves and fittings 

3. Materials handling 

+. Power transmission 

5. General lines 
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The complete story of how the sys- 
tem works with us is told in the chart 
on the opposite page. 

In the first column are the sales- 
men’s names; for the purposes of this 
article, the names are fictitious. 

In column two are the number of 
accounts assigned to each salesman. By 
taking the number of accounts and 
multiplying it by five you get the num 
ber of classifications each salesman can 
sell. We feel that a salesman is not 
doing a thorough job merely because 
he is selling one classification to an 
acount; every time a salesman calls on 
a customer he has five classifications he 
can sell and, therefore, the number of 
classifications is the really important 
thing (column 3). 


Our setup provides that specialty 
salesmen have exclusive rights to sell 
their specialty to certain accounts. 
This naturally precludes any other 
salesmen calling on that same account 
from selling a specialty salesman’s line. 








P wer. 
Pipe, Mat. Trans. Gen. 
etc. Hand. Class Lines 


Minus 
Exclu- 
sives 


Class. Cut 
Sold Toadls 


Times Ac'ts 


SALESMEN Acts Class. At Bat Sold 


John 120 
Harry 

Dick 

Bill 

Bob 


Jin 


Gen. Totals 687 
Spec. btals 476 
Comb. Totals 1163 





82 
42 
27 
56 
ll 
ll 
65 
12 


23 


55 20 
96 49 
74 24 
145 48 
101 

8 


78 


168 


21 52 
48 
20 
45 


93 


18 
10 
an 
78 
13 


152 








THE COMPLETE PICTURE of salesman’s activities is shown in this chart. Both sales maneger and salesmen can pick out their 
weaknesses in sales. The three totals are of general line salesmen, specialty men and both groups together. 


It works this way: John Able is a gen- 


eral line salesman but in calling on 
seven of his accounts, he is not ex- 
pected to sell our specialty lines; each 
of the seven accounts is also called on 
by our experts. Inasmuch as he does 
not have potential customers among 
these seven accounts, there are 28 
classifications subtracted from the total 
number of classifications. The figure 
28, therefore, is listed in column four. 

In column five we list the number 
of classifications minus the number 
covered by other salesmen, and this fig 
ure represents the number of times a 
salesman has at bat (column 5). 

Our next listing (column 6) is the 
actual number of accounts sold by the 
salesman during the month. It is un- 
important, in this case, how many 
different products or different sales the 
salesman made to an account—if he 
sold only one product, he is still cred- 
ited with having sold that account. 

The listing in column 7 shows the 
number of classifications sold and 
when viewed along with column 5 it 
presents a graphic picture of how close 
the salesman is coming to the goal of 
selling every-customer every classifica 
tion 

Columns 8 through 12 contain the 
number of sales made in each classifi 
cation. 

The final two columns are the ones 
for which the whole svstem was set 


up. In these columns we list the bat- 
ting and slugging averages—and, the 
two averages somctimes are quite dif- 
ferent. Batting averages are obtained 
by dividing the number of accounts 
sold by the number of accounts as 
signed to a salesman. For example, 
in the first listing John Able sold 
products to 55 of the 100 assigned to 
him; thus, he had a batting average of 
550. 

Of course any batter with a .550 
record is supposed to be good but the 
record shows there’s plenty of room 
for improvement in the case of John 
Able. His slugging average is only .252 
and with our setup it is the slugging 
average that really counts. The slug- 
ging average is obtained by dividing 
the rumber of times a salesman is at 
bat into the number of classifications 
sold. In John Able’s case he had a po 
tential of 572 classifications but sold 
only 145. 

When we first put the plan into 
effect, our salesmen showed only slight 
interest; but the fact that the figures 
were in batting averages that changed 
monthly added the necessary fillup 

To introduce the system we de- 
cided to go all out. We arranged to 
show a baseball film. By the time we 
had finished that evervone was set to 
discuss baseball. To introduce the fact 
that each salesman was to get batting 
and slugging averages monthly, I read 
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this story about batters: 

“A major league ball player batting 
.250 is paid approximately $5,000 a 
season. A player who hits .350 earns 
ten times that amount. Amazing, isn’t 
it that the difference of one extra safe 
hit in every ten times at bat could 
be worth more than $40,000 addi- 
tional salary? Yet, in boxoffice attrac- 
tion, management knows the worth is 
there, and can—and does—pay for it. 

“A survey over a period of years 
showed that in seven out of ten times, 
the batter is safe or out at first base 
by as little as six inches—in baseball 
terminology ‘a half a step’. Who knows 
but that a quicker break, a faster start, 
an improvement in running speed, 
could lift many a mediocre .250 aver- 
age hitter to the coveted .350 class 
and its tremendously advanced in- 
come.” 

Inasmuch as all of our salesmen are 
paid on commission it was easy to draw 
an analogy. The salesmen who on all 
calls are in trying to sell all classifica- 
tions are the ones who can lift them- 
selves out of the mediocre class. 

The ‘‘game” was not introduced to 
fool any salesmen; we laid the facts on 
the line. We admitted that we were 
sugar-coating the medicine by using 
baseball terms, but that the important 
thing was that we get well—in other 
words, that we reduce our selling costs. 

And, it is working 





ISLAND DISPLAYS are used at Stangel Hardware, Manitowoc 


. 


to increase counter sales 


The Sales Counter; A Sales Builder? 


The distributor’s sales counter, efficiently manned, physically organized and well 


maintained is a source of profitable sales volume for this Wisconsin distributor 


MANAGEMENT MEN at J. J. Stangel tent salesmanship; intelligent physical 
ind t; 


Hardware Co., Manitowoc, Wis. do — lavout stock arrangement; product 
not regard counter merchandising through display 

“The argument that counter 

do not provide enough margin for the 

industrial distributor to spend time on, 
n longer holds water,”’ said Mr 

The sal counter is company $chring “Customers” buying habits 
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sponsible for developing prospective 
wccounts and creating a great number 
of sales leads for our outside salesmen. 
Efficient counter operation means that 
counter service must keep pace with 
customers’ new demands, even though 
it requires constant study of ways to 
improve service and merchandise prod 
ucts more effectively.” 

The Stangel sales counter 
ae , | : 
by two salesmen who arc 
counter service exclu 
elected for their “know-h 
dustrial supply product 
tions. Thev 
pl du 


nd customer satisfaction 


is manned 
sivel 


: 
and 
are taught to t 

] 


knowledge 


mper their 


! 
esmanship 


All possible 


placed on the speed with 


vith sal 


mphasis 
} 


which the customer is served 





SPEEDY ASSEMBLING of orders is made possible by 


Erhard Peterik giving instructions to order pickers over a 


loud speaker system. 


FAST EXCHANGE of information pertinent to counter 
service is commonplace, thanks to the counter telephone 
system being employed by Kenneth Semph 


['o expedite order filling, counter 
salesmen are backed up with a com 
petent warehouse staff. Upon writing 
an order to be partially filled from 
warehouse stock, the counter salesman 
delivers the written order to a ware- 
houseman conveniently located near 
the sales counter operation. 

[he warehouseman notes the prod 
ucts desired, and transmits order pick 
ing directions over a loud speaker sys 
tem to order pickers located on differ 
nt floors of the warehouse. The order 
the mechandise and 
ends it to the first floor shipping 
room by way of a package chute. It’s 
1 standing rule that order pickers ex- 
pedite the filling of counter 
i 


ieTs 


yicker selects 


] 
! 


customer 


house 


more sales. 


I'o insure further that the counter 
customers are served rapidly, Stangel 
Hardware has a system of maintain 
ing and locating representative stocks 
of related items behind the counter. 
Bin and shelf capacities behind the 
Stangel counter are large enough to 
permit having specified quantities of 
quick turnover items within ‘‘arm’s 
reach” of counter salesmen. In a few 
cases, the entire stock of small tools 
such as drills and taps are stored at 
the counter location 

Ihe physical arrangement of the 
counters and permit 
in attractive island display to be lo 
cated in the front of the 50-foot long 
unter. This display meets 
when entering the 


storage shelves 


service ¢ 


the customer’s eve 
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DELIVERY of products is facilitated by order pickers using 
1 package chute that serves all 


floors of the Stangel ware 


Jim Herdina is about to dispatch an order 


BACK COUNTER DISPLAYS have proved their value 


I'hev stimulate customer interest and this, in turn, results in 


building. While customers are wait 
ing for orders to be filled, they have 
in opportunity to inspect new tools 
and equipment and this brings “plus”’ 
In addition, front panel dis 
plays, consisting mostly of manufac 
turer’s display boards and product at 
rangements, stimulate buyers’ interest 

Fast lines of communication b: 
tween counter salesmen, the ware 
house and office operations is an im 
portant part of counter service. A dial 
operated inter-communication system 
operating through an automat 
switchboard quickly connects Stange 
counter salesmen with any interoffic 
extension, outside lines, and two war 
houses located one city block from the 
main office and warehouse 


sales. 





BUNG-STARTERS being sorted by Norbert Sherman are but one of very few “specialties” of Sherman Bros. 
Mill Supply Co., Louisville, Ky., in serving distilling and brewing industries. 


Know Distilleries To Make Sales 


Study of processes and equipment gives 
salesmen clues to maximum sales, cus- 
tomers’ needs, intelligent substitutions, 
better emergency service 


SHERMAN Bros. Mitt Suppty Co., Louisville, Ky., has 
een selling industrial supplies to distilleries and brewer 
s for the past five years. The fact that the firm obtains 
half of its sales volume from these industries indicates the 
measure of success achieved by William Sherman, presi 
dent, in applying sound sales practice to a_ particular 
market 
Mr. Sherman attributes this portion of his saies to two 
things. One is concentration of sales effort and the other 
is applying common sense principles in sales training. Mr 
Sherman believes the salesmen should 1) know what 
the customer makes; (2) know how he makes it; (3 
know what equipment he uses; (4) know how the prod 
ucts the salesmen sell can help the customer to maintain 
improve his performance. These precepts, Mr. Sher 
man pointed out, can be applied to selling in virtually any 
industry 
Familiarity with operations and processes, Mr. Sher 
man explained, helps the salesman, not only to increase 
his sales, but also increases his capacity to service his 
customers. Association of industrial supply products with 
operations and processes gives the salesman an accurate 
‘timate of customer potential; it helps him to anticipate 
his customers’ requirements; it enables him to make in 


CALLS FOR TUBING 


quire the maintenance 


copper, brass, stainless st 
of adequate stocks 


telligent and often times economical substitutions and it 
makes possible emergency service with minimum loss of 
time and trouble through immediate identification of 
what is required and why 

Despite the volume obtained from distilleries and 
breweries in a rather diversified trading area, Mr. Sher 
man scouts the idea that his firm is a specialty house 
Obviously, distilleries and breweries are excellent prospects 
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FITTINGS for distillery pipelines are 


for the sale of valves, pipe and fittings. But mos¢ suppl 
firms carry these items tor other industries. Nivreover, Mi 
Sherman stated that the only items in his warehouse 
which might possibly be termed distillery and brewery 
specialties” are some bung-starters, vat brushes and coop 
ers’ tools 

Mr. Sherman’s sales force, which consists of five men 
at present, has been trained to cover distilleries and brew 
eries with three objectives in mind. These aims were 
to get them to: (1) know distilling and brewing opera 
tions and processes thoroughly; know the equipment 
that is used in the industries; (3) know how, where and 
why industrial supply products can be applied 

Long experience as an industrial supply salesman quali 
fies Mr. Sherman as dircctor of his own training program 
He has acquired considerable knowledge of distil 
brewing which enables him to outline operatic 


processes 


to others. In imparting knowledge of 


ipplications, he is assisted by manufacturers’ fiel 
entatives 
In the case of distilleries, Mr. Sherman 

iminarv outline to the salesmen of the various op 
ind processes. These include grain storage, grinding 
mentation, distillation, blending, bottling and pack 
[he more obvious product applications are menti 
) give salesmen interest in the operations. 
Following the preliminary discussion of process« 


operations, Mr. Sherman goes on to describe the equip 


ment used with additional references to product applica 
tions. In distilleries, the major equipment includes grain 
clevators, water softeners, agitators, attrition mills, tank 
fermenters, alcohol and water stills, evaporators, feed dr 

power plants, heat exchangers, condensers and bag 
ging, bottling and labelling machines 

The association of products with processes and equip 
ment stimulates thinking bv the salesmen. Power plant 
indicate need for power transmission products from 
V-belts to speed-reducers, depending on the power sourc« 
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CORDAGE sells as Ed Vittitoe, sales- 


sclected by William Sherman man, found out during plant visit 


VARIETY of valves used are of special 


interest to 1. J. Ropke, salesman. 


used; the moving of raw materials into clevators and from 
cicvators to the various process equipment indicates sales 
opportunities for matenals handling equipment from belt 
ing to hoists. As the salesman’s expenence grows, more 
dctailed analyses are undertaken. 

However, the most effective portion of the training 
» derived from the salesman’s personal inspection of dis 
tillery processes and equipment. Mr. Sherman urges his 
salesmen to learn at first hand what industrial supply 
products are ‘used and why. When in doubt as to the 
yperation or any equipment, salesmen are encouraged to 


isk Mr. Sherman about it 


Variety Emphasized 
The list of product Id by Sherman Bros. to dis 
emphasizes variety without 


specialization 
rubber and ¢ 


invas belting, hoists, tubing (copper, 
stainless steel), tube fittings, angles and flats, 

xible rubber hose and other rubber goods, 
ters, gages, gage glass, valves, pipe, fittings, 
packing, fire extinguish« paint, pumps, roller chain, 


] 
prockets, sheaves 


The approach to the brewing industry is the same. 


Brewing entails grinding, mashing 


lant 
Mautcring, sparging, 
} 


opping, straining and 
1 


ooling of wort, fermenta- 
€ 


ll 
Al] 
the language of brewer 
vs Mr. Sherman, to und 
Boilers, stokers, motors 
lines, tanks, vats, water 


r processing, racking, pasteurization and bot 
of which may sound like gobbledegook, but it is 
It doesn’t hurt the salesman, 

tand it 

ish-handling equipment, oil 
purifiers, filters and refrigerating 
equipment are found from the engine room to the bot 
tling department. All require industrial supplies and the 
salesman who expects to do a good selling job, Mr. 
Sherman said, should know which ones go wher 

The same range of products is used in brew houses, 


engine rooms, filter rooms, cooperage shops and bottling 
departments of breweries 
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When A Sale Bogs Down 


Patience, tact, skill and, perhaps, a presentation anointed 


with “midnight oil’ are required to rescue it from quicksand 


By EUGENE WHITMORE 


No one knows how many millions of dollars’ worth of 
orders are lost each year wholly as a result of somebody’s 
inertia, the human trait of wanting to postpone decisions, 
or somebody's unwillingness to take the initiative. 

At any given time there is probably several million 
dollars’ worth of business being held in abeyance. The 
tragic consequence of this “we will think about it a little 
more” attitude is millions of dollars’ worth of business 
and thousands of dollars’ worth of selling effort wasted. 

As corporate methods become more complicated, fewer 
and fewer sales are made without more than one person 
being involved in the buying procedure. 





Whenever a sale bogs down, it becomes the salesman’s 
job to pull the deal out of the mud, get it back on the 
road and going places. This business of putting action 
into a deal that has tangled in a mass of corporate red 
tape often requires the patience of Job, the tact of a Dis- 
raeli and the skill of a Lincoln in negotiating. Let me 
talk about a case which came to a head just recently. 

\ salesman presented a proposal for the installation of 
1 considerable quantity of new equipment to a medium 
sized corporation. He made a good case—so good that 
the company president immddiately called in an outside 
engineer to check the salesman’s figures and estimates. 

The outside engineer turned in a masterful job; his re- 
port agreed almost wholly with the salesman’s less com- 
prehensive recommendations. The president decided that, 
inasmuch as other executives would be responsible for 
operating the equipment, they should concur in the 
final decision. 

Ihe equipment involved spending more money than 
the company was accustomed to spending at one time 
Three other executives were asked to review the sales 
man’s proposal, to study the engineer’s report and then 
to give the company president their recommendations 

When the salesman heard the news that his proposal 
had come through the enginecring study without a 
scratch and that the president favored the purchase, he 
told his sales manager the deal was “‘in the bag.” 


Yet it turned out that the exact opposite was true. One 
of the three executives thought a different type of equip 
ment was better. Another declared the whole business 
was slightly off his beam, outside his department and 
“Why should I put my neck out on this deal?” 


he third executive was for it in every way; but it just 
happened that he was a mousy technical man, unaccus 
tomed to thinking in big figures, timid and unwilling 
to make a firm recommendation of any kind. 

At this point, the sale sunk into quicksand. The sales- 
man visited the president. “I’m waiting for a firm recom- 
mendation from my committee. After all, I should never 
be asked to bother with these details. Don’t want to push 
them into something they are not convinced will work,” 
he told the salesman, 

The salesman then called on each of the three execu 
tives. Each one gave him the old “one-two”. 

When Mr. Salesman made a follow-up call sixty days 
later, he heard the same song. “We are not quite ready 
We are studying your proposition. Give us a little more 
time.” An experienced man, the salesman detected a 
slight cooling in the attitude of each executive. It was 
plain the deal was going to be hashed over until it was 
safe to give it a decent burial in the company archives. 
He also knew that for the next ten years, whenever any- 
body tried to revive it, he would be told, “Oh, we went 
into that sometime back and we decided to do nothing 
about it’. 

When the prospect card came up out of the sales- 
man’s follow-up file ninety days later, he decided it was 
1 case of making or breaking a sale. He went to the 
engineer, won from him an agreement to accompany him 
on a visit to the president. Meanwhile, the salesman had 
obtained a complete copy of the engineer’s report and had 
practically memorized it. Certainly he had the salient 
figures indelibly in mind. 

The company president complained a little about 
taking time to see the engineer and the salesman. but 
he finally agreed. When the salesman arrived, he briefed 
the president on the basic facts: How much the equip- 
ment would cost, what it would save. how soon it would 
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amortize itself. Then the salesman gave a brief talk, in 
management language, of how much a company is justi- 
fied in investing in new equipment for a given saving 
He ended with: 


“Many men in positions like yours tell me this is a 
good time to purchase money-saving equipment. Interest 
rates are low. Money is worth little. Wages are high. W< 
have the peculiar condition of high wages and low interest 
rates. Some of the most astute men in the country are 
making heavy commitments for new equipment becaus« 
of this one condition.” 

After his brief presentation, the salesman asked the 
engineer if he agreed. Then the engineer added a brief 
statement of his viewpoint. When he had finished, 
it was plain that the company president’s patience was 
limited. He said something about delays and lack of 
cooperation and asked his secretary to “get those fellows 
in here”. They came on the double. 

No time was wasted. The president said, “I have been 
going over this equipment proposal. I am sold on it. Do 
any of you men have a better suggestion?” There was 
silence. One by one each man was pinned down to 
admission that his “studies” had revealed no_ better 
approach to the problem than that suggested by the sales 
man and the engineer. 

“What are we waiting for?” asked the president. “We 
have spent a lot of time on this, and none of you has 
come up with a proposal. Am I to understand that you 
want me to take all the responsibility for this deal?” 


Quickly there were two “me, too’s” from the lieu 
tenants. “I will say that we ought to go ahead with the 
proposal, and if we do, count on my best effort to make 
it work,” said one man. 

Then the president turned to the salesman and said, 
“Draw up your contract.” 


Getting action on a deal that seems “in the bag is 
often the most baffling task a salesman faces. It is 
always possible to “yes” a sale to death. In some — 
tions, there seems to be a group of men always willing to 
stall and delay, postpone and “study” a given proposition 
until it becomes too late to act, or until everybody be- 
comes so tired of it that death comes through inertia. 

It is amazing how much of this inertia salesmen en- 
counter. It is especially prevalent where key executives 
are well past middle age. They want peace and calm; they 
hesitate to take chances or put out their necks. Mental 
exercise is painful to them, and it is so much easier to 
put a proposal on ice than to dig into it and act. 








Not long ago a salesman for an industrial distributor 
found a serious bottleneck in a finishing department of a 
furniture factory. He found a very cooperative superin- 
tendent and was able to work out a careful estimate of the 
savings which would be possible with another spray 
booth and the equipment to go with it. 

He went to the purchasing agent with his facts. The 
purchasing agent was interested, but declared that he 
could not place the order on the superintendent’s recom- 
mendation alone. He would have to get top-drawer 
authorization. He promised to let the salesman know the 
decision on his next trip. 

Next trip the salesman brought up the question of the 
new spray booth. “Haven’t heard a word from the old 
man,” said the purchasing agent. On the third visit the 
salesman got word from the purchasing agent to forget 
the matter. Back to the superintendent went the sales- 
man and learned that the bottleneck was worse. 

The salesman then obtained permission to see the “old 
man”, more properly known as the company president. 
The salesman said, after proper introduction, “I esti- 
mate that you have already paid half the cost of this new 
equipment—but you do not own it. How much longer 
do you want to go on paying for equipment without 
getting it?” 

The company president picked up the telephone, 
called the superintendent. ‘“‘Will that new spray booth 
get rid of all these back orders we are holding?” 

The superintendent explained that one more spray 
booth would quickly enable shipments of a large volume 
of back orders. 

“Why didn’t you explain that to me, dammit?” said 
the president as he hung up. The order was authorized 
and as soon as the president was assured that there was 
ample room in the plant for another booth. 

The salesman who can develop a reason for going 
upstairs with the full permission and blessing of the pur- 
chasing department is almost certain to break a few bottle- 
necks himself and to get action. 
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SETTING HIMSELF UP for another day of calls, John Zepka, J. Heller Sons, New- 


irk, stows his selling gear, lightweight wrench and plate of a lightweight hoist, in his car 


“Leaders” Lead to Big Business 


opens doors to neglected 


Newark salesman works on a three-point program that 


customers, keeps them open and brings big sales 


Joun Zepxa’s contribution to the an 
nal dollar sales volume of J. Heller 
Son Inc., of Newark, N / 

traced to thre 


— 
things whicl 

) 
any salesman ¢ 


narket 


throughout 
1 


ants and then sells them the 


line 

When others w af 
the “easy gold” on the production end 
f customers’ plants, Mr. Zepka turned 
his attention to maintenance problem 
ind, in this way, cultivated the ‘“‘neg 
lected customers’ He ifter 
utilities, leather plants, woodworking 
shops, chemical plants, public institu 
tions like schools, hospitals, colleges; 
municipal, county, state and federal 
departments. And what has been the 
result? Big business 


Mr. Zepka chose as his 


imbping after 


went 


three lead 
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He Talks Up Features 


The hoist Mr. Zepka chose was a 
light-weight light-duty type which he 

tries in a bowling bag 

Che lubricated plug valve included 
five components which made it 
simple to explain. 

The steam trap incorporated fea 
tures that proved effective selling 
irguments 

All three leaders, he proved, can get 
him into plants. Each lends itself to 
“tie-in” sales, and each puts him in a 


TiN 
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“right down the line” 


study the needs of the 


methods, engineering and 


yosition to 
production, 
other departments of plants 

Knowing what to scll was one 
thing; knowing how to sell it was 
something else again. Mr. Zepka spent 
several months briefing himself with 
every available fact written or said 
ibout his three leaders. He boned up 
between sales, at home, in the office, 
out in the manufacturer-customer’s 
plant. He wangled an invitation, for 
instance, to a closed test on the hoist 
which was intended to prove its safety 
features—then used the information 
to garner more hoist sales 

He spent many hours going over the 
various good features of his steam trap, 
consulted with the manufacturer on 
questions that had cropped up at his 
customers’ plants; attended the manu- 
facturer’s factory school; and was able 
to close many sales involving “know 
how” with only minimum help from 





A $50,000 CALL is being received by Mr. Zepka from a 


pharmaceutical house 


STEAM TRAPS are checked by Mr Zepka. He 


the trap in his sales 


factory men or missionaries 

His sales routine is as simple as the 
type of leaders he uses. In opening 
a new account, Mr. Zepka restricts 
himself to one of his three products, 
naturally, and concentrates his big 
guns on the plant mechanic, fhe engi 
necr, or the buver. 

Ihe purchasing agent is his first 
target. If the p. a. has the time and 
the inclination to listen, Mr. Zepka ex 
plains some of the details about th« 
product, always being careful not to 
If it’s the hoist he is push 
ing, he'll emphasize its weight—35 
Ibs. light and with a one-ton lift. (The 

mventional hoist with the same lift, 
weighs about 110 Ibs It’s extremely 
maneuverable, Mr. Zepka tells his pros 
pect; one man can lift it, hang it, and 
carry it from place to place around the 
shop. And along about that time, he 
isks permission to sce the maintenance 
man or 


over-sell 


} 


enginect 


The deal will cover four years. 


talk with the pharmaceutical house 


stressed 


Kight out of ten times he sces his 
man on the first call. All purchasing 
gents interested in your product, 
Mr. Zepka finds, will try to get vou to 
the engincer as fast as they can. Where 
there is real need for a hoist in a plant, 
everv delay in buving one loses money 
for the firm 

Mr. Zepka makes an opportunity for 
1 future dat 
uct \W hen 


to demonstrate the prod 
that dav arrives, he lets 
th« ypen the bowling bag and 
examine the hoist—answering all their 
questions meanwhile, but keeping his 


men 


iles talk to a minimum 
he believes, sells itself 


Phe produc t, 


His Routine’s Adaptable 


his is not to say that Mr. Zepka’s 
routine is a ritual. Where it seems the 
thing to do, he will change his ap 
proach, or take a brand new tack, re 
taining the essential selling outline 

Several months ago he called at a 
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BLUE-PRINTS catch Mr 
ideas with Arthur Pollack and Heller's p.a., 


FITTINGS get a quick check to see if the desired quantities 
and sizes are in stock for the initial order. 


Zepka’s eve and he shares sales 


Joe Zepka 


plant doing construction work in and 
about the Newark area. He left one of 
his hoists at the plant; left it out in 
the field office where responsible 
people would sce it, almost stumble 
over it. 

Phey of them They'd 
stop a minute at the bowling bag, cun 
ous, pick it up, open it, blink at what 
it contained, examine the hoist, and 
get hopped up about it. Within two 
weeks, Mr. Zepka had twelve orders to 
back up his ingenuity. He’s had repeat 
sales, as well as orders for replacement 
parts, for larger tonnage hoists (up to 
six tons), for tracks, trolleys and the 
like 

When trouble crops up on any of 
his accounts, or when the engineering 
involved (particularly on the big ac 
counts) is beyond Mr. Zepka’s reach, 
he contacts the factory or manufactur 
er’s man. When the factory man goes 

Continued on page 158 


did, some 





POINTING THE WAY to more sales is Pat Foy, sales engineer for Industrial Supply Co 


being an advisor and counselor, he says, you can 


, Minneapolis. By 


Make Your Selling Job Stick 


IF INDUSTRIAL SUPPLY SALESMEN were 
to take the time to consider how in 
dustrial supply sales are made, accord 
ing to Pat Foy, engineer for 
Industrial Supply Co., Inc., Minne 
apolis, they’d find most of their sales 
volume comes from good customer re- 
lationships—from accounts where th« 
salesman has offered the 
personalized service 
“More than in any other form of 
selling,” said Mr. Foy, “a personalized 
customer approach to sales is the dis 
tributor salesmen’s answer to a suc 
cessful selling job. Doing the little 
extra favors—driving 300 miles with 
a sorely needed sheave or bearing is 
the type of service that builds cus 


sales 


customer a 


78 


if you like people, understand their problems and 


render a personalized service, this sales engineer says, 


you have the answer to successful selling 


tomer confidence and the salesmen’s 
prestige with his customer.” 

One of Mr. Foy’s accounts, the 
Cedar Service Co., is in the business 
of treating cedar poles with creosote, 
tar solution. These are the poles that 
highways and _ streets carrying 
power and communication lines. Re 
cently this company revamped their 
entire method of operation. The job 
equired extensive new equipment, a 
portion of which Industrial Supply 


line 


Co. supplied. 

lo the management of this pole 
treating firm, the natural and normal 
follow in getting the job 
started was to call in Mr. Foy and get 
his recommendations as to the type of 


ourse to 


INDUSTRIAL DISTRIBUTION © APRIL, 1950 


equipment that would serve them best 
Because Mr. Foy has mastered the cus 
tomer approach to selling, this cus 
tomer, as well as others, have learned 
to depend on him for most of their 
industrial supply needs. He has worked 
for and reached a selling level wher 
prestige and customer confidence are 
his foremost sales tools. How did he 
gain this advantageous sales position 
with his customers?—This way 

First, Mr. Foy is a great believer in 
service at the point of sale. He builds 
his accounts on a personal service basis 
He does not belittle the fact that prod 
uct knowledge plays an important part 
in his sales job. As he says, through the 
medium of numerous sales meetings 





FOLLOW THROUGH is important to Pat Foy 


tion tec hniques and operation. 


he’s acquired a basic knowledge, at 


least, of every product Industry Supply 
handles. Sales meetings coupled with 
the engineering service this firm pro- 
vides enables Mr. Foy to cope with 
any technical problem that comes up 
in his travels 


Investigate Customer Needs 


Second, this salesman does not be 
lieve in going into a sales talk about a 
product for which there is a doubtful 
need just for the sake of something to 
talk about. He uses a customer ap 
proach, finding out from the account's 
personnel what their needs are and 
then selling the product to fulfill that 
need. He has been getting excellent 
sales results and here is a sample of 
his selling technique as it applied to 
1 recent sales experience with the 
Cedar Ser ice Co 

In all the time Mr. Fov has been 
calling on this account, he has made 
it his business to acquaint himself 
with as many of the plant’s personnel 
is possible. He likes people. He is as 
much at home with Leon Dunn, the 
owner of Cedar Service, as he is with 
Roy Fuller, the chief engineer, or the 
vardman who adiusts the cable slings 
on a batch of poles in the vard to be 
carried to the immersion tank for treat- 
ment 

From “top brass” down to “vard- 
bird”, these men are Mr. Foy’s bread 


He instructs mechanics on installa- 


and butter. His fnendly relationship 
with them is responsible for his sales 
performance in many plants. But, as 
Mr. Foy says, good relations with plant 
personnel is maintained by talking 
their language and winning their con- 
fidence—by helping, not trying to 
verpower them with a vast and theo 
retical knowledge about how they can 
do their jobs better 

Understanding the interests and 
problems at the various job levels in 
this plant has kept Mr. Foy abreast 
of the firm’s progress, their plans for 
the future, and up to-date on any 
proposed mechanical change—spots 
where he can step in and offer the 
services of his company. It meant 
spending a little more time on each 
regular call, but on every call he 
learned a little more about their oper- 
ation. It’s time well spent, according 
to Mr. Foy. 

Mr. Foy takes a keen interest in 
his customers’ accomplishments and 
As Mr. Foy explained it, the 
reason for the change in the produc 
tion set-up was due to the utility com 
panies demanding that the entire 
length of the poles be treated in order 
to reduce replacement costs. It used 
to be that only the lower part of the 
poles, 6 or 8 ft. up from the bottom, 
were treated. It meant that new stor 
ige tanks, a 110 ft. submerged immer 
sion tank, solution mixers and pump 


success 
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STAY FRIENDLY with everyone, Mr. 


Foy says, and they'll help you 


ing equipment would be necessary. 
Mr. Foy’s part of the new a 
included a 2,200 gpm pump, electric 
motors, pillow blocks, hydraulic clutch, 
flexible couplings, V-belt drives and a 
special base assembly which would fur- 
nish the pump house equipment nec 
essary to pump 40,000 gallons of 
heated creosote from the storage to 
the immersion tank and back again 
each time a batch of poles were to be 
treated. Temperature of the solution 
is maintained by individually valved 
steam lines located in a storage tank 
ind attached to the side of the im 
mersion tank. 

Mr. Foy’s knowledge of the mechan 
ics of the new installation is a result 
of offering this customer an extensive 
personalized service. His service re- 
sponsibility to this customer did not 
stop with the order for pump house 
equipment. All the time the installa 
tion was in progress, Mr. Foy was on 
hand to advise, counsel and instruct 
mechanics on proper installation tech- 
niques. At times he acted a go-be 
tween, procuring many unusual and 
“out-of-line” materials necessary to the 
completion of the job. He offered this 
customer a personalized service based 
on an intelligent customer approach, 
the tvne of service that makes a sell- 
ing iob stick. Industrial Supply Co., 
furnishes Cedar Service practically all 
of their industrial supply needs. 





POINT 1 That J. F. Slagle, Jr., and J. A. McTeer, thesis on training industrial supply salesmen is: “Asso 
ex-college boys now working at Tennessee Mill & ciation of brands and manufacturers with products and 
Mine Supply Co., Knoxville, ‘Tenn., make in their their location by process of recognition” and 


They Practice What They Preach... 


By (1) adopting industrial supply selling as a career, (2) going through 


the paces in real jobs, (3) showing real appreciation of task ahead 


\ YEAR AGO James Frank Slagle, Jr., and John Andrew i result of having observed ‘Venncssce Mill & Mune Sup 
Mc'lecr were students in search of a thesis theme for a ply’s development of its own training program. Under 
Bachelor of Science in Business Administration at the the direction of J. W. Ellis, president, and Mr. Slagle, 
University of ‘Tennessee loday, the two are putting Sr., the firm’s program had taken a deSnite fo:m since 
into practice what they found out about “A Recom V-] Day 
mended Method of Selecting and ‘Training Potential Practical and theoretical training were bien 
Outside Salesmen for an Industrial Distributor well-defined procedure The traditional “lear 
I'he selection of the theme and the opportunity to doing” phase of training was supplemented by more 
experience the training they recommended was not a modern techniques. It now involved product sessions 
matter of chance. Young Slagle is the son of J. Frank conducted by capable teachers, demonstrations, pl luct 
Slagle, vice-president in charge of sales, Tennessee Mill movies, factory training, etc. A mecting room and a movic 
& Mine Supply Co., Knoxville. Having worked in the projector had been acquired 
supply firm during vacations to earn tuition, the two With these observations as a starter, voung Slagle and 
youths knew enough about the industry to want to makc McTeer continued their investigations Material pub 
it their career lished by INpusrriat Distrinution, Printer’s Ink and 
Ihe selection of traising salesmen as a theme came as Sales Management and in textbooks was scanned. Ex 


t 


POINT 4 “Utilization of previous training by selling POINT 5 “Further development of mechanics of selli 
rough the medium of the telephon« n personal contact with customer.” 
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POINT 2 “Association of products and physical location 
in warehouse with brands by process of recall.” 


periences of other sales organizations were analyzed 
rhe resulting thesis was approved, not only by the 
tv at the college but by Tennessee Mill & Mine 


ials as well. Some new ideas on traiming were taken 


im the thesis and incorporated in the company’s pro 


Classes for all potential sales material in the organ 
} } ] 
were formed and schedulcd 


introduction, Messrs. Slagle and Mc'Tcer dk 
distributor's economic position, his cost 


to manufacturers and to customers, and 


distribution. Their appreciation of the dis 
position is reflected by the inclusion of the 
ital statistics, operating costs, product lists 


tributor’s 
industry 

Propcr selection of potential salesmen, the students 
stat.d in their thesis, is a prerequisite to training. “Care 
ful selection,” they wrote, “often can prevent the all-too 
frequent unfortunate expericncc of hiring the wrong man, 
which wastes money and time and destrovs good will 
\ suggested program for the selection process would 
include at least an initial and final interview, an applica 
tion blank, and if at all possible, certain aptitude tests.” 

Summarizing the training phase, Messrs. Slagle and 
McTeer recommended a six-point program 

1. Association of brands and manufacturers with prod 
ucts and their physical location in the warehouse by proc 
ess of recognition. 


POINT 6A “Overall development of selling essentials 
through supplementary instructions.” 
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————— 


POINT 3 “Association of products, brand names with 
place in catalog and distributor's pricing policies.” 


2. Association of products and their physical location 
in the warehouse with brands and manufactuicrs by the 
process of recall 
3. Association of products, their manufacturers and 
brand names in the distributor's catalog and the pricing 
yolicies of the distributor, Also during this phase, the 
iinee becomes familiar with the general office procedure 
+. A utilization of the training received in the previous 
iases by selling through the medium of the telephone. 
5. Further development of the mechanics of selling 
personal contact with the customer and the develop 
mont of selling techniques. 


I 
I 
t 
t 


6. Overall development of the essentials of selling 
through supplementary instructions 
\. Thorough discussion of an individual product 
each week by one who knows the product 
B. Development of attributes essential to effective 
selling through simulated sales presentation and 
intense criticism and guided discussion of each 
presentation of the product discussed the pre 
vious week 
Now at work, they do not think they were far from 
wrong about prescribing training methods. How long do 
they think it will take before they learn the ropes enough 
to go out to do some real creative selling? 
“Oh, a couple of vears, at least!” 


POINT 6B “Development of selling essentials through 


discussion of individual products by one who knows.’ 
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4 SPOT CHECK on increased order filling efficiency re- 
vealed one warehouseman could cut and bind a 300 ft., order 
for 4 inch wire Tope in 10 minutes 


THE POWER WINDER, a versatile contribution to rapid 
service on wire rope, permits the winding of orders on an 
open frame or the original reel 


Rapid Service on Wire Rope 


Distributor cuts warehousing costs and 
reduces congestion with specially de- 
signed storage rack 


Lower warehousing costs can only result from a constant 
search for the one best way to handle and warehouse each 
product group, according to J. J. Badalli, president of 
Standard Equipment & Supply Corp., Hammond, Ind. 

Mr. Badalli recently tackled the wire rope problem 
Armed with ideas contributed by employees, he took the 
sroblem to an industrial engineer. He came back with a 
design for a multi-level storage rack capable of handling a 
distributor's complete stock of wire rope. A spot check of 
the rack’s efficiency showed that it now takes only one 
fourth of the time it formerly took a warehouseman to 
ut and bind a 300-ft. order for 4-in. wire rope 

I'he rack occupies 144-sq. ft. of floor space to ware 
house 44 reels in comparison to the 400-sq. ft. the same 
stock formerly took. In addition to releasing space for 
storing other materials, the rack relieved a congested 
ondition in the warehous¢ 

Each section of the rack is 30-in. wide and holds six 
reels. Should the need arise, additional sections can be 
idded. In the six sections of the rack, 36 reels are stored, 
but by utilizing the front posts and sides for smaller size 
reels the total capacity is raised to 44 

In each case the wire rope is reefed through to the front 
of the rack by channeling the wire rope from the reel to 
the floor, under a pipe guide and out to the front of the 
rack where it is easily accessible to the warehouseman 
Each reel is labelled as to size, type and position on the 
rack to eliminate errors in order filling 

\ light weight chain hoist suspended from a trolley 
which runs on an overhead beam in each rack section 
handles the loading and unloading problem. Since the 
hoist weighs only 35 pounds, it’s moved from one trolley 
section to the other 
sary 

In addition to the 


when loading operations are neces 


rack, a portable power winder can 
be positioned adjacent to any one rack section to speed the 
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LOWER COSTS in warehousing result from finding the 
one best way to handle the product. Each 30-in. rack section 
has a full capacity of six wire rope reels 


order filling. The winder is so constructed to allow wire 
rope of any size to be wound on an open frame or an 
original reel as in the case of large orders. The winder is 
complete with hydraulic cutter and measuring device. It 
s powered by a 4 HP electric motor, 1725 R PM, tied 


nto a planetary gear reducer, 177-1 ratio 
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- Door Openers to Sales 


Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks 


Some diesel plants house their mufflers to use jet-action 
of exhaust to draw air from the building for ventilation 
Sometimes the setup is noisy. Drilling holes through 
outer shell reduces noise by allowing air to enter and 
break up pulsations. 

* 


You might as well leave that fluorescent light on, un- 
less you’re going out of the office for some time. Research 
indicates that no savings are effected by turning off fluo- 
resent lighting tubes for less than one-hour periods; tubes 
deteriorate more rapidly with frequent turn-offs. 


Plastic windows for airplanes is one of the newest uses 
for these synthetics. Six airlines and one transport plane 
manufacturer have placed orders totaling $72,000 for 
Sierracin 212, a transparent plastic for cabin windows 
that saves weight, is cheaper than glass, and may last 
as long as the plane. 

* 


Butane as motor fuel is a possibility being examined by 
bus operators, since cost would be a fraction of gasoline 
or fuel oil. Butane, as motor fuel, provides almost com- 
plete combustion, resulting in virtual elimination of 
exhaust odor and crankcase oil dilution. Main disad- 
vantages are that special storage tanks, dispensing sys 
tems, and special carburetion are required. 


It seems to be more of a woman’s world every day, with 
women doing relatively better than men in finding non 
farm jobs. Men held 68 percent of the 51,783 thousand 
non-farm jobs in December, against 32 percent for 
women; a year earlier the ratio was roughly 70-30. The 
Census Bureau reports that December saw more women 
in non-farm jobs than at any time since the war ended 


Atomic bombproof buildings and factories are not com 
pletely outside the realm of possibility. According to 
Harry Lake Bowman, nation’s top authority on effects of 


bomb blasts on structures, construction that involves 
well-connected columns and girder framing, integrally 
poured concrete walls, and outer walls of a material that 
shatters into small pieces can make for greater safety 
against forces unleashed by atomic blasts. It’s still 
necessary that buildings not be directly under blast; 
these structures might as well be made of paper. 


The first fire trucks since the last century to be made in 
Richmond, Va., are being produced by a Richmond dis 
tributor. Richmond Rubber Co., supply house dealing 
in rubber goods and fire equipment for industrial use, 
has joined with a local truck body plant to manufacture 
and equip fire trucks for small communities in Virginia. 


A new process which freezes steel cutting tools to tem 
perature of 100° below zero is claimed to increase their 
life by from 100 to 500 percent. Tools are deep frozen, 
then given a blue oxide coating with steam process 
Freezing tools changes structure, lengthens life, according 
to J. B. Armitage, vice-president of Kearney & Trecker 
Corporation. 


More than 352.5 billion cigarettes went up in smoke in 
the U. S. last year, setting a new record for domestic 
consumption. Interesting sidelight is that Lucky Strikes, 
which has dominated cigarette sales picture for last six 
years, lost its lead to Camels. Also, king sized cigarettes 
and those with coupons on back gained sales at expense 
of “Big Three.” 


Slicing metal into transparent shavings 0.000002 in 
thick is possible with a microtome that cuts by means of 
uir waves. Stock is held in an adjustable chuck that posi 
tions it close to, but not touching, the blade. As the 
blade rotates at 65,000 rpm, shock waves generated at 
the tip shave sections from the material in thicknesses 
determined by the spacing between blade and stock 
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More Sales 
Promotion 
At Less Cost 


HAND-TAILORED sales promotion ma 
terial at low cost was made possible 
at the S. B. Hubbard Co., Jacksonville, 
Fla., by the purchase of a Multilith 
duplicating machine. ‘The new equip 
ment, said T. J. Kenny, president. 
duplicates original copy faithfully and 
at low cost, enhancing the use of more 
sales promotion material designed to 
appeal to the local market. Other 
economies in duplicating paper neces 
sary in distributor operations are also 
indicated. 

The equipment, purchased from 
Addressograph-Multigraph Corp., in 
cludes a multilith machine, which runs 
off the reproductions by offset print 
ing; a shadow-box for inspecting nega 
tives on which original copy was pho 
tographed; and an exposure frame on 
which sensitized duplicating masters 
are made. The paper masters are a new 
idea in reproducing. They cost con 
siderably less than zine plates, which 

are still used but only for extremely 
SS yess et Ce ee long runs. The total cost of the equip 
ment is around $2,300. 

Sketches, line drawings, photo 
graphs,, pointing, tvpewritten and 
hand-written material is reproduced 
wecurately, speedily and inexpensively 
by the equipment. Sales literature, 
specially designed to appeal to particu- 
lar customers and industries, can now 
be produced at very low cost and 
whenever a need for such sales tools is 
indicated 

Mr. Kenny plans to create and turn 
out specially-prepared letters, litera 
ture, folders, price lists, etc., for sales 
campaigns and seasonal drives. Thes« 
will have the advantage of being di 
rected more pointedly at local indus 
tries and of featuring more of the 
various needs of customers in one mail 
ing than standard media. 

Monthly stock lists of items s¢ 
lected for disposal, such as overstocks, 
obsolete items, etc., will be prepared 
for use bv salesmen and for distribu 
tion by mail. Small seasonal catalogs, 
featuring the requirements of selected 
industries, such as canning, will be pre 
nared also for distribution in time to 
SALES TOOLS ar planned ind designed by Thomas Lynch, sales manager: ‘I J inticipate needs 
Kenny, president, and Wade Miller, promotion manager In addition, manv of the usual busi 


HAND TAILORED sales literature rol 


it the S. B. Hubbard Co Jacksonville, 


s off the Multilith machine when needed 


, 
‘la. and it doesn’t cost much 


] 
| 
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CLIPPINGS of sour 


by Mr. Miller according ptevious 





es aon master sh¢ 


and th 


hn gative 1with 


heads, inter 


inventory 


such letter 
yondence forms, 
cards, shipping t 
will be rept 
Hubbard’s staft 
The illustrations these pag 
indicate the simplicity with which 
Hubbard’s own material is reproduced 
Existing manufacturers’ literature, any 
printed material which is not copy 
righted or for which permission to re 
produce has been obtained, photo 
graphs of salesmen, inside cts, 
etc., can be used for original copy 
Illustrations and descriptive text are 


ness forms, as 
office 
stock 


lips, 


COTTCS] 
I 


xs, packing 


ig 


etc duced at low 
by 


cost 


on page 


contr 


t 


e material are pasted on Jayout blanks 
arrangements 


exposed on exposure 


Spe 


cked 





Ld 
DU spore ich 


vit} 


frame 


ial solution original one 


cut and 


Phes¢ 


out pasted lavout 
ruled in columns to 
facilitate arrangement and 
reproduced on the machine also 

The paste-ups are photographed 
\ddressograph-Multigraph’s 
i nominal cl and _ the 
returned to Hubbard’s. Making a 

from the in\ 
than exposing a sensitized papel 
master and then wiping it with a spe 
cial solution. Negatives and masters 
can be filed in envelopes on which 
proofs are pasted to identify the con 
tents. This may be necessary in cases 


on pages 


11 ’ 
DIANKS are 


ord¢ rly 


SCTVICC t 


large negatives 
irc 


master 


MOr 


negative ‘Ives no 
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NEG wee of photographed pogo up, made. by 


masters for future 


outside 


for clarity, crrors and appearance 


changes of detail are made 


m the Multilith machine with proofs 


where the material may be used again 

with minor changes 
Changes of details, 

discounts, 


such prices, 
et made by 
simply erasing what is not needed on 
the master and typing, writing or draw 
ing in the changes. When used ma 
are exhausted, extra ones (pre 
pared beforehand at the time when 
the original master was made) can be 
taken from the file and used 

Special promotion material fur 
nished by manufacturers can be en 
hanced by overprinting the distribu 
tor’s name, address and phone number 


SIZCS, Ate 


ters 
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SALES FORCE of The Henry Walke Co., Norfolk, Va., G. H 
examines display of products at recent sales meetings. They 
Franklin, H. W. Evans, W 


D. M 
Bryant, R. H. Jackson, R 


ire (clockwise 


H. P 


E. Perkins, J. R. Coker, 


Glenn, 


a Page, 


FOR BEST RESULTS, VIRGINIA DISTRIBUTOR SAYS: 


A YY. 
Gregory, Ed Stovall, R. B. Cobb, R. S. Page, president, Dick 
Sterling, W. B. Lane, O. M. Hooker, and R. F. Bost, Jr 
\ll salesmen are expected to attend each meeting 


Simmons, G. M. Payne, D. W. 


“Hold Your Own Sales Meetings” 


The Henry Walke Co. plans its sales meetings year in advance, uses manufacturers’ 


help sparingly and with care. 


Tue executives of The Henry Walke 
Co., Norfolk, Va., who have tried vir- 
tually every method of product train- 
ing for their salesmen during their 
company’s life, have recently devel- 
oped what they feel is the answer to 
the problem of productive sales meet 
ings 

The key to successful sales meet 
ings,” says Robert S. Page, president 
of the company, “lies in having the 
salesmen themselves carry the major 
part of the meetings. When our own 
men get up and talk about the prod- 
ucts they know best, enthusiasm is 
much higher than if a manufacturer’s 
representative were doing the talking 
We still rely to a certain extent on 
manufacturers’ men, but we plan and 
carry out as much of the meetings as 
we can ourselves.” 

Mr. Page and L. F. Perkins, vice- 
president and general manager, have 
scheduled twelve monthly “educa 
tional and sales promotional meetings” 
for 1950. The company has a branch 
in Charlotte, N. C., and the monthly 
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meetings alternate between Norfolk 
and Charlotte. The meetings are held 
on the first Friday night and Saturday 
morning of each month, and all sales- 
men from both Norfolk and the Char- 
lotte branch are required to attend. 


Details Announced in Advance 


Details of the next meeting are an- 
nounced at each session, the manage- 
ment having chosen the products to be 
discussed and the speakers at least five 
weeks before their scheduled presen- 
tation. For example, at the first meet- 
ing held under the new program, in 
January, mimeographed sheets listing 
the dates and location of the Febru- 
arv meetings were handed out. The 
sheets also listed the products which 
would be up for discussion in Febru- 
ary, along with the names of the men 
who would discuss them. 

So that the salesmen may be as well 
prepared in advance for the meetings 
as possible, the management plans to 
furnish each salesman with a loose leaf 
notebook illustrating and describing 
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Salesmen’s response best to talks by fellow salesmen 


the lines to be discussed at each meet- 
ing. This material is available from 
the suppliers involved, as well as back- 
ground information provided by the 
management’s own experience in han- 
dling the lines. 

While only the salesmen are re- 
quired to attend the monthly meet- 
ing, all employees of the company are 
invited. 

The management uses care in 
choosing the lines to be discussed at 
each meeting. The company has been 
encouraging its salesmen to specialize 
in certain lines, and Mr. Page and 
Mr. Perkins, in scheduling various lines 
for discussion, attempt to vary the pro- 
grams from line to line each meeting 
to help as many salesmen individually 


at one time as possible. The lines 


which are discussed at a given meet- 
ing are pushed that month vigorously 
The salesmen are encouraged to apply 
the knowledge gained at the sales 
meetings immediately. 

The Friday night meetings are de- 
voted to one or two manufacturer’s 





representatives. The Walke Co., like 
most distributors, receives letters 
monthly from suppliers requesting 
that time be given their representatives 
to hold sales meetings for the dis- 
tributor’s men. These are carefully 
screened by Mr. Page and Mr. Perkins 
and the manufacturers who are to be 
represented at a particular Friday night 
meeting are scheduled at least five or 
six weeks in advance. 


Speakers Carefully Chosen 


Since only one night a month is set 
aside for this type meeting, the Walke 
executives try to choose (1) suppliers 
who they believe will go to special 
lengths to provide an informative pro- 
gram, and (2) products with which 
members of their own organization are 
not familiar enough to discuss for 
the other salesmen. 

For example, shortly after the first 
of the year the sales manager of The 
Henry Walke Co.’s supplier of paints, 
refractories, fire brick and allied prod- 
ucts wrote Mr. Perkins requesting that 
time be allotted his company’s repre- 
sentatives to discuss their products. 
his happened to be a line which Mr. 
Perkins felt could best be discussed by 
the manufacturer's men, and conse- 
quently the Feb. 3 meeting was set 
aside for this subject. 

The manufacturer sent two repre 
sentatives, one to discuss the com- 
pany’s line of paints and the other to 
handle refractories and high tempera- 
ture cements. They had been informed 
well in advance what type of meeting 
Mr. Perkins and Mr. Page wished to 
hold for their salesmen, and conse- 
quently were in a position to present 
a worthwhile program. 


Walke Co. Directs Meetings 


Saturday meetings are devoted to 
lines about which at least one member 
of The Henry Walke Co.’s sales per 
sonnel is qualified by experience to 
discuss. At the February meeting John 
R. Tucker, assistant manager of The 
Henry Walke Co.’s machine tool de 
partment, covered the company’s line 
of woodworking machinery. 

If more than one man in the organi 
zation is fitted to handle the topic as- 
signed for a particular date, a round 
table type discussion may be held, with 
the rest of the salesmen asking ques- 
tions and volunteering opinions. Re- 
sponse by the salesmen is most 
enthusiastic to meetings when they 
ire conducted by men from their own 
organization. _ 

To measure as nearly as possible the 
beneficial effects of the meetings, in 
terms of actual sales, the orders secured 
bv each salesman on the lines special- 


SALESMEN listen attentively to discussion of paint line by I. A. Pfeil, Quigley 
Company (right, behind table). Vice-president and General Manager L. F. Perkins 
presides over meeting, steers discussion toward points of most interest to salesmen 


ized in during a particular month arc 
tabulated at the end of the month. 
Mr. Page reports a 20 percent overall 
increase in on the lines dis 
cussed at the first meeting. Results of 
later meetings have not vet been com 
piled, and later checks will have to be 
made to determine if the increase in 
sales due to the first meeting holds up. 


sales 


Range of Topics Planned 


It is planned that subjects other 
than product information are to be 
discussed at later meetings. Mr. Page 
and Mr. Perkins feel that for salesmen 
to give proper service to customers, the 
salesmen must be well grounded in 
such subjects as credit, deliveries, 
routing freight shipments, entering o1 
ders, returned merchandise, and the 
outlook for price changes. These 
topics, which are not directly related 
to product knowledge, are still im 
portant enough to discuss at special 
meetings. 

In addition to the general meetings 
of salesmen from both cities once a 
month, the Norfolk salesmen meet at 
the home office and the Charlott« 
salesmen in their city on the third Fri 
day night of each month. These meet 
ings, which are usually briefer than the 
general meetings, are held to discuss 
sales problems of the individual offices 

Mr. Page and Mr. Perkins feel that 
they have in this comprehensive pro- 
gram the best possible method of 
training their salesmen. They have ex 
perimented for a number of years with 
all the well-known forms of educa 
tional devices that are designed to give 
the salesmen adequate knowledge of 
the products they handle. They have 
had particularly poor results from send 
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ing their men to the manufacturer's 
plant. 

“If we send five of our salesmen ti 
a distant city, for example,” says Mr 
Page, “they will spend four or five 
days of valuable time and a consider 
able amount of money going through 
the manufacturer's plant. When they 
come back, the chances are that only 
one man out of five will have absorbed 
enough to make his trip worthwhil 
The other four will have wasted their 
time and company money 
pletely.” 


com 


Wary of Manufacturers’ 
Meetings 


Mr. Perkins is equally discouraged 
over the results of calling sales meet 
ings whenever a manufacturer wants 
to hold one for the distributor sales 
men. He feels that if the manufac 
turer’s representatives are free to hold 
any type of meeting they please, and 
the products discussed are not related 
to any general plan of sales training, 
the results are invariably poor. He 
stresses the fact that although their 
present sales meeting program utilizes 
manufacturers representatives, they 
are chosen with care and briefed in 
advance as to what is expected of 
them. 

Having a factory man go out with a 
distributor salesman usually results in 
good training, according to The Henry 
Walke Co. executives, but there are 
not enough factory men to help the 
whole sales force to any great extent 
The sales meeting, properly planned 
and carried through as far as possible 
without outside help, is the best solu 
tion found by the management of this 
company. 





4 STOCK CONTROL CHECK by 
Emie Schaalman, assistant p. a. at Lind- 
quist Hardware, Bridgeport . 


Stock 


Three easy steps—count of 
stock, your purchases record, 
current flow of goods—keep 
you on top of your inventory 


situation from day to day 


Stock conrrot at Th 
Hardware Co., Bridgeport, 
plicity itself, despit the many 
ried and regularly stocked 
Moreover, it can be a 
peration. It’s done faster, however, 
vhen two or three chip in a few hours 
of “slack time.” 
Krnie Schaalman, assistant purchas 
igent at Lindquist and a co-ongi 
nator of the simple system with E. R 
Helm, purchasing head, explains the 
tock control book he devised in this 
You follow it through on 
imple page at right) : 
st step; a fast vi ual count of 
taken. Mr. Schaalman_ will 
the top square of the three 
set aside for cach type of 
m, the amount He'll 
ite it down in black 
Step two; upstairs, at the purchasé 
control cards, Mr. Schaalman_ will 
check the stock control book against 
the purchases on tap at his suppliers 
He'll put that number, in red, in the 
second square of the three tiers of 
squares (see sample). 
Third step: in the event Mr. Schaal 
man finds his stock about depleted, 
he'll take his stock control book to 


Lindquist 
sim 
items 


one-man 


can 


on hand 


AND PURCHASES CHECK in the 
card controls, gives him the situation 
on demand and supply for 


4 SESSION WITH THE P. A. to de- 
cide whether to put in a standard order 
to keep enough of the tool in stock. 


Control Simplified 


Straight Shank High Speed Drills 


Purchased 
last year 
(Doz.) 1949 2/19 
"7 3 | 


Drills 
H. S. 


wy 


4 CLOSE-UP OF THE 
I hand 


For the 


number on nd tier, (in red 


tine order page 


Mr. Helm’s desk and together they'll 
lecide on whether or not a standard 
rder should be put in at their sup 
plier’s to keep enough of the tool in 
tock. That figure will be in blue 

The figure in red is in units. All 
other figures are in dozens 

\ green figure appears on 
this sample sheet—signifies an order 
sent to the supplier between stock 
Count of stock, by the way, is 
taken normally on a monthly basis, a 
weekly basis, or a twice-weekly basis, 
depending on movement of the item. 

\ check indicates stock is okay. 


none 


munts 
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4/25 


PAGE itself shows at a glance: first tier, 


in detail, foll 


5/24 8/4 9/12 10/17 
£ 3 3 0 


stock ok, 
] 


ue), 


in black), 


t already on order; third tier, (in b 


} 
yw text at the left 


When the stock control plan has 
reached final form (it’s still in the 
workout stage but proving itself daily) 
1 second page in the book, facing the 
one above and now being worked out, 
will contain the data now on the pur- 
chase control cards in the cardineers 
sce picture two). Mr. Helm hopes 
to be able, eventually, to dispense with 
two of the four wheels by the time the 
firm has reached this stage in the stock 
control index plan. This facing page 
will show, among other valuable data, 
the purchases for a year and wher 
stock went for that year. 





HOW TO TELL TOP QUALITY in a paint 
brush: Simplest way, of course, is to look 
for the name “OSBORN” — recognized 
throughout the world for the very best in 
workmanship and materials. 


ON THE PAINT BRUSH BUSINESS? 


Are you constantly telling your customers about The prospects for paint, varnish and main- 


OSBORN top quality painting tools? 

Are you stressing the completeness of the 
OSBORN line... the ability to give them the and repeat business. Are you making the 
most of it? 


F THE OS80RN MANUFACTURING COMPANY 
Dept. 275, 5401 Hamilton Avenue Cleveland 14, Ohio 
é v7 Es 


tenance brushes are legion! Here you have the 


means to get a good grip on profitable business 


right brush for every job? 














7 


Osborn No.611 Osborn No.401 Osborn No. 105 Osborn No. 435 Osborn No. 441 
Flat Sash Tool Varnish Brush Heavy Round Wall Paine Oval Varnish 
Glue Brush Brush or Paint Brush 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY + POWER DRIVEN BRUSHES + PAINT BRUSHES - MAINTENANCE BRUSHES 
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February 1950 
Compared with 
January 1950 


U.S. TOTALS February 1950 
Compared with 


February 1949 


First 2 Mos. 1950 
Compared with 


First 2 Mos. 1949 


+1% 














U4: 7/7] 
-14% -17% 


Comeiuen sy Inpusiaiat. Distrteuition 























Supply Sales Trends 


On the basis of sales reported by cooperating dis- 
tributors, the industry seems to be making a slight 
recovery from the low of last year. Sales for the first 
two months of 1950 are 17 per cent below those for 
the first two months of 1949. This is contrasted with 
sales for January, which were 19 per cent below 
January, 1949. 

It will be several months before a definite trend 
is apparent. Month to month figures have a tendency 
to vary widely between regions, as will be noted if 
the March and April issues of Supply Sales Trends 


are compared. This most significant indicator will be 
the year-to-date figures as we advance further into 
1950. 

On the basis of returns from reporting distribu- 
tors, the East South Central states of Alabama, 
Kentucky, Mississippi and Tennessee are only two 
per cent below 1949 in year-to-date figures. 

The West South Central states (Arkansas, 
Louisiana, Oklahoma and Texas) report sales in 
January and February, 1950, as only four per cent be- 
low the same period last year. 





February 1950 
Compared with 
January 1950 


February 1950 
Compared with 


1949 


First 2 Mos. 1950 
Compared with 


First 2 Mos. 1949 


February 





NEW ENGLAND 
Connecticut 
Maine 
Massachusetts = ] 
New Hampshire i) 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


New Jersey 
New York 
Pennsylvania 


2% 








-8% | -13% 


-23% | -23% 
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MORE MODELS 
MORE PROFITS 


FOR 4, 
Ls yr.” 


PIPE AND BOLT 
THREADERS 


SELECTIVITY is a powerful sales 
factor! That’s the big idea back of 
this 1950 line of “RAPIDUCTION 
JR.” floor type threading machines. 
Now you can offer, not one, not 
two, but FOUR choices of this 
popular, low cost “RAPIDUCTION 
JR.” ... THE machine to fit the job! 
If the PRIMARY purpose is PIPE 
threading, your customer has TWO 
selections: the No. 782 model with 
STATIONARY Die-Head; and the 
No. 782-R model with REVOLV- 
ING Die-Head. 

If the PRIMARY purpose is BOLT 
threading (including rods, studs, 
pipe nipples, etc., either BENT or 
straight) your customer has TWO 
selections: the No. 781A and the 
No. 782-A “RAPIDUCTION JR.” 
. .. both equipped with automatic 
REVOLVING Die-Head. 

Each of these four models has its 
specific advantages for specific con- 
ditions. Write TODAY for the 
complete facts. Prepare NOW to 
help your customers fit the machine 
to the job! It’s the Oster-way .. . 
the PROFITABLE way to SELL! 


THE OSTER MANUFACTURING CO. 
2041 East Gist Street Cleveland 3, Ohio 


Pipe and Bolt Threading 
Machines for Every Purpose 
and Every Budget 


No. 782 “Rapiduction Jr.” 

Pipe Threader 
STATIONARY Die- 
Head. Standard range: 
14” to 2” pipe. Bolt 
range 4” to 114”. 
Recommend this ma- 
chine for production 
work or where cut- 
ting-to-sketch on the 
job is required. 


No. 782-R “Rapiduction Jr.” 
Pipe Threader 


REVOLVING Die- 
Head and Open Type 
Vise. Standard range 
for Pipe and bolts 
same as No. 782 
model. Recommend 
this machine for 
threading BENT pipe 
or conduit. 


No. 781-A “Rapiduction Jr.” 
Bolt Threader 


AUTOMATIC RE- 
VOLVING Die-Head. 
Standard range: 4” 
to 114” Bolts; 44” to 
114” pipe. 


No. 782-A“‘Rapiduction Jr.” 
Bolt Threader 


Standard range: 14” 
to 14” Bolts; 4” to 
2” pipe. 


Recommend these 
models for production 
threading of bolts, 
rods, studs, or pipe 
nipples or where pipe 
or conduit must be 
threaded after bend- 
ing. 





Write for complete 
details, 


INDUSTRIAL DISTRIBUTION © APRIL, 1950 





SALES TRENDS (Continued ) 





February 1950 February 1950 First 2 Mos. 1950 
Compared with Compared with Compared with 
January 1950 February 1949 First 2 Mos. 1949 





SOUTH 


Delaware 
Florida 


—, 45% | -12% | -19% 


North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST NORTH CENTRAL 
Illinois 


tehigan #4% | -17% | -22% 


Ohio 
Wisconsin 


EAST SOUTH CENTRAL 


ero -18% | +11% | -2% 


Mississippi 
Tennessee 


WEST 


Arizona Nebraska 
Colorado Nevada 


Idaho New Mexico + + 

Iowa North Dakota i] % i] % - % 
Kansas South Dakota Le] e) e) 
Minnesota Utah 
Missouri Wyoming 
Montana 


WEST SOUTH CENTRAL 


Pea +6% | -17%| -4% 
Texas 


PACIFIC 


“oxo +8% | -8% | -16% 


Washington 




















INDUSTRIAL DISTRIBUTION © APRIL, 1950 





A GOOD PRODUCT 
AND EFFECTIVE 
MERCHANDISING 
MAKE YARWAY 

IMPULSE STEAM TRAPS 
A PROFITABLE LINE 
FOR 
SELECTED DISTRIBUTORS 


Write for information 


NOW! AT NO INCREASE IN COST 


Makes a good steam trap better 


Nearly 650,000 Yarway Impulse Steam Traps have already been installed— 
proof that they are doing a good job. 


Now a stainless steel body makes this famous littletrapeven better—at no increase in cost. 
Better in wear, better in service. Users will find Yarways require less maintenance 
than ever. All parts are wear-resistant, practically wear-proof. There is only one 
moving part, a small, stainless steel, heat-treated valve. Important, too—Yarway 


Impulse Traps are suitable for all pressures up to specified maximum without change of 
valve or seat. 


Other popular advantages are small size, light weight, easy installation and low cost. 
Often it costs Jess to buy a new Yarway trap than to repair an old, ordinary trap. 

In performance—ask any user. They all say Yarways are the traps that get equipment 
hotter sooner and keep it hot! 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 








1935-39*100 (by months) 


1935~-39=!00(by weeks) 
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INDEX OF BUSINESS ACTIVITY—Prepared by Business 


Week 


INDUSTRIAL PropuUCcTION-Off Slightly 


Activity in business and trade con- 
tinues unsteady, with some few lines 
of industry ahead, some lagging be 
hind, running along the edge of what 
may become, for them, a “‘soft’’ period. 

The level of purchases however, 
contiuues high; consumers still spend 
willingly and in a volume large enough 
to support satisfactory production 
rates in most of the key industries. 
Among the lines “out in front’’ and 
showing remarkable strength is con- 
struction, which has exceeded expecta 
tions Residential starts, according 
to B. L. S. statistics have been high, 
ind no signs point to a letup. The 
easonal pattern of activity in the in 
fact, indicates that 
| continue strong through 


dustry, in con 


truction wil 

Labor Day 

Economists Revise Forecasts 
| he 


n the 


msensus Of economists, ear 
was that the first half 


with 


Vcal 
would be relatively stable 
retail sales and in 
mn holding at high 

r the latter half, most econ 
I ts for all 
segment ictivity 
not so brig] cre was to be 


1wrece the prospe 


idjustment, a downward adjust 
ent. ‘That opinion now no longer is 
neral among them 
Lhe COd 
p n d “the 
of the coal strike 


+ 


P| 


} } 
ind 1UITO STTIAG ! 


ive post 

ettects 
irlv, have 
ne to the industry it 
self but have pushed out into other 
sensitive industries, cutting their pro 


! 

idjustment Nhe 
, 

parti u 


been limited 
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duction rates, sometimes by a sub- 
stantial amount. Even when the 
shortages do not result in actual work 
stoppages, they retard manufacturing 
and raise questions in the minds of 
industrialists. In many cases, they 
have resulted in deferment of pro- 
grams laid out on the drafting boards 
and awaiting an official “ok.” 


Boom Pushed Back 


The steel industry has probably 
suffered the most from the coal strike; 
its effects will be felt in the industry 
for some time. Where steelmen had 
anticipated a near-capacity output for 
at least the first six months of this 
vear, they find themselves plagued 
by a labor situation outside their own 
industrial sphere, a situation that has 
taken the edge off their expected boom 
in operations. Steelmen now antici 
that volume “ost” in 
the firsthalf will come through in the 
cond six months of the year 

Ihe automotive industry has been 
iffected similarly The automobile 
strike and the cutback in steel opera 

week by week, put through to 
deteriorating situation on 

al deliveries, cut into production of 
passenger cars and trucks. Yet dealers 
report more orders on hand than the 
meet in six months of 
ty production, so that the out 
he r too 


tht months 


pate business 


tions, 


meet the 


industry can 


seems bright for six 
Orders of automo- 
urrently, by the wav, are con- 

better than they were a year 
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Power men report more clectric 
power being consumed today than a 
year ago, about 5.3 percent more— 
which indicates, indirectly, the num- 
ber of machines in use and the high 
production level. Many more can be 
put to use; many thousands are await 
ing purchase under replacement and 
expansion programs contemplated by 
various segments of industry. These 
plans too, however, are being deferred 
while company purchasing men learn 
the “weather” in which they will be 
expected to operate for the remainder 
of the year. 

It’s a fact that until these strikes 
came along to put our industrial ma 
chinery out of whack, the general 
trend of economic conditions had been 
upward. Conditions were favorable 
in the construction industry (and stil} 
are for that matter), in department 
store sales, in personal incomes, and 
in sales of automobiles, major ap 
pliances, textiles. Even the jewelry 
trade had snapped out of the recession 
doldrums, and when folks have enough 
left over to spend money on trinkets, 
it’s assumed they've taken care of 
more pertinent needs \t anv rate, 
economists have watched closely the 
pattern of sales in textiles and jewelry, 
knowing a spurt in these two “sensi- 
tive” areas of buving presaged a gen 
erally favorable economic climate, in 
subsequent months, for other indus- 
tries. Both textiles and jewelry still 
ride along in an uphill climb, adding 
their bit to early prospects of an up 
ward trend of economic activity. 














To make a product 
as nearly perfect 
as fastenings 

can make it... 


.. And 
they're all 


a > sold through 
ALLEN 
DISTRIBUTORS 


ALLENOHEAD 
SCREWS 


Leading manufacturers like Warnef 
& Swasey use Allen O Head screws 
to insure top quality fastenings in 
their products. But no matter how 
many hundreds of thousands a 
manufacturer buys, every sale goes 
The only place to use a cheap screw 
is when you don’t care if it holds or 
not. Usually shearing or loosening 


through an Allen Distributor. 


costs thousands of times what you 
““save’’ on the cheapest fasteners. 


rhis leading machine 
tool manufacturer uses 


* 


y . : P . Allen O Head screws by 
YE Sremium for genuine 
You pay no prem 5f P the hundreds of thous- Allen field representatives work 


AllenO Head screws—only enough to ands for compact design, 
assure uniform strength and Class 3 fit. assured holding power 
and maintenance of 
precision adjustments. 


constantly with Allen Distributors 


Allen gives you the toughness of 
Allenoy steels, 100°% Pressur-forming, 
the advantage of every proved thread- 
ing method, quality control at €Very gory oNLY THROUGH LEADING DISTRIBUTORS 
step, including automatic instrument Westie: tn: Satter Giveat Se. tedudeal ever you need it 
controlled atmosphere heat treating. information and descriptive literature. 


ALLEN) 


MANUFACTURING COMPANY 
Hartford 2, Connecticut, U. S. A. 


w YORK S ANGELES 


to help them develop volume busi- 








ness from manufacturers in their 





localities. Ask for their help, when- 


* 


To pave the way for you, advertise- 
ments like that at left consistently 
carry the Allen story to your 


customers month in, month out. 
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“Selling Is My Busimess” . . . +00 1 tave « door 


opener product?” 


JULIAN MERCER: 


Use Power Tool 
As “Eye Opener” 


Portable hand tools are the best “‘en- 
trance that an industrial sup 
ply salesman can use, in the opinion 
of Julian Me of Columbus Iron 
Works Co., Columbus, Ga. 

Mr. Mercer has been covering the 
city’s industrial plants for the Georgia 
industrial supply firm for the past five 
vears. He savs that he has never 
failed to a1 r interest when 
he talk powe tool 
which he carri vith him more fre 
quently than not 


17 


gaincrs 


tor 
tOmn 


} 
portable 


| an “eve 
onnel or a pur 

chasing agent is alwavs interested in 
what it will d Production 
rintendents in a plant are 


ceing 
upe more in 
terested than are maintenance fore 
men, Mr. Merce lared. They are 
on the lookout for something 

nd increase pro 

ob easier and 

wide adapta 
thev never fail 

inity for good sell 

in selling such a 

tool, or using it as an pening for a 
sales int ilesman must know 
how to demonstrate its 
possibilitic ( the most part, a 
customer docs not have the time to 
read the instruction sheets, so a good 
demonstration of its many 
best method of getting 


across, \fr. Mercer advises 


] 


uses is the 


vour story 
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“Use an entrance gainer method?” 


Salesmen generally like to have 
something in their hands to show a 
prospective customer, Mr. Mercer 
savs. The portable power tool is a 
sure-fire use in this respect. Once you 
obtain the customer’s interest it is easy 
to suggest other items. 


C. M. MORTENSON: 


Need A Door Opener? 


Sell Lubricants 


There isn’t a plant in operation 
today that doesn’t use lubricants in 
some form or other; and C. M. Mor- 
enson, salesman for Hinds & Coon 
Co., Boston, has been sharp enough to 
make capital of the fact. 

I'hey’re a sure door opener, he 


says; 
ll plants use them; most plants 


wel 
and 
mce inside the plant you can make 
sales in other lines, generally 

So Mr. Mortensen sometimes will 
take a gun along, or the lubricant it 
elf, use it as a wedge in the door, 
make himself remembered for his good 
dvice and service and in turn get into 
hand how 
lubricants are applied and how they 
serve under various conditions and at 
mospheres 

Naturally 
dead center 
he can. 


come advice on the kinds to use; 


A : 
yp to learn at first 


Mr. Mortensen gets off 
on lubricants as soon as 
That product alone couldn't 
supply sufficient sales opportunities 
to make a career of it. But as a spring 
board, he thinks lubricants can’t be 
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“Try to be johnny-on-the-spot?” 


B. E. MeCASLIN: 


Hit ’em All 
Big And Small 


There are always a few accounts in 
any salesman’s territory that he thinks 
he'll never be able to crack, according 
to B. E. McCaslin, salesman for the 
Oberjuerge Rubber & Supply Co., St. 
Louis. “These are the ones the sales- 
man has called on five or more times 
and has yet to get an order,” said 
Mr. McCaslin. “With potential ac- 
counts like these, the human element 
always steps in and with it comes a 
strong will to skip this one call, re- 
gard it as a complete waste of time, 
and move on to the next town. That’s 
bad and I'll tell you why. 

“Even though the buyer in the plant 
is completely sold on his present 
source of supply, your time will come. 
Sooner or later the other guy is going 
to get caught short, and you'll be the 
‘johnny-on-the-spot’ with the right 
answers and the product to do the 
job. 

“Secondly, most buvers will develop 
in admiration for a salesman who will 
consistently call on them even though 
his effort in the past has been fruit- 
less. It shows the buyer you're inter- 
ested in his business. Complete cover- 
ge of your entire territory will always 
pay off and insure the substantial fu 
ture sales volume.” 





Knowledge and timber should not be used 
much until they are seasoned. 
—O. W. Holmes 
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IDEAS: How they “es 


... store and measure off manila rope 


Through long experience, distribu- 
tors have found that manila rope is 
best stored in the original wrapper. 
But on where it should be stored, and 
how, they all take different roads. 

Haupt Paint & Hardware Co., in 
Astoria, New York, has devised one 
method that combines the two essen- 
tials for “‘good rope stocking”: (a) that 
it should receive a minimum of han- 
dling and (b) that it should be easy to 
reach and easy to measure off 

rhe picture shows how the sizes in 
stock, from 4-in, to l-in. are stored. 
lo measure it off, the salesman simply 
passes one rope end through the screw 
eve bolt, as shown, and meanders 
down the aisle to a second screw eve, 
50 ft. away. 

It was Sales Manager Charles 
Haupt’s idea, and it saves time, effort 

ind the rope stock as well. 


ROPE END IN HAND, Frank Piraneo is on his way to fill a customer’s order for 


100 ft. in the simple, easy, accessible way devised by the Haupt Cc 


... admit light in bins ... speed stock knowledge 











LIGHTING 


ments allows bett \ ising at th C. Duncan Co., juickly learn where stock is 


bin compart BEGINNERS at Lindquist Hardware, 
stored by 

Minneay tora in ¢ k vith safety ex guide book that kevs stock drawers 

ng enough Salesman Charles LaRocque consults 

tems in and finds letter of the alphabet under which the 


f he particular letter alphabet 


of the bins He then looks for 


ens the chance on the drawers at the right. The drawers 


r 
y Tat) nr , -_ nr 1 1es}) 
pression springs, fine precision drills, saw Diades, 
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STEEL EQUIPMENT 
. «the High Profit Line to STOCK and SELL 


‘7engmaeee 


MAIL COUPON BELOW 
FOR FULL INFORMATION 


METAL PRODUCTS, INCORPORATED 


General Offices: 453 Monroe Avenue, Aurora, Illinois 
Factories: AURORA, ILL., YORK, PA., CHICAGO HEIGHTS, ILL. 
Sold Nationally through Factory Branches and Declers 


LYON Metal Products, Incorporated 
453 Monroe Ave., Aurora, Illinois 


Give me the 6 Bic “Reasons Way” Lyon Steel Equipment 
is the high profit line to stock and sell. 


NAME 





ADDRESS. 











City 





® Shelving ® Kitchen Cabinets 

® Lockers * Display Equipment ° ¢ 
© Wood. Working Benches * Hanging Cabinets * 
® Economy Locker Racks © Welding Benches 
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. S. Dollison 


E. M. Ikirt 


Dollison and Ikirt Advanced 


By Republic Rubber 


O. S. Dollison, formerly vice-presi- 
dent and general manager of the Re- 
public Rubber Division, has been 
elected vice-president of the Lee Rub 
ber & Tire Corp., with headquarters 
at Youngstown, Ohio 

E. M. Ikirt, formerly assistant 
treasurer of the Republic Rubber Divi- 
sion, has been appointed general man- 
ager of the Republic Rubber Division. 
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Keystoners Meet 


The Keystoners held their monthly 
meeting recently at the LuLu Temple 
in Philadelphia, the main feature of 
which was announcement that the 
group’s annual June party will be held 
at the Llanerch Country Club, instead 
of the Manufacturers’ Golf & Country 
Club. 


American Machine & Metals 
Establishes Division 


American Machine & Metals, Inc. 
has established a new division through 
the acquisition of the Gotham Instru- 
ment Co., Inc. of New York. This 
will supplement the line of pressure, 
temperature, electrical, flow, and 
liquid-level indicating instruments 


made by the United States Gauge Di- 
vision, by the addition of a complete 
line of industrial recording and con- 
trolling instruments. 


Richard S. Wharton 
Joins Hewitt-Robins, Inc. 


Richard S$. Wharton, formerly vice- 
president in charge of sales of the 
Quaker Rubber Corp., has joined 
Hewitt-Robins, Inc., New York, as 
sales manager of the Hewitt Rubber 
division. 

Mr. Wharton had been with 
Quaker Rubber for 33 years, rising 
from clerk, through the sales depart- 
ment, to vice-president. 


CORRECTION: 


The March issue reported on Page 
190 that R. F. Miller had been named 
manager of the sales promotion and 
advertising department of the Philadel- 
phia division of the Yale & Towne 
Mfg. .Co. Actually, as reported in the 
headline, Mr. Miller was made assist- 
ant manager. 





4 SPECIAL GROUP of representatives of Edward Valves, Inc., East Chicago, Ind 


manufacturing company, recently attended a three day meeting at the plant 
in attendance included, front row: Jos. W. 


Those 
Eshelman, Jr., Geo. W. Chipley, K. W. 


Wright, D. J. McDonald, Mylan Harvey, Gerald L. Black and Robert L. Lasher. 
Back row includes: R. A. Durand, sales manager; L. H. Carr, director of research; 


Ed Gross, assistant to the president; T. 


). Skilling, sales engineer; and D. Mac- 


Gregor, chief engineer, all of the Edward company 
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THE UNION TWIST DRILL COMPANY 


Listolaler Bilicy 


We realize the economic value of the services performed 
by Industrial Distributors and believe they provide the most 
satisfactory and economical channel of distribution for Union 
products. Our sales policy has been developed to recognize 
this, and is aimed to assure the Distributor volume sales at 
assured profits. 

Our Sales Policy: 

. We will refer all inquiries and orders received direct to 
our Stocking Distributors and to advise prospects and 
customers accordingly. 

. We will appoint no more Distributors in any one area 
than the market justifies — no more than can get ade- 
quate volume with profit. 

. We will sell direct only where customers or National, 
State, or City governments insist. 

. We will provide our Distributors with catalogs, educa- 
tional helps and sales material (with the Distributor’s 
name imprinted) to best assist them to service their trade 
and aggressively promote the sale of our line. 

. We will advertise nationally to your customers and pros- 
pects with an aggressive, consistent campaign built 
around the ‘Buy Through Your Distributor’ theme. 

. We will provide the services of factory-trained salesmen 
to assist our Distributors. 

. We will carry a complete stock (for immediate shipment) 
of the tools listed in our catalog. 

. We will list each Union Distributor in the Purchasing 
Agents’ bible, THOMAS’ REGISTER, on a Union insert 
under “Drills, Twist’’ 
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- Worth? 


This 

Distributor Policy 
Gives You a 
Quick Answer 


This 8-point distributor policy 
adds up to the kind of 
cooperation that puts extra 
money in your pocket. 
Cooperation that backs you up 
with 1,151,932 advertising 
messages in 1949... that 
provides you with every selling 
tool you and your men can 
use... that supplies you 

with cutting tools that are 
tops in performance. 


UNION TWIST DRILL COMPANY, ATHOL, MASSACHUSETTS 
e REAMERS «+ CARBIDE TOOLS 
We own and operate S. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates. 

BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers. 
BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates. 


MILLING CUTTERS « GEAR CUTTERS « TWIST DRILLS »« HOBS 
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Arthur L. Fleck 


American Screw Co. 
Names Fleck Sales Manager 


Arthur L. Fleck has been named 
general sales manager of American 
Screw Co., Providence, succeeding the 
late Charles O. Drayton 

Mr. Fleck had 
Mr. Drayton for many 
the last 
\merican’ 
house. In 


been assistant to 
years, and for 
ten served as manager of 
Chicago office 

ill he has had 25 years ex 

perience working with hardware whole 
distributors and and is 

key industry groups, includ 


and ware 


ilers users, 
ictive im Keé 
ing the Central States Hardware Club, 


ind the Northwest Hardware Club. 


Tools Ine. 


Buffalo 


has been formed 
of Machinists’ ‘Tools Inc., 
the Buffalo branch of 
Co., Inc., operating at 
Buffalo, N. Y lhe 
Don Reep, president; 

vice-president; and 
cretary and treas 


Machinists’ 
Formed In 
A new 


by the nam 


( OmMpany 


uccessors to 
Gierston ‘Tool 
S54 Main St 
fhceers are J 
Regis O’Bnen 
John V. Cook 
urel 

Mr. Reep formerly was district man 
for National ‘Twist Drill Co. in 
upper New York State for 
From here he 


igel 
eleven 
located in Los 
Angeles as vice-president and manager 
of Machinists’ ‘Tool & Supply Co. for 
three vears, coming back to New York 
State as vice-president in charge of 
sales for Gierston ‘Tool Co., Inc., of 
Elmira, N. Y Mr. Reep was first 
chairman and director of the Buffalo 
chapter of the American Society of 
Tool Engineers and chairman of the 


vear>s 
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National Standards Committee, and 
was active in forming all the chapters 
of this organization in upper New 
York State. 

Regis O’Brien is a well known cor- 
poration lawyer and has practiced in 
New York State for many years. 

Mr. Cooke came to the new organi 
zation from Union ‘Twist Drill Co., 
Athol, Mass., where, formerly, he was 
assistant secretary and treasurer and 
manager of the company for 
23 years. He is a member of the 
Credit Mens’ Association at Worces 
tc a Mass. 


credit 





J. Don Reep & J. V. Cooke 





INTERESTED PARTICIPANTS at the Charles C 


Two New Members 
For Warehouse Group 


The American Steel Warehouse As- 
sociation, Inc., announces a new ac- 
tive member: The Lang Co., Inc., 
Salt Lake City, Utah and a new asso- 
ciate member: Monarch Steel Co., 
Hammond, Inc. 


Lubrication Clinic 
Held by Charles C. Lewis Co. 


A combination open house and 
lubrication clinic recently was held at 
the new offices and warehouse of the 
Charles C. Lewis Co. of Springfield, 
Mass., under the supervision of Guy 
O. Duke, district service engineer for 
the manufacturer. About one hundred 
men attended, including maintenance 
men and supervisors from industrial 
plants located within fifty miles of 
Springfield. 

Mr. Duke explained that the pur- 
pose of the clinic was to bring out in 
the open and selve the various lubri- 
cation problems encountered in the 
daily work of Lewis salesmen, no 
matter what lubricant was being used. 
‘he latter portion of the meeting was 
devoted to a question and answer 
period. 


Lewis Co. clinic were Frank 


Handy, of the distributing firm, and Messrs. A. M. Cook, A. H. Medine and H. A 


Jacobson, all of the Norton Co., 
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Worcester, 


Mass. 





MICHIGAN ABRASIVE COMPANY ADVERTISING 


carries this importd 


Full distributor 
cooperation doesn’t 


'\, Just happen | 


Full distributor cooperation is planned 

at Michigan Abrasive Company as the 

“heart” of its marketing policy. To prove it is not 

just lip service, even the ads going to your customers 

always prominently point out that Michigan Red Coat 

Brand Abrasives are “sold through distributors.” This is 
another example of full, whole-hearted cooperation. 


The products have quality—the distributors are the Michigan 
Abrasive Company's main sales force. You as a distributor can con- 
trol your own abrasive business in your territory. The many advan- 
tages of handling these abrasives can be “laid in your lap” if you 
are in an open territory. 


STOP now and give full consideration to handling this abrasive line 

with its cooperative set-up that is distinctively to your advantage. 

Michigan Abrasive Company, 2360 W. Jefferson, Detroit 16, Michigan 
— pk mamas , 


Visit Booth 204 and 206 & i APE: et $ "3 \ 
Triple Industrial Supply Convention 9 eV ERs BS 
ATLANTIC CITY © MAY 22-23, 1950 4 My i rie a, : 
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P. H. McMANUS is the newly appointed 
general sales manager of Templeton, Kenly 
& Co., Chicago, Ill. A veteran with 31 
years service, he has been active as sales 
man, district sales manager and assistant 
general sales manager 
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A SCROLL honoring the founder of the 


W. H. Kiefaber Co., Dayton, Ohio was 


presented at a dinner commemorating the 
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ANNUAL SALES MEETING of the Hardware & Supply Co., Akron, Ohio, was 
attended by 51 outside salesmen representing the Akron and Massillon stores, the 
officers, department heads and sales desk personnel of the company 


NINE NEW CARS for sales representatives of the Toledo Pipe Threading 


irry the company’s 2-in. power pipe machin 


Co., Toledo, Ohio, now 
luggage compartment for 


lamp socket 


firm’s 30th vear. Pictured above are 
Edward Durst, stockholder; W. H 


Kiefaber, Sr., founder; A. G 
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demonstration purposes. The machine operat 


manager of Koehler Co.; 


Stoermer, plumbing department 


Seventy-five employees attend 


and 


Machine 
in the 
from a 


lliam 
manager 
dinner. 








when you sell the 
NEW Yale Load King 
chain type electric hoist 


Once your customers learn about this new member of the Yale Load 
King Hoist family, you'll be busy writing orders. But there’s only one 
way they can find out about it... you've got to tell them. Tell them 
and you will have easy pickings selling them! 

Your customers will want to know that while the 16-foot lift is 
standard on the compact, powerful Chain Type Load King, a load 
chain of any length can be supplied. The load sheave is mounted on 
ball bearings . . . 6 pockets engage links to hold the load and lessen 
chain friction. Each link is made of rugged steel alloy .. . is die 
formed, electrically welded, die forged and heat treated. Load hook 
swivels —is mounted on ball thrust bearings. All ball bearings are 
totally enclosed and sealed to keep out dirt, moisture and grime. 

The Load King also gives them push button control... quick lifting idageable jer oll btude of lesleting 
action... both Weston screw-and-dise type load brake and inde- operations, the Load King Chain 
pendently acting motor brake for double safety. type electric hoist can be had with 

These are just a few of the many selling points your prospects will lug or hook suspension, or plain 
want to know. Get acquainted with all of them and your sales will voles Ch SESE HANS oF 


* , agp at right angles to I-beams. Capaci- 
soar... it will be easy pickings. ties to 3, ton. 


THE YALE & TOWNE MANUFACTURING COMPANY 


Roosevelt Boulevard Philadelphia 15, Pa. 
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SCALES —Industrial - HOISTS—Hand and Electric + TRUCKS — Hand Lift -- - Electric. - - Gasoline - - - Diesel 
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To se, Steam Traps. you Neep THE AN: 


WERS 





What’s 


steam 


your return on 


trap sales? Lines 


Raise the pressure 


plugged? 
on these 15 questions—then 
let off steam with the answers 


on Page 156. 


1. There are two main types of steam 
traps; separating traps and pump 
steam traps. OJ True. O False 


Steam traps are applied to two 
general classes of equipment; (a) 
steam mains, headers, separators, 
purifiers, etc.; and (b) steam-heated 
units like pipe coils, jacketed ket 
tles, unit heaters, water heaters, 


etc. 0 True. O False 


Traps generally should be installed 
[] above the units they drain 
[] below and close to the units 

level with the units. 


Where gravity drainage to the 
trap won’t work out, or isn’t prac 
tical, a check valve, and/or a wa 
terseal, should be provided ahead 
of the trap to prevent back-flow of 
prime from the trap body 

True. © False 


5.Good installation dictates that a 
trap should be: 
1 of proper type and size for 
job 
€ isily accessible 
C periodically inspected 


7 


The maximum pressure a trap will 
handle depends upon the diameter 
of the orifice used in each size of 
trap. [1 True. © False 


A good customer wants to install 
several traps out-of-doors but. is 
worried they might freeze up in 
winter You'd naturally 
mend, as precaution 
] that he keep the line short 
on discharge side of trap 
insulate 
() provide it with a drain valve 
for intermittent use.) 


recom 


lo simplify trap inspection, a shut 
off valve or check valve should be 
installed in the discharge line 

[] makes good sense 
makes nonsense 


[] makes no difference 


9.A trap operates okay when dis 
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Every unit heater can use a steam trap installation 


charging to atmosphere, but trou 
ble begins when it is connected 
with the return line. That might 
be due to: 
[1 return line too small 
other traps blowing steam 
] vent to atmosphere in return 
line is plugged up 
] an obstruction in the return 
line 
7 excess vacuum in the return 
line 


In general, the smaller the trap 
ind the lower the pressure, the 
more frequently should trap oper 
ition be tested 
rue 


False 


11. You walk into a plant and sce a 
guy with his ear at one end of a 
steel rod and the other end of the 
rod resting on the trap cap. What's 
it all about? 

1 he’s gone off his nut and 
thinks he’s a radio station 
he’s trying to pic k some wax 
out of his ear—the hard way 
he’s listening for trap dis 
charges to check possible 


leaks 


A customer has trouble with scale 

ind pipe cuttings “ganging up” 

in the line. But he’s limited on 
. , all 

pace; he cant install strainers 

As a good remedy you'd suggest 

] putting in unions, one either 


You selling ’em? 


side of the trap, for easier 
pipe cleaning 

periodical high full steam 
pressure blowout to carry off 
unpurities 

extending a vertical pipe be 
low the trap so it forms a 
dirt pocket 


13. A customer needs a trap on a line 
where there is a wide variation in 
steam pressure. You would recom 
mend the trap have sufficient ca 
pacity: 

[ to handle the job at the low 
est pressure 
to handle the job at 
highest pressure 

] to handle the job at the 
lowest pressure, but with 
enough power to open the 
orifice at the maximum pres 


Sure 


the 


14. The best 


cuiting® 


remedy for “short-cit 

pocketed air or conden 

sate) on multiple-unit drainage by 

i single trap is to recommend that 

your customer use an individual 

trap on each pipe or heating unit 
| rue ] | alse 


15.'Traps should be selected accord 
ing to pipe size, with pipe connec 
tions of the same size as the drain 
ne from the unit 
I'ruc 


False 





Next month: PILLOW BLOCKS 
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ALL METALS 





ALUMINUM 

PIPE 

TUBING 

CAST IRON 

SHEET METAL 
COPPER 

TOOL STEEL 

COLD ROLLED STEEL 
DIE BLOCKS 
FORGINGS 

RAILS 

HIGH SPEED STEEL 


and all other metals 
PLASTICS 


TRANSITE 
BUILDERS BOARD 





t 


Upright Machine 








Die Work Machine 


Bench Machine 


AMERICAN SAW & MFG. CO. 
SPRINGFIELD 1, MASSACHUSETTS 


Hack Saws : Band Saws - Flat Ground Stock 


Tool Bits : Slitting Saws 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 





Speed Reducer 


Mounts Directly 
On Shaft to Be Driven 


This speed reducer mounts directly 
on the shaft to be driven and, ac- 
cording to the manufacturer, elimi- 
nates the necessity for special engi 
neering. It embodies exclusive design 
features which make possible, it is 
said, important savings in installation. 

I'he speed reducer has been de 
signed primarily for conveyors, bucket 
elevators, agitators, mixers, feeders, 
processors and similar machinery. 

The unit consists of a reducer with 
a fixed ratio of 15 to one, driven by 
a motor through any V-belt or flat belt 
drive. Any desired output speed from 
13 to 133 rpm can be obtained 
through the use of stock sheaves. A 
torque arm anchors the reducer and 
provides quick, easy adjustment of the 
belt tension through the use of a turn 
buckle No sliding motor base or 
foundation or flexible coupling is 
needed. 

Dodge Manufacturing Corp., Mish- 
awaka, Ind.—Industrial Distribution, 


April 1950. 


Coupling 


Simple Construction 
Makes Installation Easy 


Interchangeable with the old stand- 
ard coupling, this coupling, for the 
present, is available in two bore sizes: 
§ in. and 24 in., both taking up to 
120 hp at 3,550 rpm. Other sizes will 
be added later. 

[he coupling consists primarily of 
two cast iron discs with tapered bores, 
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rubber covered tubes assembled on 
studs, split tapered bushings, and two 
set screws for cach disc. Four drilled 
recesses in the bushing accommodate 
the “off” and “on” positions of the 
set screw driving holes of the coupling. 
Ihe holes in the bushing are offset 
so that when set screws contact them 
a force is applied in a direction either 
to drive the tapers of the two pieces 
tighter or looser, depending upon 
whether the coupling is being taken 
off or being put on. 

In installation, the coupling is 
placed over the bushing, set screws in- 
serted into the “on” position holes, 
and the screws are tightened until they 
engage the recesses in the bushing. An 
alignment key makes mistaken place 
ment impossible. 

Allis‘Chalmers Mfg. Co., Milwau- 
kee — Industrial Distribution, April 
1950. 





ae 
yy 


Sander-Saw 











Four Inch Belt Sander 
Converts to Portable Saw 


A four inch belt sander which 
quickly converts into a six inch port 
able saw weighs only 18 pounds, and 
is properly balanced for easy opera- 
tion. ‘The belt is held under constant 
spring pressure, and centers perfectly 
on the pulleys. A tension latch pro 
vides for quick change of the belt. 
Belt alignment is adjusted by means 
of a small knob at the left rear of 
of the unit. 

Cummins Portable Tools, Divi 
sion of Cummins Business Machines 
Corp., Chicago—Industrial Distribu- 
tion, April 1950. 
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Vises 


Pipe and Woodworking Vises 
Added to Line 


The manufacturer’s line of vises has 
been recently enlarged with the addi 
tion of pipe vises and woodworking 
vises. The new pipe vises are avail 
able in four sizes, holding pipe from 
4 in. to 2 in., 24 in., 34 in., and 44 
in. ‘The jaws are of a new flat type 
that provide a positive grip. 

The Charles Parker Co., Meriden, 
Conn.—Industrial Distribution, April 
1950. 


Conveyor Belting 


Installed in Field 
Without Trained Technicians 


[his sectionalized belt conveyor can 
be shipped as a package and installed 
in the field without the help of trained 
technicians in about one-fourth the 
time required for a conventional type 
conveyor, it is claimed. 

The-conveyor comes in sections of 
154, 184 and 214 foot lengths that 
can be bolted together according to 
the needs of the job at special joints 
designed to facilitate assembling and 
assure correct alignment. 

Aggregates can be conveyed at 300 
tons an hour over the new conveyor, 
which is designed primarily for small 
scale operations. Coal, coke, ores and 
dirt can also be handled. 

Hewitt-Robins Inc., New York 
Industrial Distribution, April 1950. 

(Continued on page 112) 





Every industrial plant needs 


amset 


EM stn set 


Fastening System 


You'll make a hit with plant engineers and maintenance super- 
intendents by showing them RAMSET FASTENING SYSTEM. For 
maintenance or alteration jobs, requiring fastening through 
steel or wood into steel, concrete or other hard building 
materials, RAMSET does the work in 50% to 90% less time and 
at one half to one third the cost of old-fashioned methods. No 
drilling, chipping and plugging. Takes less than a minute per 


fastener, from start to finish. ee Light, portable RAMSET 
Y ¥ é , n fif ‘ FASTENING TOOL. Com- 
ou can demonstrate the value of RAMSET in fifteen minutes. pletely self-contained. 


Every tool sale brings continuous profits from the subsequent No air or electric lines 

k ; é jae needed. Quickly pays 

purchases of RAMSET supplies, all at substantial profit margins. 4 for itself in any indus- 

; ; tri ‘ 

Widely used in hundreds of plants, large and small, hee 
RAMSET is one of today’s ‘‘hot’’, profit-making items. 
Send for details on how to ‘‘Ramset’’ your way into 


this steady, profitable business. 


STEMCO CORPORATION 


12117 Berea Road, Cleveland 11, Ohio 


MAIL COUPON TODAY FOR 
RAMSET PROFIT PLAN 


Stemco Corporation 1D-4 
12117 Berea Road, Cleveland 11, Ohio 


We're interested in selling RAMSET FASTENING SYSTEM. Please 
send details 


Typical examples of RAMSET FASTENERS (actual isis 

size) for practically any kind of fastening job in 

steel and concrete. Just slip one, with power Compony Postion 
charge, into the portable, self-contained RAMSET 

TOOL and RAM! The job is done instantly, tightly Midian City 
and at amazingly low cost, 
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WINTER TAPS FOR 
SPECIAL APPLICATIONS 


Tapping problems are often encountered when special 
materials, odd sizes and types of threads, inaccessible 
work conditions, and/or high production require- 
ments are involved. Taps of special dimensions and 
designs are sometimes called for. 

Winter Tap Engineers are well seasoned and qualified 
to develop the most efficient taps for your customers’ 
special applications. They will also help your customers 
get the most out of these Winter “Balanced Action” 
Taps. The outstanding accuracy and quality of all 
Winter Taps, stock or special, makes them a sound 
investment for you and your customers. 


Winter makes all types and sizes of stock taps and dies 
as well as special threading tools. 


ALWAYS AT YOUR SERVICE 
pr, BROTHERS advertising in leading 


business publi- 

cations peints ovt thet WINTER distributers carry a com- 

0 ee of WINTER Taps. Your customers ore encour- 

aged te deel with their industrial distributers when they 
need any staple industrial product. 


WINTER BROTHERS COMPANY «© Division of the National Twist Drill and Tool Company 
Rochester, Michigan, U. S. A. Distributors in Principal Cities © Branches in New York, Detroit, Chicage, San Francisco 





NATIONAL 


TWIST DRILL 


COUNTERBORES AND 
INVERTED SPOTFACERS 


Counterboring is one of the most punishing metal cutting 
operations in the shop. Uneven starting surfaces and 
lack of support are often met with. 


National Interchangeable Counterbores and Inverted 
Spotfacers are designed to meet such conditions. 

Their sturdy construction, combined with simple inter- 
changeability and rigid alignment, makes them ideal tools 
for production counterboring and spotfacing. 


For especially difficult or unusual applications, design and 
field engineers are at your customers’ service. The complete 
National line includes Twist Drills, Reamers, Milling 
Cutters, End Mills, Hobs, and Special Tools. 





Ol 


“CALL YOUR DISTRIBUTOR” | 


it is NATIONAL'S firm belief, based on long experience, 
that the local industrial distributer is the one best source 


J for all staple industrial needs—including NATIONAL 
Metal Cutting Tools. 


NATIONAL TWIST DRILL AND TOOL COMPANY ° Rochester, Michigan, U.S.A. 
Distributors in Principal Cities + Factory Branches: New York + Chicago + Detroit « Cleveland © Son Francisco 

















Bearings 


Anti-Friction Bearing 
Designed for Light Work 


Designed primarily for light duty, 
low speed anti-friction bearing ap 
plications, an arrangement of two 
pressed steel stampings 
elf-aligning wide inner ring type ball 
has been developed by the 
manufacturer. Light weight, low cost, 
factory sealed-in lubrication and case of 
installation are listed as advantages 
f this complete ball bearing power 


enclosing a 


bearing 


tr sion unit 


LHSTNS 


The 


18 sizes 


s available for shafts of 
ranging from one-half inch to 
inch ’ 
The Fafnir Bearing Co., New Brit 
in, Conn.—TIndustrial Distribution, 


April 1950 


unit 


Hose 
Rubber Hose 


Carries Hot Oil, Water 


A new type of rubber hose designed 
especially for carrying hot oil and wa- 
ter as used to clean steam locomotives 
has a Reprene tube amply reinforced 
by three braids of high tensile cord. 
Angle of braid is accurately controlled 
to give the hose maximum pressure re- 
sistance, and each braid is separately 
insulated and protected from chafing 
by highly adhesive Reprene sheets. 

Ihe hose retains its original shape 
throughout its service life, while the 
specially compounded Reprene cover 
stays like new, it is claimed 

Republic Rubber Division, Lee 
Rubber & Tire Corp., Youngstown, 
Ohio—Industrial Distribution, April 
1950. 


Valves 
Back Pressure Valves 
Closely Regulate Steam 


Made in two types, this valve is ex 
ceptionally accurate and durable. One 
type will maintain steam pressure at 
iny desired point between 0 and 20 
psi, and the other is an atmospheric 
relief valve for vacuum service. Both 
valves are suitable for heating systems, 
power plants and process applications 
where close regulation of large quanti 
tics of steam is required. This multi 
port valve is fundamentally an assem 











bly of several single port valves. 

With these new back pressure 
valves, “wire drawing” and “hunting” 
with pulsating flows are virtually elim 
inated the individual valve 
units can be set to open in sequence 
Thus, at small increments of pressure, 
only one valve at a time is in a throt- 
tling position. Individual and positive 
testing or setting of cach valve unit 
can be done without dismantling the 
valve. Moreover, repairs or replace 
ment of one of the units does not 
prevent operation of the valve as a 
whole. 

Klipfel 
Ohio 
1950 


because 


Valves, Inc., Hamilton, 
Industrial Distribution, April 
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Product 


Manufacturer 


Page 


Product 


Manufacturer Page 





Speed Reducer 


Coupling 
Sander-Saw 


Vises 

Conveyor Belting 
Bearings 

Hose 


Valves 

Hacksaw Frames 
Mechanic’s Hammer 
Anchoring Devices 
Power Saw 


Multiple Head 


Drills 


Power Hoist 
Bits 

Rock Drill 
Relief Valve 
Pipe Wrench 
Hand Truck 
Chuck 


Hacksaw Blade 





Dodge Manufacturing 
Corp 

Allis-Chalmers Mfg. Co. 

Cummins Portable 
Tools 

The Charles Parker Co 

Hewitt-Robins, Inc 

The Fafnir Bearing Co 

Republic Rubber Divi- 
sion Lee Rubber & 
Tire Corp 


Klipfel Valves, Inc 


Machine Rebuilding Co. 


The Mondie Forge Co 

Arro Expansion Bolt Co. 

Sales Service Machine 
Tool Co 

Ettco Tool Co 

W. W. Williams Indus- 
tries 

Stewart-Warner Corp 

The Midway Tool Co 

Syntron Co 

Hvdraulic Equipment 
Co 

lrimont Mfg. Co 

Sage Equipment Co 

The Whiton Machine 
Co 

Victor Saw Works, Inc 


108 
108 


108 
108 
108 
112 


— et et et 
Vie ete 


Clamps. . 
Tube Expanders 


Electrode 


Masonry Drill 
Milling Cutters 
Scaffold 


Belt Feeder 
Saws 
Swivel Caster. 


Under-Feed Oilers 
Non-Scaling Compound 


Hex Keys. . ‘ 
Storage Equipment 


Lamp Starter 


Padlock 


Band Saws 
Machine Vise 


Vise 

Combination Drill-Tap 
Hydraulic Pump 
Electrodes 





H. L. Judd Co 

The Gustav Wiedeke 
Co.. 

All-State Welding Alloys 
Co., Inc... 

Carboloy Company, Ine. 

Super Tool Co 

The Patent Scaffolding 
Co., Inc 

Richardson Scale Co 

Blade Mfg. Co 

Bond Foundry & Ma- 
hine Co 

Trico Fuse Co 

Parker Stamp Works, 
Ine 

Parker-Kalon Corp 

Lyon Metal Products, 
Ine 

Sylvania Electric Prod- 
ucts, Ine 

Master Lock Co 

Duro Metal Products 


Co 
South Bend Lathe 
Works 
Borg-Warner Corp 
Mohawk Tool Co 
Lyon-Raymond Corp 
Harnischfeger Corp 
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SHOW ’EM 
THE HEADS 


....HE THREADS 
...AND THE SHANKS 


When you talk “bolts” to your customers, show 
‘em the sturdy heads, smooth-fitting threads, and 
straight shanks of Bethlehem Bolts. For Bethlehem 
Bolts are good bolts on all three counts. What's 
more, they come in hundreds of individual types 
and sizes—a range so wide as to meet virtually 
every customer requirement. Bethlehem Bolts are 
good bolts to sell, and sure builders of repeat 


business. Get your order in today. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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New Products 


(Continued from page 112) 


























Hacksaw Frames 


Frames Accommodate 


10 Inch and 12 Inch Blades 


I'wo rigid hacksaw frames will ac 
commodate 12 in. and 10 in. blades. 
Both frames are light, well-balanced 
and capable of withstanding exces 
sively high blade tension without any 
warping, bending or bowing of frame 
or twisting of the blade. ‘The frames 
are constructed of a single piece of 
treated steel tube with machined 
blade holders and a cast aluminum 
handle. 








Make a Can-by-Can com- 
parison on any sidewalk in 
your town. You'll see a lot of 
crushed, battered, rusted, and 
generally sick-looking Cans. And—you'll see Witt Cans. You'll 
know them right away.’Even the ones that obviously have had 


long, hard service stand out straight and sturdy. WITT Cans , Une frame has a throat depth of 

defy all-out destructive efforts of heat, food acids, weather, “4 i., and the other has a throat 

heavy loading, and collectors’ rough handling. There are reasons depth of 33 in. 

for the superiority of WITT Cans— Machine Rebuilding Co., Detroit 
Industrial Distribution, April 1950. 


STRAIGHT SIDES ‘assure greater strength, “extra resistance to 
rough handling. 





HEAVY GAUGE STEEL provides basic ruggedness, further strengthened 
by 


STRUCTURAL STEEL BANDS which protect top and bottom of can, act as 
shock absorbers, and 


DEEP ROLLING CORRUGATIONS the strongest known. 


HOT-DIP GALVANIZING, a hand process, insures heaviest possible rust 
proofing, after fabrication. 


PINCH-PROOF HANDLES and sturdy ONE-PIECE TOP completes the WITT 
Can except for the famous 





QUALITY ASSURING — WITT Cans outlast ordinary cans 3 to 5 times. 
GUARANTEE 








Mechanic's Hammer 
STRAIGHT SIDES Pro- 


vite Regged Strength. Two Hammers Made 
THE WITT CORNICE COMPANY reater Resistance fo 5 
Cincinnati 14, Ohio Revgh Handling . . On Single Handle 
Longer Wear! : 
“Originators of the Corrugated Can" [his mechanic’s hammer has two 


WITT CANS : heads on a single handle, one head of 
hare the Aight tragdy drop forged stecl and the other of 


rubber. ‘The hammer is valuable in 

Ny light or heavy work where surfaces 

S : of material must not be dented or 
damaged. ‘The medium-hard rubber 

head, pressure locked on a drop forged 


steel base, has a calculated low blow- 
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recoil factor, and can do heavy work 
without denting or peining the mate 
rial being struck. The hammers are 
available in 40 oz. sizes. 
(he Mondie Forge Co., Cleveland 
Industrial Distribution, April 1950. 

















Anchoring Devices 


Carbide Tipped Drill 
Cleans Dust From Hole 


(he manufacturer announccs the 
addition of several new products to 
his line of anchoring devices and ac- 
cessory tools. A carbide tipped spin 
drill is designed for drilling holes in 
all types of masonry. The drill in 
corporates a low angle, flexible spring 
that automatically cleans drill cuttings 
from the hole during the drilling proc 
ess. A broad range of drill sizes is 
available. 

A double expansion shicld for use 
with machine bolts is used for at 
taching to all types of solid masonry. 
Another addition is an improved stud 
bolt anchor consisting of a lead sleeve, 
expansion cone, bolt and nut. 

Arro Expansion Bolt Co., Marion, 
Ohio—Industrial Distribution, April 
1950. 


Power Saw 
Portable Saw Has 
Commercial, Home Uses 


This portable power saw provides 
fast, accurate cutting of material up 


TIE-UP 
WITH 


ILLINGS 


~~ Get the facts 


at Booths 728 & 730 
. Atlantic City 
May 22-24 
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JMDRY CO., HILLSIDE, 


NATION’S FIRST STAINLESS VALVE CLINIC 


ATTRACTS INTEREST OF CHEMICAL FIRMS 


DESIGN FEATURES OF COOPER ALLOY 
STAINLESS STEEL VALVES DISCUSSED 


Many of the nation’s leading 
stainless steel valve users 
now have a better under- 
standing of the design and 
performance of Cooper Alloy 
stainless steel valves. They 
were guests and participants ‘ 
in the nation's first stainless 
steel valve clinic, sponsored 
by Cooper Alloy and held 
recently in Pittsburgh, Pa. 


Representatives of Pittsburgh's leading chemical and 
chemical equipment firms attended this unique dinner-meet- 
ing, which will soon be followed by similar clinics in leading 
cities throughout the country. 


After a brief introduction by Mr. George Black, Manager of 
Cooper Alloy’s Public Relations Division, Mr. Jack Victorine, 
General Sales Manager, spoke on ‘Background for Quality." 
The major talk of the evening was presented by Mr. P. C. 
Shaffer, Cooper Alloy's Chief Engineer, who discussed 
“Designing for Long Life and Easy Maintenance."’ His 
talk covered gate, globe, “Y"', angle, check and tank 
valves in an attempt to show how long service life and 
easy maintenance are built into stainless steel valves by 
the application of sound engineering principles. 


Mr. J. L. Lessman, Manager of Cooper Alloy's Valve & 
Fitting Division, spoke on ‘‘Competitive Gate Valve De- 
signs.'' This provocative talk was followed by an active 
open forum discussion conducted by Mr. James E. Ziegler, 
Cooper Alloy's Pittsburgh representative. 


These clinics are one more step in a continuing program 
to provide your customers and prospects with the type of 
information they need to help them in the handling of 
corrosive liquids and gases. 


[AVAILABLE ON REQUEST: Cooper Alloy Comparison 
| Chart on 2” and %” gate valves imprinted with 
| your own name and advertising message. 





The COOPER ALLOY Foundry Co leading producer 
of Stainless Steel VALVES + FITTINGS » CASTINGS 
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to 2g-in. by 23-in., and permits angle 
cutting of 1%-in. stock. The saw is 
equipped with a } hp., 110 volt, single 
phase, 1,725 rpm. motor, which oper 
ates the machine at 150 strokes per 
minute. Full cutting stroke is 34-in. 

An 8-in, blade is furnished as stand- 
ard equipment. ‘The machine is 
equipped with an extension bar to ac- 
commodate 10 in. blades. The hack 
saw has a pressure relief on the return 
stroke which eliminates drag and un- 
necessary blade wear. Standard equip- 
ment also includes a gauge bar that 
permits speedy cutting of uniform 
length picces, and a special latch bar 
for holding frame when hoisted. The 
saw frame is provided with take-up to 
compensate for wear. 

Sales Service Machine Tool Co., St. 
Paul, Minn.—Industrial Distribution, 
April 1950. 














Multiple Head 


Drilling, Tapping Aided 
By Adjustable Spindles 


hlexibility in drilling or tapping 
parts with hole sizes up to and in 
cluding y in. in steel (on any type 
drill press) is made possible with the 
manufacturer's new adjustable spindle 
multiple head. 

Rapid and accurate spindle adjust 
ments can be made from a minimum 
center distance of 11s im. to a maxi 
mum center distance of 7% in. Spindle 
can also be located at any point within 
a 3ys in. diameter circle. 

Ihe template method makes it a 





New Business for You in 


WORK-RITE DIES 
and Screw Plates... 
Butterfield’s Latest 
Addition Brings 
a 


COMPLETE LINE 


WORK-RITE DIES ore easy to assemble and adjust. Two-piece die fits into 


*100% INSPECTED” 
milled slot in collet; guide holds it in place; set screws adjust it. Two cutting 


DIES edges on each half of die are quickly sharpened on any thin wheel. Double 


bevels permit hand or machine operation. A sure hit in small machine shops, 
garages, home work shops. WRITE FOR BULLETIN listing sizes, specifications, 
prices. 





Butterfield Round Adjustable 
Butterfield Thread-Rite ... Dies . . . List No. 2005 — %” 
the adjustable collet die at its O.D., adjustable in holders. List No. 
best . . . a complete line of dies . 2010 — 13/16” O.D. and larger, 
and holders in both National ' with taper-screw odjustment. No. 
Coarse and Fine threads series. . 2005 in American National form of 
thread only. No. 2010 in Amer- 
ican National, Whitworth, Amer- 
ican Standard Pipe, British Associ- 
ation, French or International forms 
of thread. 


Butterfield Solid Square Dies 
— Pipe and Bolt — the former 
furnished with American Standard 
Pipe form of thread, the latter with 
American National. 


Butterfield Hexa- 
gon Rethreading 
Dies . . « for use 
only for repair work, 
for dressing over 
bruised or rusty 
threads. Furnished — 
with American Na- 4 i 
tional or Whitworth » 
form of thread. 


BUTTERFIELD 


THE 100% INSPECTED TOOLS 


UNION TWIST DRILL CO. 


BUTTERFIELD DIVISION 


+ 
i 
Derby Line, Vermont t 
| 
i 


Every Tool Individually Inspected 


Bo tars + DIES + REAMERS + SCREW PLATES 
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HARDENED RETAINER 
PIN 


Presses into hex bushings. 


HARDENED HEX 
BUSHINGS 


Pressed into casting, absorb radio 
thrus 











ALIGNMENT BUSHING 
Revolves on Retainer Pin. 








Exclusive, improved Vincent Dressers and tough, 


long-lasting Vincent Dresser Cutters are just the combination 


to produce clean, accurate dressings at lowest cost. They 


are the right combination for complete customer satisfaction. 


The improved, exclusive features of Vincent Dressers 


shown above assure more accurate dressings and fewer 


dresser replacements. Special analysis steel, heat treated to 


exactly the correct hardness, provides added dressings from 


40 Dressers 07 
* } aga up to ' 
face. “ 
#1 Dressers = ” 
* we 1%" to 
face. - 
42 Dressers e ” 
Whe els ovet 3 
face. 


g 


every Vincent Cutter. 
Point out these features to 
your customers for faster sales... 


ai 


greater ‘‘repeats. 


USE THIS CHART TO 
SELECT THE PROPER 
DRESSER FOR EVERY 
JOB! 


STEEL PROCESS COMPANY 


Heot Treaters of Metals—300 Tons Capacity Daily 
Producerd of GRINDING WHEEL DRESSERS AND CUTTERS * HSS TOOL BITS 
CONICAL CUTTERS AND HOLDERS » DIAMOND DRESSING TOOLS 
TUBE CLEANER CUTTERS + HIGHWAY SURFACER CUTTERS 





2424 Bellevue Avenue 


118 


Detroit 7, Michigan 
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| 
| 
| 





simple matter to locate spindles ac- 
curately for a given hole combination 
and to change their location swiftly 
from one drilling or tapping operation 
to another. ‘The adjustable spindle 
multiple head is available with two, 
three, four or five spindles. 

Ettco Tool Co., Inc., Brooklyn, N. 
Y. — Industrial Distribution, April, 
1950. 




















Drills 


Drills Cut 
Nails and Spikes 


Nails and spikes encountered in 
drilling may be cut off with ease and 
with no damage to this line of drills. 
Standard shanks are 4 in. diameter 
and are stocked in three in., five in., 
14 in., 18 in., and 24 in. lengths. In 
serts are available from ,% in. diameter 
to 24 in. 

(heir non-hogging, non-bursting, 
non-splintering characteristics, — plus 
high speed steel in the inserts, adapt 
the dnlls to a wide range of materials 
Torque and side thrust are absorbed 
by the shank, not by the screw. 

W. W. Williams Industries, Athol 
\ass.—Industrial Distribution, April 
1950. 


Power Hoist 


Unit Exerts 
6700 Pounds Pressure PSI 


\ power-operated hoist and follower 
plate unit adapted for use with a ma 
terials pump is designed to handle 
materials that will not seek their own 
level. ‘The unit exerts more than 6700 
pounds pressure psi on material in the 
container, assuring positive prime and 
elimination of air pockets. The tube 
less synthetic tire wiper cleans the 
side of the barrel or drum, saves ma 
terial, and, by its priming action, pr 
vents skinning and climinates contami 
nation 





ga 


“Brig thoy Mand Table 


Brighthoy Rod in drill press, burring 
and polishing inside of guide hole 


nd sm thing of threads 


Lucrease Your Profits 


Introduce Your Customers to 
BURRING, FINISHING, 


CLEANING, POLISHING 
—IN ONE OPERATION 


Work time counts most in this era of high 
labor costs. Abrasive plus rubber, embodied 
in Brightboy, combines work operations, saves 
time, increases profit margins in metal-work- 
ing. woodworking. plastics manufacture. 
WHAT BRIGHTBOY DOES: 

1. Bridges the gap between the rough grind 
and the buff, frequently in one operation. 

2. Works to close tolerances: can be shaped to 
contour. 

. Produces a wide variety of conventional 
and special finishes and patterns: fre- 
quently the final polish. 

. Requires no before-use preparation or 
dressing: no skilled labor to handle it 


SMALL INVENTORY 
FAST TURNOVER 
FINE PROFITS 
INVITING TERRITORY 
Brightboy is a sales “natural”, by itself and also in 
combination with many logically-related items: grind- 
ing wheels. abrasive cloths. cutting tools, files, ete. Tt 


is a “must” in rounding out your complete abrasives 
service to customers. 


CHOICE FRANCHISES AVAILABLE in fine indus- 
trial territories. Write for details on consistently- 
advertised, widely popular Brightboy. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. Newark 7, N. J. 
America’s Pioneer Manufacturers of Rubber-Bonded Abrasives 


INDUSTRIAL DISTRIBUTION 
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Polishing base of elbow tube with 
Brightboy Wheel 


Smoothing and burring dural and 
stainless steel parts with Brightboy 
W heel 





EVERY ASSEMBLED PRODUCT 
NEEDS FASTENINGS LIKE THESE! 





SHAKEPROOF 4 . 
THREAD-CUTTING SCREWS SHAKEPROOF SPEED NUTS 
It can be used for application of 
lubricants, greases, caulking and seal- 
WASHERS 5 ing compounds, adhesives, mastics, 
and spray emulsions. It is equipped 
with controls to raise or lower the 
elevator under pressure, and has built- 
TRI-LOK SELF-LOCKING NUTS in air bleeder and suction release to 
simplify withdrawal of the plate from 
SEMS-by-SHAKEPROOF _— | the drum. 


inden Dette” hgat iB 
SAHNASPROOP : 
engineered fastenings' 


SHAKEPROOF Lock 


| 
| 


Bits 
Wood Auger Bits 
Use With Electric Drills 


These bits are available in 13 sizes 
from } in. to one in. ‘They are also 
packed in two sets of six and 13 bits 
each. ‘The bits are suitable for all 
industrial uses and are ideal for car- 
penters, contractors and home work- 


AE G shops. 
Wt. Made of special chrome alloy steel, 
or WORKS each bit is accurately hammer-forged. 


° ‘ 
LLINOots T 39, Wineis Screws are accurately centered by pre 
o Chices° cision machinery. Bit throats are 
clear and open to facilitate chip clear 


piviston OF | 
Keeler Avenue 
501 North 
. ance. 
The Midway ‘Tool Co., Inc., Mel 

vin, Ohio.—Industrial Distribution, 


April 1950. 
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WE HELP YOU SELL 


UNITED STATES ELECTRICAL TOOLS 
IN YOUR TERRITORY 


U.S. jobbers and distributors will tell you that ours is an active sell- 





ing-help policy of many years . . . and for 1950 it’s stronger than 
ever. Cash in on it! Some territories are available . 


WRITE US NOW 


eee OR wy 
ee" "=, 


Many thousands : 
in all lines of “ 


industry see - i 
TATES” SETS THE PA 
these adver- UNITED S 


\ 

\ 
tisements FOR EFFICIENCY AND PRECISION a 
every month set I 
/ 

f 


s 
7 
* yur STATES 


fa 

a 

ELECTRICAL TOOLS, 
“e, OF COURSE! 6” 


Senne?” 


Numerous 
dealer selling 
helps also TOPMOST in satisfaction in 


electrical tools is the most 


available ; complete line in America... 


the United States Electrical 


T i ich is recognized 
wits tins UTILITY FLOOR GRINDERS Tool Line which gni 


00 by mechanics and appreci- 
Model 5! 3 


SIX-POINT for 12”, 14” and 18” wheels ated by every user. 
Electrical tools for produc- 


Ht 
\ Standard equipment includes totally ; 
DISTRIBUTION PLAN enclosed motor, push button starter : oil maintenance are 
providing overload protection, ball- tron a ae ho 
bearings enclosed a at a stocked by America’s leac ing 
ings, enclosed adjustable whe § ; 


° Full line guards, tool tray and lift-out pot distributors 


®, 











. Super-quality . 
se drills * grinders * buffers * polishers * sanders * tappers M 
+ Sineninel. yrtione hole saws * heat guns * saws * screwdrivers ° flexible 


are . 
Protection shaft machines * valve seat grinders * valve refinishing shop 


. Good profits The UNITED STATES ELECTRICAL TOOL Co: 


Sales aids CINCINNATI, OHIO 


— ee ee ~~ 
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IMPROVED 
Geil” 6 a 


New Clamping Method — Lower Prices 


Selected alloy steel, heat treated, 
and hard chrome plated, com- 
bined with quality SUPER work- 
manship gives you a holder that 
resists distortion and scoring. The 
broached holes fully enclose and 
support the carbide inserts. 


No separate parts or clamping de- 
vices to become lost or to cause 
other complications. 
WRITE FOR THE NEW 
SUPER CATALOG 


. Hard chrome plate gives up to 
500% longer wear by eliminating 
chip erosion. 


. New clamping device gives con- 
trolled locking and stress-free 
carbide insert support. 


. Easily accessible clamp locking 
screw for fast and easy blade 
interchange. 

. Wing nut locks adjusting screw. 
No wrench required. 

. Knock-out hole for easy carbide 
insert renioval. 

. No offsets nor excessive over- 
hangs. Permits adjacent set-up of 
holders. 

Visit our booth at the 
AS.T.E. show. 
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Rock Drill 


Hole Cleaning Drill 
Utilizes Single Cylinder Engine 


This new self-rotating hole clean- 
ing gasoline hammer rock drill is pow- 
cred by a single cylinder engine driv- 
ing two pistons, one piston actuating 
the flywheel magneto and cooling fan 
and the other piston striking directly 
on the shank of the drill steel. 

Ihe rotation of the hollow drill 
stecl and bit is accomplished by the 
orthodox method of using a spirally 
splined piston and ratchet. Exhaust 
gas is forced through the hollow drill 
steel to blow the cuttings out of the 
hole, down to a depth of approxi- 
mately 24 in. 

For deep hole drilling, down to 
eight or 10 feet, an extremely small, 
lightweight, auxiliary gas engine-driven 
blower is hose connected to the ham- 
mer to boost the pressure through the 
hollow drill steel. The hammer uses 
standard 1 x 4} in. shank hollow drill 
steels and detachable carbide tipped 
drill bits of sizes from 14 in. to 2 in. 
diameter. 

Syntron Co., Homer City, Pa.—In- 
dustrial Distribution, April 1950. 


Relief Valve 


Valve Designed 
For High Pressure Oil Systems 


An adjustable differential type re- 
lief valve is designed expressly for use 
in high-pressure, oil-hydraulic control 
systems. Inherent design character- 
istics of the valve have entirely elimi- 
nated objectionable valve chatter, it 
is said. 

(Continued on page 126) 








If you have a rust problem, 
and would like a free sur- 
vey and recommendations, 
send your name and ad- 
dress on your business 
stationery. A qualified fac- 
tory representative will 
arrange this free service, 
which includes a trial size 
of Rust-Oleum for specific 
test purposes. There is no 
obligation on your part 
Write today 


a1 eeaes 


Rust OLel Ht 
I wust preven” 
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CUSTOMERS 
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STOP RUST «2 
RUST-OLEUM 


Every day rust eats away at your metal 
tanks, buildings, fences, stacks...every- 
thing metal inside and outside your 
plant. Yet, rust and costly rust depre- 
ciation can be stopped instantly 

economically with RUST- OLEUM 


Industry of al) kinds... railroads, steam- 
ship lines, iron and steel companies, 
refineries, in fume-choked industrial 
and coastal areas have proved Rust- 
Oleum for more than 25 years. They 
know that Rust-Oleum stops and pre- 
vents rust!* 


Rust-Oleum can be applied without 
extensive preparation even over 
surfaces that are already rusted. Rust- 
Oleum spreads evenly free of brush 
marks. Its tough, pliable finish protects 
against every kind of weather, against 


fumes and heat 
air and salt spray 


even against salt 


Beauty and durability are combined in 
Rust-Oleum for it is available in a large 
selection of colors including alumi- 
num and white 


Don’t wait another day! Let Rust-Oleum 
give you safe, sure, economical pro- 
tection against rust. Use it to protect 
all your metal s. Specify it to 
ndustrial distributors in 
all principal cities of the 
United States and Canada 
stock Rust-Oleum to 
y See 
eets for complete cata- 
bg and nearest source of 
supply, or write us direct. 
* Names on request 


CORPORATION 


2414 Oakton Street, Evanston, Illinois 
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” Deliveries of Roebling Wire Rope are on a 24-hour basis, Sundays and 
holidays included, at Stockton Iron Works, Stockton, California. 


oda 05  Roelll fo 


says James D. Grant, President, 
Stockton Iron Works 


ROEBLING WIRE ROPE is the accepted standard .. . and modern, precision machines assure absolute: uni- 

there’s a size and construction for long life and economy formity and top quality, 

on every type of rope-rigged equipment. When you sell Roebling Wire Rope you know you're 
From making its own special steels, to the finished giving customers the best value for their money. But 

product, every step in the manufacture of wire rope is Roebling goes farther and backs up its distributors with 

performed in the Roebling plants where research, skill a program 1 of sales cooperation that really pays off. 
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Various things happen! Maybe you need 
help in specifying the right wire rope for a 
particularly tough job. Perhaps a customer 
has come up against some technical diffi- 
culty, or needs to be shown how to install 
and care for wire rope to get longer service. 
Whatever the problem, Roebling engineers 
and your Roebling Field Man are always on 
call and ready to help you win new cus- 
tomers and keep old ones. 





Wherever you are located, there isa Roebling 
warehouse within strategic distance . . . and 
it always carries ample stocks of every type 
and size of Roebling Wire Rope. This means 
that when you're a Roebling distributor, 
your own supplies can be supplemented in 
minimum time . . . you.can promise fast de- 
liveries, and make them! Such service wins 
goodwill and repeat business. 


Everyone you sell, and want to sell, sees 
Roebling advertising every month of the 
year. In trade papers throughout industry, 
full pages, in color, tell about the extra life, 
superior performance and low service cost 
of Roebling Wire Rope. Other advertise- 
ments in Fortune, Newsweek, and Business 
Week are directed at business owners and 
executives ... foster acquaintance with 
Roebling products and build up the demand 
for Roebling quality. 





———— JOHN A. ROEBLING’S SONS COMPANY, TRENTON 2, NEW JERSEY 


ROE BLEN Go cenruer of contoence 


Atlanta, 934 Avon Ave. * Boston, 51 Sleeper St. ®* Chicago, 5525 W. Roosevelt Road * Cincinnati, 3253 Fredonia Ave. * Cleveland, 701 St. 
Clair Ave., N. E. ® Denver, 4801 Jackson St. ®* Houston, 6216 Navigation Blvd. * Los Angeles, 216 S. Alameda St. * New York, 19 Rector St. 
* Philadelphia, 12 S. Twelfth St. * Portland, 1032 N. W. 14th Ave. * San Francisco, 1740 Seventeenth St. * Seattle, 900 First Ave. 8. 
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Handy Helper that furnishes 


Power 


FOR HAND PIPE TOOLS 


“Thing | like about 
this RIGID “400” , 
--. 1 can move it by \ 
myself if | have to” 


a 


Model "400" can be furnished with 
legs, handy tool tray, feet and all 
fittings at slight additional cost. 


It pays you to sell 
FriGenil Model “400” 


@ One man can move Model “400” around on the job. Weighs a little 
over 100 lbs., plenty of power for hand tool threading, cutting, ream- 
ing. Universal motor— forward, reverse, light socket power. RItaID 
3-jaw chuck with wrench ejector; self-centering workholder turns 
with pipe. Sealed-in lubrication. Thousands of “400” Power Drives 
are now in service. Don’t miss profitable orders — stock them now! 


WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL CO. ¢ ELYRIA, OHIO 
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An important feature of the valve 
is the differential piston which reduces 
the effective area of the main poppet 
valve without reducing actual flow 
area. This new design feature allows 
use of lighter springs, resulting in more 
accurate control and longer spring life. 
The valves are available in capacities 
from five gpm to 80 gpm and in pres- 
sure operating ranges between 400 
psi and 1650 psi. 

Hydraulic Equipment Co., Cleve- 
land—Industrial Distribution, April 
1950. 











Pipe Wrench 


Wrench Handle Supports 
Two Ton Weight 


Ihe manufacturer's engineers hung 
4510 pounds of automobile on the 
handle of a new pipe wrench recently, 
demonstrating how maximum strength 
has been combined with minimum 
weight. ‘Through stress analysis, use 
less metal was engineered out and ex- 
tra metal, where needed for extra 
strength, was engineered in. 

Other features include induction 
hardened teeth, comfort shaped han 
dle and a new cushion action for fast 
racheting. All wrenches, sizes six inch 
to 48 inch, carry an individual serial 
numbered guarantee against break 
age in normal heavy duty use. 

I'rimont Mfg. Co., Roxbury, Mass. 

Industrial Distribution, April 1950 


Hand Truck 


Lighter Weight Model 
Is All Welded Steel 


Ihe manufacturer has added a 
lighter weight model to his line of 




















The knurling on the head of the UNBRAKO Socket Head Cap Screw saves valuable assembly 
time because the UNBRAKO can be screwed in faster and further with the fingers—the 


handiest of all wrenches—before an actual wrench is needed. The slip-proof knurling “gears” 
the screw to the fingers, even when they are oily or greasy . . . which is especially important 


in the smaller sizes. 


See us at Booth 225, Triple Industrial Supply See us at Space 128, A.S.T.E. Exposition, April 
Convention, May 22-24 inclusive, Atlantic City 10-14, Convention Hall, Philadelphia 


Knurled Head Socket Cap Screws Knurled Head Stripper Bolts 
Flat Head Socket Cap Screws SOCK ET SCR EWws Precision-Ground Dowel Pins 
Self -Locking Socket Set Screws Fully-Formed Pressure Plugs 


SPS STANDARD PRESSED STEEL CO. 


JENKINTOWN 13, PENNSYLVANIA 
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ave you 
eard the 
hor Story? 


Can you talk “safety” when you try to sell 





hand trucks, featuring one piece all 
electric saws? Ask us about the exclusive welded steel construction. The frame 
is 133 in. wide by 45 in. high. Curb 
or step climber and solid nose are 
safety switch in the new “Silver Line” Saws. both available at a slight extra charge. 
Trucks can be equipped with wheels 
of solid rubber or five in. diameter 
Write “Thor Tools,” Aurora, Ill. semi-pneumatic tires. The complete 
unit weighs 18 pounds. 

Sage Equipment Co., Buffalo, N. Y 

Industrial Distribution, April 1950. 


























CALDER ... the Dresser Line 


for Bigger Profits ... Easier Sales 


* \\ WA \ AEN AAA x AANA S ‘ 4 
\ 


\\\ BUILT RIGHT—Best materials throughout . . . tool 
‘ steel cutters . . . Right and Left hand Threaded Bushings 
\ for Automatic Tightening. \\\ 


Chuck 


ma \\ WA Aluminum Alloy 
gaat tO NOLOuctnee \ Reduces Chuck Weight 
\ Weight well distributed \. lo eliminate excessive chuck weight 
\\ the manufacturer has developed a ma 
terial consisting of a special analysis, 
heat treated, aluminum alloy. It is 
claimed that the alloy has the strength 
of steel and the wearing quality found 

‘SOLD ONLY THROUGH DISTRIBUTORS x ada "s 
ANS a AA In using the alloy forgings for chuck 
body construction, chuck weight has 
a AL D . R M A N U FACT U R | N G C ‘on been reduced considerably. This is 
2049 North Prince Street é Pe ees of importance where high spindle 
speeds are required. The manufac 


for smooth handling. 


aise | PANT a ane ‘Diamond Oressing Peek 


* 


, Pennsylvania | 
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turer's power operated chucks have 
jaws, wedge and bushing of alloy steel, 
heat treated, machined and ground to 
assure perfect fit, proper alignment and 
long life. 

[he Whiton Machine Co., New 
London, Conn.—Industrial Distribu- 
tion, April 1950. 





Hacksaw Blade 


Flexible Blade 
Claimed Shatterproof 


\ flexible, high speed steel hack 
saw blade that is said to be shatter 
proof, as well as unbreakable when 
used in a frame, has recently been 
put on the market. The new blade 
was subjected to many tests before 
being offered to the trade. 

The blade averaged 23.5 percent 
more metal cut (6.42 in. as compared 
to 5.2 in. for other blades) than the 
werage of all flexible back high speed 
steel blades used, it is claimed. 

lhe new metal cutting blades come 
in an overall gold color with specifica 
tions clearly printed on them in green, 
ind are available in all popular sizes 
and pitches for hand sawing. 

Victor Saw Works, Inc., Middle 
town, N. Y.—Industria! Distribution, 
April 1950. 


Clamps 


Double Strength Claimed 
For New Clamps 


Ihe manufacturer has introduced 
two “C” clamps of radically different 
construction, one offering over two 
times the strength and rigidity of pres 
ent models. 

Che three clamps pictured are the 
one in., two in., and three in. sizes 
that are made of wrought steel to 
withstand pressures up to 1,200 Ibs. 
Che body of this clamp consists of two 


Responsive Rollability 


More practical tread contour and shore hardness ef- 
sures minimum rubber displacement under load= 
tread will not chip, gouge, or adopt permanent set. 


permanent, sealed-in lubrication for long, service 
free life (Lubriko Master Lubricant M-21). 


Timken or Bower automotive standard tapered 
roller bearings of the largest possible size in relation 
to wheel diameter require less effort to overcome 
inertia in starting loads. The bearings, in conjunction 
with yead contour, produce 20% greater rollability. 


OVALLED AXLES ELIMINATED 


FREE Write for the NEW Aerol 
modern materials handling manvol that 
offers 355 ways to cut your Industrial 
Wheel and Caster Inventories. 





AEROL CO., Inc. 
2820 Ontario St., Burbank 17, Calif. 


Please send me, without cost or 
obligation, the Aerol Modern 
Materials Handling Manual: 


Nome 





Firm 





Address 





City 
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YOU CAN MEET 


CUSTOMERS’ REQUIREMENTS 


w™ STRAND 


COMPLETE LINE OF + 
FLEXIBLE SHAFT 
MACHINES 


TRIPOD 
STAND 
MOUNTED 


1 
4 
‘ 
‘ 
i 
| 
% 
. 
i 
. 
» 
‘ 
t 
t 
. 
a 
. 
| 
: 
. 
. 


VERTICAL 
FOR 
OVERHEAD 


DIRECT DRIVE 


Illustration Shows 
OR 


STRANDFLEX 
BELT DRIVE 


SINGLE SPEED 
OR 
THREE SPEED 


Dealers who handle STRAND equipment have 
a complete line of flexible shaft machines to 
sell. Meeting customer requirements for 
R.P.M., motor capacities, types of mountings is comparatively 
easy. To make sales, there is nothing like being able to offer a 
complete line. In addition, STRAND quality is outstanding in 
the tield—it is well known and has sandy trade acceptance. 
Why not handle this complete line. . 


. write for information on 
ope n territories. 


Corporation 
FLEXIBLE SHAFTS 
and 
FLEXIBLE SHAFT MACHINES 


N. A. STRAND DIVISION 


SALES OFFICES: CHICAGO © BALTIMORE © TULSA 
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4-Speed Gear Drive 


STRAND 





pieces of steel with a longitudinal 
ridge pressed into both pieces, which 
are then spot welded together back-to 
back. 

The manufacturer's sliding jaw 
clamp offers instant adjustment on all 
work up to six in. in size by merely 
moving the wrought steel jaw to the 
proper spot on the steel bar and then 
giving the adjustment screw a turn. 
‘The one in. wide steel bar will with 
stand great pressure, and has milled 
edges to grip the moving jaw securely 
and prevent slipping. 

H. L. Judd Co., New York—Indus 
trial Distribution, April 1950. 








Tube Expanders 


Thrust Ball Bearing Collar 
Designed for Heavy Duty 


It is claimed that faster, smoother 
and more economical tube rolling is 
accomplished with the manufacturer’s 
new ball bearing adjustable tube ex- 
panders. Designed for heavy duty 
work, the loose collar remains station 
ary against tube end or sheet, reduc 
ing friction to a minimum. Pulling 
of tube is prevented 

Expanders may be adapted for us¢ 
with automatic torque controlled op 
erating units for precision tube roll 
ing. The expanders are made for 
every outside diameter and gage tube 
from 2 in. to 14 in. size 

The Gustav Wiedeke Co., Dayton, 


Ohio— Industrial Distribution, April 
1950 





the Dayton Cog-Belt’ puts real |Sierswo i 


last longer 


“teeth” in your Selling StOry | see ws 


© more profit to the distributor 





The cogs or “teeth” in the premium Dayton Cog-Belt* are an important 
reason why Dayton Distributors get a good big bite of the industrial V-Belt 
business. Dayton Cog-Belts* deliver 40% more horsepower, last years 


longer. Yet they run on ordinary pulleys—require no special sheaves. 


Cog construction, with space between the cogs, lets a Cog-Belt* bend 
freely as it goes round the pulley (just as your finger does when you crook 
it—see diagram). The spaces between the cogs take up the compression, 
increase flexibility, minimize heat. As a result, one Cog-Belt* does the work 
of 1.4 ordinary V-Belts—you save even on the original cost of belting. 


The Dayton Distributor (and only he) has the Cog-Belt*—it's exclusive 
and patented. He also has a complete line of Dayton Thorobred V-Belts. 
He has powerful advertising and sales promotion helps. He has a deal that 
you should have. For further information, write: 


THE DAYTON RUBBER COMPANY, DAYTON 1, OHIO 


dim Fwilolbexr 


WORLD’S LARGEST MANUFACTURER OF V-BELTS 
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NEW PRV'’ MODEL 
Power Roof Ventilator 


(DIRECT-DRIVE CENTRIFUGAL FAN TYPE) 


Les at oe 

to operate against 

resistances from 4” 
to 1A”. 


VENTILATION 


ILG-designed, ILG-built for efficient, trouble-free exhaust from 
vertical flues in multi-story buildings or from duct systems. 
BC type load-limiting centrifugal fan wheel with space-saving 
direct-drive. Vertical type ball-bearing motor of proven ILG 
design. Weatherproof housing . . . leakproof construction. 
Available with automatic or motor operated shutter, or com- 
bination shutter and variable air controller. Easily installed... 
wired . . . serviced. ILG ‘“One-Name-Plate” Responsibility 
covers entire unit including motor. Call nearby ILG branch 
office (consult classified directory) or send coupon today for 
FREE illustrated bulletin. 


PASTE ON PENNY POSTCARD AND MAIL TODAY v 


ILG ELECTRIC VENTILATING CO. 
2897 North Crawford Avenue, Chicago 4], Illinois 
Offices in more than 40 Principal Cities 


([] Please rush FREE BULLETIN on new ILG “PRV” Model Power Roof Ventilators 


Firm Name 
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Electrode 


Cast Iron Electrode 
Is 15 Inches Long 


This electrode has a core that is 
more than 99 percent nickel, and is 
15 inches long instead of the usual 
14. The electrode is designed for 
AC or DC straight or reverse polarity 
and amperages ranging from 40 to 
120, depending on diameter. It is 
recommended for general welding of 
cast iron, and especially wherever free 
machinability and color match are 
required. 

Tensile strength of welds made with 
this electrode is 30,000 to 50,000 psi. 

All-State Welding Alloys Co., Inc., 
White Plains, N. Y.—Industrial Dis 
tribution, April 1950. 














Masonry Drill 


Spiral Flute 
Makes Drill Self Cleaning 


It is claimed that this drill not only 
cuts faster, but keeps drilling deeper 
with greater case than do conventional 
types of drills. This is accomplished 
by applying high tensile wire to form 
a spiral flute on the shank of the cat 
bide masonry drill, suitable for drilling 
holes in masonry, brick, tile, concrete 
and other materials 

Vhere is no necessity for withdraw 
ing the drill to remove dust from the 





ERE are the 8 Leaders of the Keystone HERE ARE THE ADVANTAGES OF 7HE 


line—that cover a large majority of plant KEYSTONE FRANCHISE—THAT MEAN GOOD 
lubrication requirements—and which lead the 
BUSINESS FOR YOU: 


way to more profits for you: 








#32 Open Gear Grease @ Superior performance of Keystone 
Condensed Oil + 50 lubricants 
#44 Grease—for Ball and Roller Bearings Good margin of profit 
Speed Reducer Lubricants 
Cutting Oils 
Specialized Cup Grease . 
Penetrating Oil #1 and #2 policy 

, f A line little affected by business or 

It’s good selling to concentrate on the leaders seasonal slumps 


... for profits lie in volume. But it’s good sales- 
manship, too, to solve minor lubrication 
problems—for the small favor done today may 
mean volume tomorrow. Sell your new pros- 
pects on a trial test—and any one of these KEYSTONE LUBRICATING COMPANY, 
Keystone Leaders will open the door to sales 21st, Clearfield and Lippincott Streets, 
of other Keystone products. Philadelphia 32, Pa. + Est. 1884 


High repeat value 


Clear-cut “partnership” distribution 


Unlimited possibilities to increase profits 
and number of accounts served. 


t Merts feo vu. 8 


MET SPECHEALIZED LUBRICANT S ROO 


INDUSTRIAL DISTRIBUTION © APRIL, 1950 133 








Turn Wishe 


to Sales 


with 


_BESLY- 


TAPS*TWIST DRILLS*REAMERS 


If you can really sell cutting tools 


yy 


If you know 


how and are geared to sell the big-volume users of 


taps, twist drills and reamers 


-if you're sincere 


in wanting to do a bigger, more profitable volume 


of business . 


. . then stop wishing and act! Look 


first at the line you sell. Compare it with the 


complete Besly 


line of Taps, 


Twist Drills and 


Reamers. Consider all angles in Besly’s proposition. 
Then act to make Besly the line you sell. 


«LOOK AT PRODUCTS 


Besly provides taps, twist drills and 
reamers that are precision instru- 
ments; trained Besly service men 
make certain they serve the user 
long and well. Besly Taps have 
long been recognized as among 
the world’s most accurate. Their 
consistently high quality is 
creating consistently wider 
demand. 


YONSIDER SALES POLICY 


3esly is selective in the appointment 
of distributors. The market of any 
Besly distributor must have real 
potential must allow for full 
coverage by distributor salesmen 
witout duplication of sales effort 
It is worthwhile for Besly distrib- 
utors to have men who devote a 
major portion of their time to 
3esly sales. 
e BANK ON TURNOVER 
The stock must move . for you, 
the distributor your salesmen 
and Besly to make a profit 
With Besly’s exchange policy, you 
“weed out” slow movers and keep 
inventory turning to make money 
for all concerned 


e RESPECTED TERRITORY MANAGEMENT 


Part of the job of ‘Territory Man- 
agement” performed by the Besly 
men who serve you is to work 
closely with your salesmen. It is 
just as important to us as it is to 
you and your customer to have the 
exact tool to do a specific job. That’s 
why trial orders, trial runs, so often 
result in steady customers, bigger 
orders, extra profits. 


e BESLY PUTS 


Every month, Besly ads appear in 
the business publications your best 
prospects read. The big, the con- 
sistent, the particular users of taps, 
twist drills and reamers read Besly 
ads. They're your calling cards, to 
help you make more and better 
sales in your territory. 


YOUR FOOT IN THE DOOR 


Clinton Street, Chicago 6, Illinois * FRanklin 2-1222 


LES H. MPANY 
(BESLY) Saws S BESLY & CO 


5 . 
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DRILLS . REAMERS 
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hole, as the flute cleans the hole while 
it is being drilled. Pressure required 
on the drill is no greater at the end 
of a deep hole than at the start. 

The drills, which fit any rotary drill, 
drill press or hand brace, list at the 
same prices as former round shank 
drills, and are available in ten diameter 
sizes ranging from } in. up to and 
including one in. 

Carboloy Company, Inc., Detroit 

Industrial Distribution, April 1950. 














Milling Cutters 


Solid Carbide Cutter 
Designed for Cast Iron 


his cutter, a new type solid car- 
bide insert blade cutter head for cast 
iron, incorporates new features of de 
sign. The locking wedge is placed be- 
low the blade and actuated by a set 
screw which moves the wedge in for 
locking and out for blade removal. It 
is unnecessary to use a hammer or 
chisel. 

This method of locking permits a 
greater number of blades to be incor- 
porated in a given size of cutter than 
can be installed in heads using side 
locking wedges. 

Ihe new design also results in 
greater economy in blade life as the 
blades can be used down to approxi- 
maxely 4 in. length. They are avail 
able in sizes ranging from six in. di 
ameter with 12 teeth to 14 in. di- 
ameter with 28 teeth. 

Super Tool Co., Detroit 
Distribution, April 1950. 


Industrial 


Scaffold 


Aluminum Scaffold 
Offered in Two Types 


Both stairway and ladder type of 
this scaffold are made of light, durable 
aluminum alloy, excepting casters and 
platforms. Scaffolds are supplied in 








‘Why these p) 


° ‘ 

Bolt Cartons @ Handy-Packs contain the same 
small lot quantities of bolts that 

have been standard for years. Cug 


are referred thread carriage and machine bolt , 
ees have nuts attached as always. 
i 


Certi 
Bechler \ 





* one or more sections, with guard rails. 
The bottom section, including non- 
elevating casters, is 74 ft. from ground 
to first platform. Each addition sec- 
tion is 64 ft. high. Base dimensions 
are 44 ft. x 6 ft. ‘I'wo types of 5 in. 
steel casters are available: a non-ele- 
vating type and an adjustable type 
with a steel screw providing additional 
height. 
Frames for intermediate sections 
slip over a sprocket in the lower sec- By Hardware Jobbers because the ae 
tion, This joint is secured by a hinged rugged Buatpres Ss a 0 se — 7 
4 > . sites -_ > and an easier produc or jobber salesmen o > o 
ty “y safety. Rs —— to sell. Retailers go for the Handy-Pack... By Industrial Distributors 
1S rire - secure horizontal mem- jobber sales go up. these rugged cartons can be handled or ev 
bers quic kly and safely. dropped without breaking. They can 
The Patent Scaffolding Co., Inc., * = staked fast and efficiently. They save tim 
Long Island City, N. Y.—Industrial Rugged open ‘ y a, and labor in the warehouse, 


Distribution, April 1950. a RUGGED HANDY-PACK 
CARTONS are made 
of corrugated board....' 


with a certified bursting strength from lab 
to 200 Ibs. per sq. in. depending on bolt size... 
The cartons are packed in wooden boxes. 4. 
can be ordered in carload or less-than-carload 
lots. Every carton is sealed with nylon tape 
.--is certified reshippable. Tying and wrap- 
ving are eliminated when you reship then}. . 
By Hardware Stores because the cover Sve you try rugged hal you'ti 
Belt Feeder can be used as a rugged open drawer in bolt’ never again want bolts in ‘paper’ cartong. 
cabinets. No opening cartons everytime you a = Ay re ¢ ~ rugged 
a call ~ make a sale. And you never have broken andy-Pack by sending your bolt orders to 
Easily Installed cartons, spilled or mixed bolts. Buffalo Bolt Company. 


beca 














In Tight Places 


A compact, - totally enclosed, yet WRIT for this free circular on quantities 


fully accessible -belt “feeder for easy and weights of Handy-Pack Cartons. 
installation in tight places has recently 


been placed on the market. Originally 
desiaped to deliver a Pin etc BUFFALO BOLT COMPANY 
stream of material from an intermit- 
tently discharging automatic bulk | 
scale, this unit has a wide range of Sales Offices in Principal Cities. Export Sales Office: 
applications as a feeder or “take away” Buffalo International Corp., 50 Church Street, New York. Citd 
(Continued on page 138) 





Coal | North Tonawanda, N. Y. 


PRODUCERS OF circle @ PRODUCTS — BGLES » NUTS.» RIVETS AND SPECTAL FASTENERS 


INDUSTRIAL DISTRIBUTION © APRIL, 1950 135 





NORTON 


er Sees oe 
° 4oINe wees . 6 ane LAPeine machines . aeraac tones ano TA BORATORY ware 
3 Rain ano mores’ a ie SuLestTones won ~ St ° «.00Rs * LaBerins mach nes 


COMPAN 


aaat 


¢ SACHuseTTS 


putors' salesmen 


top qualit 
euppiier ° 
tain and imp 


rove our q 
materiel’ equ 


at wore 
new ogU 


worke t ical exe 1¢ 
Plant 7, Newly equipped t 


WORTON COMP ANY 
Abrasive pivieion 


rb 


works ager 





INDUSTRIAL 
DISTRIBUTIO 
N © APRIL 
, 1950 





improved abrasives —one for every requirement that the grinding wheel 
is called upon to meet. These include the entirely new and different 
single-crystal 32 ALUNDUM abrasive, improvements in regular, 19, 38, 
and 57 ALUNDUM and in 37 and 39 CRYSTOLON abrasives. 


Improved bonds —constant research and testing have brought out such 
outstanding bonds as BE vitrified, BS and B7 resinoid, the synthetic as 
well as the natural rubber, and improved shellac and silicate bonds. 


—=— 


Improved mixing and molding —vuniform distribution of bond and abra- 
sive throughout the wheel is extremely important for good grinding 
results. It also makes for uniform structure and thus, automatically, for 
better balance. 


Uniformity from lot to lot which is a function of good manufacturing 
control. Hairline precision in the making of vitrified wheels, made pos- 


sible by the equipment in the new plant, is the most recent and most 
startling example. 


Improvement in plate-mounted and nut-mounted disc type wheels, 
both in their design and in their manufacture. 


LONE E LA CIE DM NS IE tel AP pm, 


Reinforced resinoid cut-off wheels (NORFLEX) which have taken the 
hazard out of an important operation. 


A system of statistical quality control which carries out the results of 
the best recent thinking on this important subject. 














WNORTOND 


dklaking better products to make other products better 
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HOW SE HELPS INDUSTRY 
SAVE TIME, CUT COSTS... 











THE PROBLEM: 


Binoine weavy Rous oF 


> INSULATED WIRE-«eauires sreco 


» § GREAT STRENGTH, LOW COST. 


‘THE ANSWER: 


" PERMACEL I5 Figercias 
"_. REINFORCED TAPE. 
' TOUGH, HOLDS TIGHT, YET 
'* DOES NOT HARM 
& INSULATION ! 


Sreeoy PRODUCTION SPRAYING 
OF SMALL PARTS 
MADE SIMPLE 
AND EFFICIENT. 
PARTS ARE HELD 
IN PLACE BY 
STRIPS OF 
PERMACEL 
LAID ADHESIVE 
SIDE UP. 














PERMACEL ADVERTISING 
| SOFTENS EM UP FOR YOU TO SELL! 


THAT'S RIGHT! Your prospects are learning plenty about 
PERMACEL TAPES from striking advertisements like this. 
They're reading about PERMACEL quality-- PERMACEL efficien- 
cy—PERMACEL versatility—in the country’s leading business 
and industrial publications. 





PERMACEL advertising keeps plugging away at your prospects 
...softening them up so you can make faster, greater volume 
sales of profitable PERMACEL TAPES. 














INDUSTRIAL TAPES 


INDUSTRIAL TAPE CORPORATION » NEW BRUNSWICK, N. J. 
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conveyor. A variable speed drive can 
be furnished which’ is automatically 
adjustable to vary the stream in con- 
formity with the timed discharges of 
the automatic scale above, and so 
maintain . a. continuous, accurately 
weighed stream. 

It is available in lengths of from 
18 to 60 inches, and in stream widths 
of two, four and six inches with a 
rated capacity up to 1,500 cubic feet 
per hour. Belt speed is from zero to 
200 feet per minute. It can be driven 
by a single speed motor at either end; 
for line shaft; or by special infinitely 
variable speed drive when -specified. 
Manual control is also available. 

Richardson Scale Co., Clifton, N. 
é - Industrial Distribution, April * 
1950. 














Saws 


Metal, Plastic Working Saws 
Added. to Line 


Currently supplying power tool 
manufacturers with circular saw blades 
for their origynal equipment, the man- 
ufacturer hag.recently expanded his 
line to include four sizes of metal and 
plastic working saws. All saws are 
precision ground and polished, uni 
formly set and filed, balanced and ten- 
sioned, and heat treated for tough, 
sharp edge. 

Blade Mfg. Co., Columbus, Ohio 
Industrial Distribution, April 1950. 


Swivel Caster 


New Design 
Improves Strength 33 Percent 


It is claimed that the strength of 
the manufacturer's single ball race 
swivel caster has been increased 33 
percent by a new, improved design 
This added strength enables the cas 
ter to withstand greater impact shock 
and is extra insurance against breakage 

















he possibility of material clogging 
in the sides of the caster has been 
greatly reduced by increasing the space 
between wheel and fork. 1 xception 
ally large diameter ball race is designed 
to adequately carry the load and ab 
sorb side thrusts. 

I'he casters are available with plain 
or roller bearing semi-steel wheels; self 
lubricating bushed or roller bearing 
solid rubber wheels; and with or with 
out thread guards. Wheel sizes range 
from two inch diameter to six inch 
diameter. 

Bond Foundry @& 
Manheim, Pa 
tion, April 1950 


Machine Co., 
Industrial Distribu 














Under-Feed Oilers 


Lubricate Bearings and Shafts 
Requiring Small Amounts of Oil 


This oiler, intended for lubricating 
bearings and shafts requiring a very 
small amount of oil, is mounted at 
the bottom of the bearing. One end 
of the solid felt wick i 
tact with the shaft by 

tion Lhe other end re 
bottom of the oil reservoi 


ntinued on page 144 
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Industry Needs 
BELTING to increase 
PRODUCTION = Your 


Profit Opportunity ! 


As industry extends its postwar scope of 
activity it is likewise extending its use of 
Conveyor Belting, to maintain proper effici- 
ency standards in materials-and-product- 
handling operations. Almost every stop of a 
distributor's salesman can mean a belting 
sale... if he can “fill the bill” with the right 
belting for the job intended. 

By offering “BUFFALO” Belting the sales- 
man can insure high profit returns through 
additional sales and customer satisfaction . . . 
from the complete selection of finest-quality 
“BUFFALO” Belts for standardized or 
special industrial use. 

Write for free samples and 
Distributor Profit Story 


ae AC at RP GI 


BUFFALO WEAVING & BELTING CO. 


be ihe Ucte) 
DETROIT 


* BUFFALO 7,N.Y. ° 
. PHILADELPHIA ° 


209 Chandler Street 
NEW YORK 
SAN FRANCISCO 
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Look at the Business this 
Motorized Porto-Power 
Creates 


MOTORIZE SHOP PRESSES 


Replace hand-operated hydraulic pumps P-182 


electrically-driven pump to the ram and plug the electrical cord into 


Simply connect the 


the nearest outlet. The workman is spared from hand-pumping which 


is back-breaking on many jobs and often hampers quality production 


INDUSTRIAL DISTRIBUTION 


HOW P-182 FILLS THE BILL 


It weighs only 84 Ibs. and develops up to 10,000 p.s.i. of hydraulic 
pressure. One or more rams of varied sizes are served. It is adapt 
able to all popular currents and is truly portable. The motor, valves, 
pump and oil reservoir are all in that one compact unit shown above 


- 
* { 


aif, 
> 
4 
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‘< 
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Recently, one plant bought 25 of these $264 hydraulic pumps—and 
that’s sweet volume and profit for the salesman and his house! But 
it’s not too unusual a sale, because lots of customers are getting P-182 
“Porto-Power” pumps . . . and buying them in bunches, too! The reasons 


are obvious if you'll read this page. 


Only Blackhawk offers a pump such as this, and it’s new to most of 


your customers. 


ZIP UP MAINTENANCE 


Here the P-182 operates a 50-ton ram... pulling a gear from an 
s g 


electric motor. The user has built a fixture which adapts the ram 


to pulling. Blackhawk rams (with push, pull, clamp, press, lift 


attachments) are available in 2, 4, 7, 10, 20 and 50-ton sizes 


CECCAATTACA LAA G hc dite 
wee 


TECEEEUECUEUAMdtts ene 
. cand 


TO PUMP 


OPERATE IT REMOTELY, TOO! 


This is a new Blackhawk positive-control valve which creates added 
utility for the P-182 pump. With the pump motor operating con- 
tinuously — the operator can station himself distant from the pump, 
near the ram and by opening or closing this valve he controls the 
flow of hydraulic pressure to the ram where the work is being done. 


Price ubject t hange without notice 


So tell them about it and start enjoying orders on this 
and related “Porto-Power” equipment. 


MOTORIZE HYDRAULIC EQUIPMENT 


Because fatigue is eliminated for the operator, production increases, 
sometimes it triples, when the P-182 replaces hand pumps on pipé 
benders, sheet metal knock-out punches, cable cutters and other 
Above — a Blackhawk Pipe Bender. 


BLACKHA’ 


HYDRAULIC JACKS 


hydraulic equipment. 


PIPE BENDERS WRENCHES 





To protect the distributor who invests in 
promotional effort and inventory... 


and to protect the salesman who spends 
time and energy developing prospects . . 


Blackhawk Products are sold only through 
selected, stocking distributors. 


This is one important phase of Blackhawk’'s Distribu- 


tor policy a policy that strives to maintain the 


a. F£ 


i 


highest ideals of the Industrial Supply fraternity. 
BLACKHAWK MFG. CO., Dept. P1740, Milwaukee 1, Wis. 
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WE'LL 
BE SEEING 











upply Convention in Atlantic City on May 22nd, 23rd, and 24th. 
IyOvSTRIAL ie sn conference booth number 10-12 in Convention Hall will 


be o during the afternoons of May 22nd and 23rd. 

lished room in the Claridge Hotel will be open at all times. 

The staff tor ie DISTRIBUTION will be at your service. Drop in if you have a 
problem, pr jugt\ for a friendly chat. You’re welcome any time. 


| 


i 


WHERE MANUFACTURERS 


\AND DISTRIBUTORS n d ustri a 
wer... BUSOU 
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Only as much as is necessary for it to meet all 
the conditions under which it is to operate. 


When the service in which a valve is to be used requires 
special design and materials, it is poor economy to try 
to make an inexpensive valve do the job. ““Down time’”’, 
maintenance costs, if not actual valve failure, will far 
more than offset any initial saving. 


On the other hand, in a majority of services, standard 
Powell Valves satisfy all requirements for long, trouble- 
free performance. 


That’s why it pays to carry an adequate stock of standard 
Powell Valves. And, for installations requiring special 
valves, Powell Engineers are always at your service. 


Fig. 560—200-pound Bronze Regrind- 
ing Horizontal Swing Check Valve with 
screwed ends, screwed-on cap and re- 
grindable, renewable bronze disc. 


Fig. 1708 — 200 - pound 

Bronze Globe Valve with 

screwed ends, union bon- 

net, renewable heat treated 

Stainless steel seat and Fig. 1832—200-pound Stainless 
regrindable, renewable, Stee! Gate Vaive with screwed 
wear - resisting ‘‘Powell - ends, screwed-in bonnet and in- 
ium” nickel ~ bronze disc. side screw rising stem. 


Fig. 241—Large 125-pound Iron Body 
Bronze Mounted Globe Valve. Sizes 2” 
to 16", incl. Has outside screw rising 
stem, bolted flanged yoke and regrind- 
able, renewable bronze seat and disc. 


*The Complete Powell Line includes Globe, Angle, “‘Y”, Gate, Check, 
Non-return, Relief, and Flush Bottom Tank Valves in Bronze, Iron, 
Steel and a wide range of Corrosion-resistant metals and alicys. 


Consult our Engineers for Special Designs 


Fig. 3003—Class 300-pound Cast Steel . » ° 
G Val h flanged ds, outsid e 
areal slags. ey sn rote The Wm. Powell Company, Cincinnati 22, Ohio 
ia aa arta DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES ; 
1 
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FINDIN 
~ MONEY! 
Y 


Time was when Industrial 
Distributors considered bolts, nuts 
and screws ‘convenience items’’— 
carried mainly to keep their customers 
happy. 
Nowadays, however, progressive 
distributors have discovered that bolts, 
nuts and screws are high profit items that 
paint a pretty picture on the balance sheet 
year after year. They say that this discovery 
is “almost like finding money”. 
Here are a few of the important reasons 
why fasteners are real profit makers: 
1. Turnover is fast—you can take your profit 
on your normal stock 8 to 12 times a year! 
2. Bolts and nuts do not depreciate—there is 
no chance of loss due to obsolescence or 
“storage depreciation.” 
3. No service expense involved—as there is with larger, more 
expensive, pieces of equipment. 

4. No loss in handling—such as leakage, or breakage. 

5. There is /ittle sales expense involved in selling bolts, nuts and screws. 
They practically “sell themselves” if the 
customer is reminded of his need for them. 

Take these and other facts into consideration 
and you, too, will realize 
there's real money in fasteners! 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th St. * Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Birmingham ¢ Chicago 


LAMSON SESSIONS 


\ 
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raised by capillary action to the tip of 
the wick where it is distributed along 
the shaft. Oil stops feeding when 
machine is not in motion. 
Crystal-clear, shatterproof 
keeps oil supply always visible. All 
metal parts are heavily plated for cor 
rosion resistance and easy cleaning. 
Heavy steel base is cemented and roll 
clinched to plastic reservoir, thereby 
eliminating possible leakage. Available 
in one, two and four ounce capacities. 
Trico Fuse Mfg. Co., Milwaukee 
Industrial Distribution, April 1950 
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Non-Scaling Compound 


Powder Compound 
Limits Decarburization 


This compound is used in harden 
ing and annealing of steel to virtually 
eliminate decarburization, scaling, pit 
ting, surface film and excessive dis 
coloring during heat treating processes 
It is a powder, which is easy and sim 
ple to use in any type furnace except 
the bath type. 

Ihe manufacturer has been using 
the compound in his own operations 
for some time, and is now marketing 
it for the first time. 

Parker Stamp Works, Inc., Hart 
ford, Conn.—Industrial Distribution 
April 1950. 


Hex Keys 


Size Stamped 
On Side of Handle 


Size-marking, developed by the 
manufacturer several 
identify his line of socket head cap 
screws, has now been applied to his 
hex keys. Clearly stamped on the side 
of the handle is the key size and the 


vears ago to 





f CARBIDE METAL 


STANDARD TOOLS AND BLANKS 


Need cutting tools in a hurry? Just name the standard styles ATTENTION DISTRIBUTORS: 
and carbide grades desired ... get prompt shipment from a 
big stock near you. 





This ad in the leading trade 
papers creates business for 
you—if you stock CARMET. 
Stocks at 15 warehouses from 
of all single-point operations. CARMET standard tools coast to coast, plus stocks 
come ready to use . . . easy to modify for special purposes, at Detroit plant, 

ee ee Oe a Se ee Nee See eee eee back you up. What 
by grinding. Style C, illustrated, is designed particularly for oon Pat t a rte 


5 stock, we rush 
Other standard CARMET styles also are immediately avail- J fi to you. 


Our line of carbide “standards” is complete. It covers 90% 


conversion into various shapes for numerous applications. ¥ 


able from local stocks. 
WRITE FOR CATALOG C-2 
Order CARMET tools and blanks for better, faster, cheaper E + also for price list 
2 ... great helps when 
you need tools fast. 


Sa Allegheny Ludlum Steel Corporation 


cutting. There is a grade to take care of every need. 


CARBIDE ALLOYS DIVISION, Detroit 20, Michigan 
Distributors: Write us about handling CARMET Standard Tools in your area. 
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offers 
MORE VALUE / 


HANDLES: Wooden — selected high grade hardwood. Tubular — first 
quality steel pipe. COMPARE! 

TRAYS: Pressed — or formed and spot welded — from heavy guage 
carbon steel. Rolled top edges reinforced with continuous steel rods. 
COMPARE! 

FRAMES: Risers shaped for balance and proper wheeling level. 
Jackson NON-SLIP Device on tubular barrows, prevents trays from 
moving forward. Riveted heavy channel steel legs. COMPARE! 
AXLE ASSEMBLY: No bending, breaking or loosening — because 
threaded axles are screwed into malleable iron brackets, tying front 
end into a rigid unit and eliminating nuts or cotter pins. Wheel 
gvards for easy dumping, strengthen front of frame. COMPARE! 
BEARINGS: Plain or roller. COMPARE! 

WHEELS: Pneumatic, semi-pneumatic and steel. Our own manufacture 
with many sizes to choose from. COMPARE! 

FINISH: Wooden handles dipped in durable, weather proof varnish. 
Wooden barrows finished in heavy, red enamel. Trays and metal 
parts dipped in waterproof enamel. COMPARE! 


Compare JACKMANCO barrows and you'll agree they 
offer more value and greater sales possibilities. Used in 
construction, mills, factories, railroads, farm, home and 


garden. Since 1876, leadership through superiority. 





JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 
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corresponding socket set and cap 
screw sizes it will fit. 

Ihe keys are made of a special 
analysis alloy steel, and are scientif- 
ically engineered to provide the proper 
leverage, according to size. They are 
heat treated under laboratory super- 
vision to assure maximum resistance 
to torque stresses and freedom from 
brittleness. The ends are chamfered 
for easy insertion, and close tolerances 
assure proper fit in sockets. Sixteen 
sizes of hex keys can be furnished 
with hex diameters from .05 in. to 
1 in. 

Parker-Kalon Corp., New York 
Industrial Distribution, April 1950. 
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Storage Equipment 











Complete Line Available 
For Tool and Stock Rooms 


lhe manufacturer is now marketing 
re-designed, complete storage equip- 
ment for tool rooms and stock rooms. 
A correct type of storage accessory is 
available for every item, conveniently 
located within easy reach. 

Some typical storage units include 
a sloping front unit, with 88 openings 
in eight depths with shelf dividers ad- 
justable every inch. This unit is de- 
signed for storage of small tools and 
supplies. 

A drawer case unit has five dividers 
in each drawer, and stores small tools 
and cutters supplies. A sloping shelf 
unit has 108 compartments on eight 
shelves. This unit is designed for 
drills, reamers and taps. A swinging 
panel unit allows almost 27 square 
feet of storage area for milling cutters, 
gauges and templates. 

Lyon Metal Products, Inc., Aurora, 
Ill. Industrial Distribution, April 
1950. 





fu} Wa St 


|| UY GENERAL CATALOG 


/ 


j 


| y, 
VEO 





LZ 


y 
NOW AVAILABLE! 


Wipe 
_... FOr 


Jack line. ae “y | 


@ Full data on all types and 
sizes. 


@ Time and money-saving use 
and application recommend- 
ations. 


@ Shows all construction fea- 
tures and specifications. 





WRITE FOR YOuR copy - SCREW - HYDRAULIC 
OF THIS VALUABLE Ja cks 
FREE CATALOG TODAY! 
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Atom pile by-products 
“fly” to help medical research 














Lamp Starter 
Starter Designed 
For Circular Fluorescent Lamp 





A new starter has been designed by 

the manufacturer for use with his 32 

watt circular fluorescent lamp, round- 

ing out his line of starters for use 

with preheat type fluorescent lamps. 

d The new design is said to be especially 

oh ‘ | effective in providing adequate pre- 

| Radioisotopes were needed by a Boston hospital for patient treatment. Lead- heating and fast starting, and will 

| shielded box of radioactive iodine (weight, 35 lbs.) picked up by Air Express in absorb tremendous punishment from 

Knoxville, Tenn., at 11 A.M., delivered 7:15 p.m. Charge, $8.60. Hospitals, like all a failed lamp. 

business, use Air Express regularly to get supplies from anywhere in hours. The starter carries the Underwriters’ 

seal of approval. Packaging quantities 

will be 100 switches in cartons of 10 
units each. 

Sylvania Electric Products Inc., 

New York—TIndustrial Distribution, 
April 1950. 





It’s easier and more convenient to use Shipments keep moving. Air Express 
the world’s fastest shipping service. goes on every Scheduled Airline flight. 
When shipments are ready, just phone Frequent schedules. Use dependable, 
for pick-up. Special door-to-door experienced Air Express—keep your 
service included in the low rates. business rolling at a profitable clip. 


Only Air Express gives you all these advantages | Padlock 


World's fastest shipping service. Steel Case Reinforced 
Special door-to-door service at no extra cost. With Ribbed Edge 
One-carrier responsibility al! the way 
1150 cities served direct by air; air-rail to 18,000 off-airline offices. A compact le mm. padlock 1S the 
Experienced Air Express has handled over 25 million shipments. smallest in the manufacturer's series 
Because of these advantages, regular use of Air Express pays. It’s your best air of economically priced padlocks. The 
shipping buy. For fastest shipping action, phone Air Express Division, Railway | lock has a hard-wrought steel case 
Express Agency. (Many low commodity rates in effect. Investigate. | reinforced with a ribbed edge for un- 
usual strength. Improved ap: Fe 
lever security provides a range of key 


| changes. 
; Rates include pick-up end delivery door Other features of this low priced 
to door in all principal towns and cities = | adlock are individually milled, nickel 
GETS THERE FIRST | plated keys, solid brass key guide that 
A service of extends through the lock, and a strong, 
Railway Express Agency and the | s in. self-locking swivel shackle. The 
| entire padlock is cadmium plated to 

resist rusting. 


Master Lock Co., Milwaukee—In- 
dustrial Distribution, April 1950. 
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There is one basic reason why Bunting has a Distributor in 


your community—so that Bunting Standard Stock Bearings 
and Bunting Bronze Bars will be instantly available when 


you need them. 


The leading Distributor in your community is, almost cer- 

tainly, the Bunting Distributor. From his complete stock, 

representing his investment for serving you, order the 

Bunting Bronze Bearings or Bunting Bars of Bearing 

_ Bronze hich, you need, The Bunting Brass & Bronze 
9 ei ponchee in principal cities. 





BUSHINGS 
PRECISION BRONZE BARS 


BRONZE BEARINGS 


79 
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an Economically priced 
Automatic Bar Feeder 
for your Band Saw... 


Owners of Wells No. 8 and No. 
12 Machines or other horizontal 
metal cutting band saws can now 
convert these units into fully auto- 
matic bar stock cut-off machines For your convenience and full 
at very modest cost. The new Wells No. 8 or No. 12 Sew com: 
Wells O-Bar Feed Master accu ploy squnped ith 0, Wele > 
rately feeds bar stock in a variety Wells-O-Bar Feed Master in use on 
: , Wells No. 8. It’s quick and easy to 
of shapes and sizes into the ma- : install on your horizontal metal 
chine and automatically controls ‘ cutting band saw, too 
the saw frame through each 
cutting and resetting cycle. Re- 
quires only 60 to 80 pounds air 
pressure. Safety features elim- 
inate necessity of constant atten- 
tion. Precision made by the world's 
foremost manufacturer of horizon- 
tal metal cutting band saws, the 
Wells-O-Bar Feed Master im- 
proves blade efficiency and 
slashes multiple cutting costs. 
Write for details and prices. 


Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS ST THREE RIVERS, MICH. 
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Band Saws 


New Line 
Features Three Sizes 


The manufacturer's 1950 line of 
band saws for work in wood, plastics 
and light metals features three sizes: 
10 in., 12 in. and 15 in. Major im- 
provements include: one piece cast 
wheel guards which unlock with one 
knob, swing aside for inspection of 
both upper and lower wheels at the 
same time; heavier cast iron frames 
for vibrationless operation; ball bearing 
blade guides for reduced blade wear; 
and large work tables with extensions. 

I'he 12 in. and 15 in. models have 
provision for built-in lights. On the 
heavy duty 15 in. model, the large 
work table is slotted for working with 
a mitre gage. 

Duro Metal Products Co., Chicago 

Industria! Distribution, April 1950. 


Machine Vise 


Small Swivel Vise 
Holds Work on Machine Tools 


This small swivel vise holds work 
on shapers, milling machines, dull 
presses and other machine tools. ‘The 
vise jaws have replaceable hardened 
steel inserts four inches wide and one 
inch deep Maximum jaw opening 
is four inches. 

I'he base has two open slots spaced 
74 inches apart for bolting vise to 
machine table. The vise swivels on 
the base and has 180° of graduations, 
reading from 0 to 90° right or left 
Positive swivel locking is provided by 

















These set screws are case hardened—the hard machined point 
bites in and holds. They fit perfectly and respond readily to adjust- 
ment needs. Ferry Cap case hardened set screws have continually 


met engineering requirements for all general purposes. 


Ferry Cap Set Screws are expertly made by the first company to 
produce Cup Point Set Screws by the cold upset process of man- 
ufacture. They embody the skill and experience gained in over 
40 years of precision manufacturing. 


Square head and headless—cup point—case hardened —sizes V4" 


diameter and larger. Carried in stock for immediate shipment. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD . . . CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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add up the answer for 


Protection is an important extra that 

pays off in the profit column. Peoria Mall- 

able Castings Company sells a complete line 

of every size of malleable iron chain — under 

a factory sales policy that guards your profits. Check 


your stocks . . . either order immediately or write for catalog. 





H CLASS DRIVE CHAIN 
DETACHABLE CHAIN 


cy) 


400 CLASS Cc CLASS 
PINTLE CHAIN “COMBINATION” 
CHAIN 


je 


700 CLASS 
PINTLE CHAIN 


ROLLER TOP — 
TRANSFER CHAIN i 


ROOF.TOP 
TRANSFER 
CHAIN 


ELEVATOR BUCKETS 


PEORIA MALLEABLE CASTINGS CO. 


FT. OF ALEXANDER ST., PEORIA, ILLINOIS 
CHAIN MAKERS FOR OVER 30 YEARS 
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two socket head screws and plug 
binders. A wrench is included for 


| operating the vise. 


South Bend Lathe Works, South 
Bend, Ind.—Industrial Distribution, 
April 1950. 














Vise 
Chain Breaking Vise 
Takes Sizes From 12” to 242” 


his steel jaw chain vise accommo- 
dates all American Standard sizes of 
roller chain from 4 in. pitch to 24 in. 
pitch, single and multiple widths. Al- 
though changes for the accommoda- 
tion of different sizes may be made in- 
stantly, settings are accurately main- 
tained until readjusted. Precision 
construction and heat treated alloy 
steel jaws assure long life at maximum 
efficiency. 

Borg-Warner Corp., Chicago—In- 
dustrial Distribution, April 1950. 
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Combination Drill-Tap 


Precision Tool Combines 
Drilling, Tapping Operations 

Subland design makes possible a 
precision tool that drills and taps in 
one operation. Applications are on 
through holes only such as flanges. The 
drilling flutes, though smaller in di- 
ameter than the tap, are greater than 
the root diameter of the tap, and are 
circle ground their entire length. 

As the drill completes the hole, it 
serves as a pilot for the start of the 
tap. As the drill becomes dull and 
end sharpening is necessary, the tap- 





DUTI-RATED STANDARDIZED 


GEAR SETS 


Capacity at 1750 RPM.. 
Center Distance ; 
3 ae 
Weight 


SPECIFIC APPLICATION 
OF DUTI-RATED GEARS 


In the analysis of a specific applica- 
tion, the Foote Bros. Duti-rated Gear 
Set of 60 Rockwell C Hardness made 
by the Duti-rated process method, 
was able to do the work of an accu- 
rate industrial gear set made to a 
heat-treated, hobbed and shaved con- 
struction in 64% of the center dis- 
tance and 33%, of the weight. This 
same gear set was able to do the work 
of a commercial grade gear set of 
heat-treated and hobbed construction 
in 46 % of the center distance and 
2% of the weight 


FCDIE? [EfBRO oaks 


ACCURATE INDUSTRIAL GEARS 
Heat-treated, Hobbed, Shaved 


Capacity at 1750.RPM 6 h.p 
Center Distance. 
Face Width 


Weight 


1.500 tn 
1.000 in 


i mom tary 


Foote Bros. has now made available to 
designing engineers and equipment 
builders a new product — Standardized 
precision Duti-rated Gear Sets that may 
be as conveniently selected as antifric- 
tion bearings. Sizes range from 1 h. p 
through 200 h.p. with a wide selection 
of ratios and center distances.Duti-rated 
Gears are available in helical sets 
(parallel shafts) and worm gears (right 
angle drives). 


These gear sets may be directly ap- 
plied to the solution of your gear prob- 
lems with all the available factors of 
life, load and type of service taken into 
consideration. They are pre-engineered, 
produced under most exacting controls 
and pre-tested to meet your require- 
ments. 


Duti-rated Gears offer new advances 
in gear production achieved through 
improved design, new manufacturing 
processes, the most advanced standard 
and special facilities, and better control 





Galler Pourer Tea ooion 


FOOTE BROS. GEAR AND MACHINE CORPORATION 


Through Boller Bear ' 


| Position. . 
Address 


4545 South Western Bivd., Chicago 9, Illinois 
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Company... 


COMMERCIAL GEARS 
Heat-treated, Hobbed 


ity at O RPM 6h. 


Center Distance 6.300 in 
Face Width 
Weight 


GEAR SETS RATED TO YOUR JOB 


A MAJOR ADVANCE IN GEAR APPLICATION 


500 in 


of methods and heat-treatment. Duti- 
rated Gears represent a new conception 
in gear accuracy and precision. File hard 
tooth surfaces and tough, resilient cores 
give more load carrying capacity— 
longer wear life. 
Duti-rated Gears bring you these advan- 
tages: 

Simplified and dependable gear 

selection. 

Cost saving of from 10% to 50% or 

more. 

Standards of accuracy never before 

commercially available. 

High mechanical efficiency. 

Important space and weight savings 

in gears and related parts. 

Quiet operation. 

Quickly available. 
Every engineer and every builder of 
equipment should learn more about this 
eae method of gear selection and 
application. Mail the coupon for engi- 
neering manual DRA today. 


Oe ah ee 
"Tn Bros. Gear and Machine Corporation 
Dept.ID, 4545 S. Western Boulevard 
Chicago 9, Illinois 

I am interested in the application of standardized Ovti-reted 
Gear Sets. Please send me Engineering Manual DRA 
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ping flutes are ground off an equal 


| amount to retain drill clearance. 
N EW G | AN T ALLOY | Sharpening can be repeated the entire 

, | length of the tool. 
it The drill-tap is available in 16 stand- 
ard sizes from .201 to .6875 drill with 
| taps $ in to 7 in., NC and NF types. 
Mohawk Tool Co., Hazel Park, 
pina anand Michigan — Industrial Distribution, 

A RC SE AE ET TE RE RE 


April 1950. 
REPLACE 29 SIZES 








THINNER © LIGHTER 
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Hydraulic Pump 


Air Operated Pump 
Raises Sheet Feeding Table 


Manual operation of the manufac- 
turer’s hydraulic elevating sheet feed- 
ing tables is eliminated when the 
company’s air operated hydraulic 
pump is installed. The pump is now 
operated by a compressed air motor, 
and the table elevates each time the 
control pedal is pressed down. To 
lower the table a release pedal allows 
the oil to flow back into the reservoir. 

Loads of steel strips or sheets up 
to 6000 Ibs can be elevated so that 
the top sheet is always level with the 
press bed for fast feeding. The table 
also has a tilt top arrangement for use 
up under heavy duty jobs. The OTC Slim Twins with inclined bed presses 


Now for the first time quality, light-weight, alloy 


steel adjustable wrenches drop-forged to stand 


make tough jobs easy ~ save tool and time ' Lvon-Raymond Corp., Greene, 
costs -- result in faster, more productive work in N. Y.—Industrial Distribution, April 
your shop or on emergency calls. The OTC Slim 1950. 


Twin Wrenches replace 29 standard size wrenches. EXCLUSIVE DESIGN 
GIVES ADDED 
-24 i Z 7/8" thick igh 1 STRENGTH IN PROPERLY 
OA-24 is 24” long, 7/8” thick and weighs only PB... im wensg vec Electrodes 
10 Ibs. Adjusts to 13 standard sizes from 1-3/8" FOR LONG SERVICE. 
ss oe ) Low Hydrogen Electrodes 
to 2-7/8". OA-36 is 35” long, 1-1/8" thick and 


weighs only 22 Ibs. Adjusts to 16 standord sizes Added to Line 

from 2-15/16" to 4-3/4". PATENT There are 14 different types in a 

APPLIED new series of hydrogen electrodes, cov- 

cme,” ssefatrecsoenemeea FOR ering all welding applications where 

Vy f 7 : low hydrogen electrodes are desirable. 

. Each has been laboratory tested and 

; in the field. ‘The coatings were de- 

veloped to produce deposits low in 

hydrogen, thereby eliminating the 
under bead cracking 


Seay Ihe new electrodes produce ex- 
OWATONNA cellent welds, on problem steels and 
other alloy steels, including steel cast- 
TOOL COM PANY ings. hey have a moderate penetrat- 
| ing arc with an easy to remove slag, 

373 CEDAR STREET it is said 
OWATONN A, MINN. Harnischfeger Corp., Milwaukee— 


Industrial Distribution, April 1950. 
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“One million tons of hot coke 


4M 
! 


couldn’t make this belt quit 


““How’s that for performance? They had a tough problem in this plant where 
a conveyor belt carries hot coke from the crusher to the loading platform. 
Heat and oil spray ruined an ordinary belt in a matter of months. Then they 
installed a belt made of neoprene. And it’s been in operation 24 hours a day 
for years—and it’s still in good vondition!”’ 


Like this type of sales story? It’s easy to get such sales success 
stories about neoprene, because there are many, many cases where 
neoprene conveyor belts and other rubber goods made of neoprene set 
records in tough service. For tough, abrasion-resistant neoprene can stand 
contact with oils, grease and most chemicals . . . temperature extremes and 
weather. And these properties make strong selling points when you point 
out how they pay off in lower maintenance costs and longer life. Although 
Du Pont does not make finished neoprene products, the manufacturer 
you represent uses neoprene for his quality lines. Ask him to tell you about 
his neoprene products and all their sales advantages. E. I. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals Division, Wilmington 98, Delaware. 


‘une in Du Pont “Cavalcade of America” Tuesday nights—NBC coast to coast 


FREE! 
The Neoprene Notebook — 
Interesting stories... new 


unusual applications and 


The rubber made by Du Pont since 1932 rr ok a neene 
Write E. I. du Pont de 


Nemours & Co. (Inc.), 
Rubber Chemicals Div., 
Wilmington 98, Delaware. 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING . THROUGH CHEMISTRY 





these Carey Asbestos products 
go together on job after job... 
sell them as a package...and 
reduce costs, increase profits! 


Pipe Coverings —Asbestos Air Cell, 85% Magnesia, Wool Felt and other 
insulating materials for Tow and high temperature. 


* sbestos Paper -— standby for many furnace pipe and insulation uses; 
for lining ovens, making gaskets, wrapping furnace pipes. 


Dasteetes Millboard—For fire screens, partitions, range lining, radiator re- 
| cesses—wherever heat-resistant, fire-resistant material 
; is required. 


MW-50 Insulation Cement—The leading monolithic cement. Maximum 
insulation value; toughness, hardness and excellent 
sticking properties. Manufactured with slag wool pellets 
and asbestos fiber. Easily and quickly applied. 





Asbestos Insulation Cements —for all types of heat insulation jobs... 
from pointing up fittings to final surfacing insulation. 
Special types for specific requirements. 


Asbestos Furnace Cement —Developed especially for mounting fur- 
naces, stoves, boilers and flue pipes—for setting or 
patching refractories, cementing joints and cracks ex- 
posed to heat. For temperatures up to 2000° F 


Asphalt Products —Felts, paints, coatings and cements for all types of 
roofing cgnstruction, repair and maintenance 


f 


these CAREY offices are as near’ os your telephone 





Know the Answers 


to quiz on page 106 











a LAmar 5451 DETROIT TRinity 5-4680 4 PITTSBURGH GRant 1-7490 
BOSTON. . CHarlestown 1725 INDIANAPOLIS Riley 7332 ST. LOUIS NEwstead 1930 
CHICAGO 7 DEarborn 4775 LOS ANGELES MAdison 6-1358 SEATTLE .. SEneca 2351 
CINCINNATI POplar 1323 MONTREAL PLateaw 8489 WASHINGTON, D.C... ...FRanklin 1365 
CLEVELAND HEnderson 6500 NEW YORK VAnderbilt 6-1530 
DALLAS jonue CEntral 6609 PHILADELPHIA BAidwin 9-6430 


the house of 


THE PHILIP CAREY MFG. COMPANY 
CINCINNATI 15, OHIO 


P ee IN CANADA: THE PHILIP CAREY CO.,LTD. 
a. , 1557 MacKay St., MONTREAL 25, P. Q. 
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1. That’s true. Separating traps ac- 


cept condensate at one pressure, 
discharge it at a lower pressure; 
pumping steam traps take conden- 
sate at low pressure and discharge it 
against a higher pressure (using 
high pressure steam for operation). 


That’s true too. 


.In most cases, traps should be in- 


stalled below and close to the units 
(gravity drainage). 


. That’s true. 


. Good installation dictates all three 


practices. Did you check ’em all? 


. That’s true. 
. Your good customer will appreci- 


ate it if you recommend all four 
precautions. ‘They're all good 
practice. 


. That makes good sense. <A valve 


should be installed ahead of the 
trap unless it is practical to valve 
off the unit drained by the trap, 
as in a small unit heater, a gar- 
ment press, or the like. 


. The trouble cited may be due to 


any one of the five gimmicks. You 
should have checked all of them. 


. Nope, though it does sound right. 


It should have read: “In general, 
all traps, regardless of size or 
pressure, should be inspected 
at regular intervals and operation 
tested. 


. The man with the rod in his ear is 


using an old but effective trick 
that will tell him, by trap dis- 
charges, excessive rattles and simi- 
lar trouble sounds, whether the 
system’s going to behave itself or 
not. 


2. Strainers are of course the answer 


but extending a vertical pipe be- 
low the trap will usually help. 


3. The trap that will handle the job 


at the lowest pressure, yet have 
enough power to open the orifice 
at the maximum pressure should 
be your best recommendation. 


Right, it’s true—and it opens up 
another road to more sales. 


5. Nope, that’s wrong; that’s an old 


habit and a bad one. Select the 
trap according to (a) maximum 
pressure, (b) working pressure dif- 
ferential, (c) amount of conden- 
sate and (d) safety factor required. 





ROPE 
FITTINGS 


WIRE ROPE 


Only manufacturer of the complete line— wire 
rope, wire rope fittings and tackle blocks... All 
engineered to the job by Upson-Walton for 
LONGER LIFE and BETTER SERVICE. 


THE UPSON-WALTON COMPANY : Cleveland, Ohio 


New York ¢ Chicago ¢ Pittsburgh 
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The blade of every Stanley Screw Driver is hardened 


tle puts the heat 
on screw drivers 


HTL 
Hill 


in a pyrometer-controlled electric furnace. 


.. 10 HELP YOU 


Neo. 1006 Tough, 
slow burning 
plastic handle 
Standard blade 
and tip. 


No. 45 Hard- 
wood handle 
Bolster construc 
tion. Small blade 
with parallel- 
sided tip 


aw 
( 
j 


No. 25 Hard 
wood handle 
Bolster construc 
tion. Standard 
blade and tip. 


TURN IN MORE SALES 


Scientific heat treatment is only one of the 
EXTRA sales advantages you get in Stanley 
quality screw drivers. Just one of the reasons 
why Stanley screw drivers are easier, more 
profitable to sell. 


Used industry-wide, Stanley screw drivers 
have all the exclusive features that win cus- 
tomers’ confidence. Proved industry-wide, they 
last longer ... do a better job, faster. And you'll 
sell more . .. profit more with Stanley screw 
drivers, available in a wide variety of types 
and sizes for every industrial need. 


Let your customers know that you stock the 
complete line of Stanley Tools .. . it’s profit- 
able. Stanley Tools, New Britain, Connecticut. 


THE TOOL BOX OF THE WORLD 


L STANLEY ] 


Reg. U.S. Pot. Off. 








| 





“‘Leaders’’ Lead 
to Big Business 


(Continued from page 77) 





into the plant, Mr. Zepka tags along 
every time—not just to help but to 
study the problem “close up” and gain 
additional information. He even asks 
for permission to look over the report 
turned in by the factory man, to see 
how the manufacturer's man expressed 
himself to his superiors in describing 
the conditions encountered, and the 
methods used to remedy them. 

His knowledge of machinery and 
tools has come almost entirely through 
self education. It isn’t enough, he 
thinks, merely to know he has such- 
and-such a product to sell. ‘That’s only 
the beginning of product knowledge. 
The important facts, the sales-reward- 
ing facts, are those that tell you: 
Where does it go?—and What docs it 
do? And part of the “knowing what it 
does” is learning how it is manufac- 
tured; the materials that go into the 
product, the production method itself, 
etc. 

Mr. Zepka has found that a chain of 
questions leading to the sale of a hoist 
can begin out of a customer’s appar- 
ently idle query: “How do they im- 
press the numerals into the side of 
that hoist?” That happened to him a 
little while ago, when he had about 
run out of words and was ready to 
ring up a “no sale.” It saved the day. 

With his three leaders as_ ice- 
breakers, Mr. Zepka has called on 
pharmaceutical houses, on breweries 
(“They use a heck of a lot of copper 
tubing!” ), on boiler rooms of all kinds; 
to supply them with specialty lines, 
forged steel fittings, and streamlined 
fittings. 

He has contacted all the major 
slaughterhouses in his area, selling 
them installations or supplies and 
equipment for their refrigeration sys- 
tems. 





Colorado Fuel & Iron 
Advances R. W. Brown 


R. W. Brown has been named east- 
ern division advertising manager for 
The Colorado Fuel & Iron Corp., 
Denver, Colo., with headquarters in 
the Continental Oil Building in that 
city. 

Mr. Brown will continue to super- 
vise the Wickwire Division product 
groups and American Wire Fabrics 


HARDWARE + TOOLS * ELECTRIC TOOLS + STEEL STRAPPING * STEEL | 


Corp. products. 
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DISTRIBUTORS’ Ss 
Have 2 Adv dvantage 
AMERICA 


Sell the cost =. 
customer's pian 
merchandising P° 


tting ad 
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s to Sell in 
NN PHILLIPS SCREWS 


he 
antage int 
we also sell the 
these clean, 
in the sales- 


king eager A ndle his line. 
r the ad below, 


les- -points 
now appearing nae 


pletion 


Top Products in Every Line 
Cut Costs and Build Sales 
with AMERICAN PHILLIPS SCREWS 


HOW THEY CUT COSTS: From vacuum cleaners to 
vending machines; from trucks to office appliances 
and suntan lamps... manufacturers use American 
Phillips Screws to speed up production, stop spoil- 
age, and cut unit-costs. For these modern fastenings 
banish fumbling, crooked driving and scarred sur- 


faces ... cut assembly time as much as 50%. 


HOW THEY BUILD SALES: On any product, the 
crossed-recess of American Phillips 


and resisting vibration. Does your product have 
these two American Phillips advantages of cost- 
reduction and sales-promotion? No reason why 
it shouldn’t .. . for American Phillips Screws always 
cost least to use. Write for proof. 


AMERICAN SCREW COMPANY, Main Office: Providence 1, ®. |. 
Plants at Willimantic, Conn., and Norristown, Pa. 
Warehouses at: Chicago 11: 589. Mlinois St. Detroit 2: 502 Stephenson Bidg. 





Screws is a “green light” to buyers 
who stop and look for an outward 
They 
know that smooth-headed Ameri- 
can Phillips Screws protect prod- 


index of inward quality. 


uct-performance by staying tight 


AMERICAN | 
PHILLIPS Sones 





iy 


less Steel, Aluminum, 
Monel, Everdur (sili- 
con bronze) 
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Structural “ 


(“ | 
casters ) Strength... 


for easy, efficient 


movement of materials 
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D. M. Edgerly 


These Bond buil/t-for-the-job casters are all members of one 


| D. M. Edgerly, 


family of structural steel casters. Each of the three series of Supply ~~ lly OE 


a ey ae » ball race designed for easy turning 
swivel casters has a double ball race designed for easy zg ©. Me. Mlands, pieddens of dene 
state Machinery & Supply Co., Omaha, 
Neb., died on Feb. 17, at the age 
of 67. 

Mr. Edgerly was born in Ottumwa, 
Iowa and attended high school there 
and the Wharton School of Com- 
merce, University of Pennsylvania. 
He went to Omaha in 1903 when he 
became associated with the Sunder- 
land Machinery & Supply Co. 

He was a charter member of the 
Associated Equipment Distributors; a 
member of the American Machine 
Tool Distributors Association; a di- 
rector of the Central States Industrial 
Distribution Association. 

He is survived by his wife, a son and 
a daughter. 


and for equal distribution of the load. All four series are built 
to withstand heavy loads and sudden shocks, and are pressure 


lubricated for long service life. 


40-A Series— Double Ball Race 41-A Series—Structural Steel 
Structural Steel Swivel Caster. Rigid Caster. 


GY 


140-AH Series — Heavy Duty 140-A-HVG Series — V-Grooved 
Double Ball Race Structural Wheel Double Ball Race Struc- 
Steel Swivel Caster. tural Steel Swivel Caster. 


A. N. Peeler, 
Head of Peeler Hardware 

A. N. Peeler, president of the 
Peeler Hardware Co., Macon, Ga., 


and a prominent industrial distributor, 
died at his home on Feb. 24 





NEW LINES 
taken on by 
DISTRIBUTORS 


Bond Structural Stee! Casters are available with Plain or Roller Bearing Wheels of 
Semi-Steel, Solid Rubber and Vulcanized-on Rubber Tread. Thread Guard types 
also available. 





The Norwes Co. of Seattle 4, Wash. 
Bond Catalog K-38 fully describes these and other Bond will handle a complete line of power 


ot a ; ; ve an ) » shafts, con- 
Truck Casters. We will be glad to send you a copy on request. drive and truck pump shafts, con 
: crete vibrators, and flexible shafts 

and machines manufactured by 


BOND FOUNDRY & MACHINE COMPANY Stow Mfg. Co. 
MANHEIM «e PENNSYLVANIA Van Kleeck-Wilson, Inc. of Buffalo, 
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N. Y. has been named distributor 
for the products of Republic Drill 
& Tool Co. division of Avildsen 
Tools & Machines, Inc. 


Following are distributors recently ap 
pointed to sell products of Boice 
Crane Co. 

@ Ohio Saw 
Toledo, Ohio 


e Machinery Sales & Supply Co. 
Fort Worth, Texas 


e Industrial Supply Co. 
Hickory, N.C. 

e Ben Blum & Co 
Galveston, Texas 


e Martin-Snyder Co. 
Elkins, West Va. 


e Machinery Dealers Inc 
New Haven, Conn 

e Clowe & Cowan 
Amarillo, Texas 

@ Plomb Tool Co. 
Los Angeles, Calif. 

e@ Wessendorff, Nelms & Co. 
Houston, Texas 

e@ Ellis Hardware Co. 
Buffalo, Wyo. 

ej]. A. Williams Co 
Pittsburgh, Pa. 

@ Machinist’s Tools, Inc. 


Buffalo, N. Y. 
e Machinery Supply & Grinding 
Co. 
Longview, Texas 


e Holly-Edwards Sales, Inc. 


Jacksonville, Fla. 


e The Island Supply Co. 
Grand Rapids, Neb. 

e Ray Brooks Machinery Co. 
Montgomery, Ala. 

© Poetker Saw Works 
Chico, Calif. 

e@ Charles H. Besly & Co. 
Chicago, III. 

@ McCrea Equipment Co. 
Washington, D. C. 

e Lufkin Foundry & Machine Co. 
Lufkin, Texas 

e Weber Equipment Co. 
Cincinnati, Ohio 

e Arrow Machinery Co. 
St. Paul, Minn. 

e@ Pacific Hdwe. & Steel Co. 
San Jose, Calif. 

e Smith-Wadsworth Hdwe Co. 
Charlotte, N. C. 


e Indiana Mfg. Supply Co. 
Indianapolis, Ind. 


| pAbunouncing... 
| MANPOWER, TIME and MONEY- 
SAVING UNITS for your customers! 


| 








N EW wein-werner 


HYDRAULIC 
UTILITY UNITS 


offer remotely controlled direct push 
or pull power for moving, bending, pressing, 
straightening, lifting, lowering operations 








@ Models of 4, 10, 20 tons capacity 

@ Attachments to handle hundreds of jobs 
@ Portable workshops with stand and press 
@ Economical, self-powered hydraulic units 


@ For maintenance or production applications 


ECONOMY IN PRICE, TOO! 


© These new H-W Hydraulic Utility Units will 


bin-W poy for themselves in a few jobs. Prices 
mYDRAULIC JALKS, 


start as low as $45. Hein-Werner also manu- 
factures a complete line of hydraulic jacks 
Waukesha, Wes. 


from 11/2 to 100 tons capacity. Write us for 
full details. 
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The “0 U N ( E . of prevention 
that’s worth “PO U iN D $” of 


profit to YOU... 


There is a profitable sale waiting for you wherever there is the 
hazard of sewer gas or the danger of flooded sewers backing up 
to damage costly cellar installations such as oil burners, water 
heaters, laundry equipment and game rooms. 

With today’s heavier basement investments by householders, it 
is easy to sell the installation of a KENNEDY-PENNIE Backwater 
and Sewer Gas Valve. Here is something you can really turn into 
a profit builder during what would ordinarily be slack times. 


Provides a positive-acting seal against 
backwater, sewer gas, and vermin. 


Counter-balanced bronze disc opens to 
full port diameter for unhindered, non- 
clogging outflow of sewage. 


Can easily be counterbalanced for 
vertical or inclined operation. 


© Closes tightly when outflow stops. In- 
dividually smoke tested at factory for 
positive seal. 


© Operates by gravity. Positive acting 
. . trouble free. 


® Cover readily removable at any time. 


© Easily installed. 


Bell and spigot ends accommodate both standard and extra-heavy soil pipe. 


Write for full particulars 


THE 


= 


KENNEDY 


VALVES + PIPE FITTINGS + FIRE HYDRANTS 


BUY FROM YOUR 
LOCAL DISTRIBUTOR 


VALVE MFG. CO. 
1040 EAST WATER ST. 
ELMIRA, NEW YORK 


OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO + SALES REPRESENTATIVES IN PRINCIPAL CITIES 
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e Builders Supply Co. 
Gilroy, Calif. 


Briggs-Weaver Machinery Co., Hous- 
ton, Texas, has been appointed an 
accredited distributor of the Re- 
public Rubber Division, Lee Rub- 
ber & Tire Corp. The firm will rep- 
resent Republic in the Houston and 
surrounding area. 


Mielke Electric Works, Inc. of Du- 
luth, Minn., Allis-Chalmers certi- 
fied service shop, now has been 
named dealer for the company’s 
motors and controls in counties in 
Minnesota, Wisconsin and Michi- 
gan. 


The Milwaukee Machinery Co., 
Portland, Ore., has been named a 
certified service shop for Allis- 
Chalmers motors, controls and 
transformers in 18 counties in Ore- 
gon and five in Washington. 


The Industrial Engineering Equip- 
ment Co., Davenport, Iowa, has 
been appointed distributors of gears 
manufactured by the American 
Stock Gear Division, Perfection 
Gear Co.; and distributors for hose 
and fittings manufactured by the 
Aeroquip Corp. 


Anniston Hardware Co., Anniston, 
Ala. has been appointed distributors 
for Crossly Window Corp., Carbo- 
zite Protective Coating, Inc., and 
Magna Eng. Corp. 


Tornado Supply Co., Anniston, Ala., 
has been appointed distributors for 
Hodgson & Sommers Co.’s new 
mechanical brick laying machine in 
Mississippi, Alabama and Georgia; 
and for General Cable Corp.’s in- 
dustrial wire cable. 

Nunn Electric Co., Wichita Falls, 

Tex. has been named a dealer for 

Allis-Chalmers transformers and cir- 

cuit breakers in 18 Texas counties 

and in nine counties in Oklahoma. 


Olympia Supply Co., Roseburg, Ore., 
has been appointed a dealer for 
Allis-Chalmers motors, controls, 
Texrope drive equipment, and cen- 
trifugal pumps in Douglas and 
Curry counties. 


Atlas Names Troup 
Sales Engineer 


Oliver J. R. Troup, Jr. has been ap- 
pointed sales engineer for the Atlas 
Chain & Mfg. Co. 

Mr. Troup has been assigned to the 
eastern Pennsylvania, New York State 
and Maryland sales territories. 





with 


AIR COMPRESSORS, 
AIR HOISTS AND 
AIR CYLINDERS 


Picnt after plant is turning to Curtis Air Hoists and Cylinders for 
pushing, pulling, lowering or lifting operations... and to multiple installations of 
Curtis Air Compressors, which eliminate long air lines, the possibility of air leaks, 
and losses resulting from breakdowns of central air compressor installations. 


Here's why it will pay you to 
consider CURTIS equipment 


AIR HOISTS AND AIR COMPRESSORS 


AIR CYLINDERS @ Timken-Bearing equipped—permits external 
®@ Cannot be overloaded. adjustment. 
®@ Hoisting or lowering speed is controlled by Self oiling—positive lubrication. 
operator. Precision construction throughout. 
Ground-steel cylinder. Complete valve assembly removed or re- 
Disc type valves. placed in a few moments. 
Valve automatically returns to vertical posi- Cylinder, crankcase, also heads made from 
tion when released. gas-tight iron. 
Can be operated by unskilled labor. Fully enclosed. 


Ben... 





Curtis bracketed-type Air-Hoist 
Cylinder can be placed in any po- 
sition from horizontal to vertical. 


Curtis Pendant Air Hoist con 
be used for practically any 
lifting problem where the 

94 YEARS OF head room is not limited. 
SUCCESSFUL MANUFACTURING " 


Curtis Pneumatic Machinery Division of Curtis Mfg. Co. 
1911 Kienlen Avenue, St. Lovis 20, Missouri 


I am interested only in items checked below 


TC) Air Hoists NAME___ 
[] Air Cylinders FIRM__ 
aad 
ia Air Compressors STREET__ 
city . ZONE____STATE 





PNEUMATIC MACHINERY DIVISION 
of Curtis Manufacturing Company 
1911 Kienlen Avenue, Saint Lovis 20, Missouri 


—_-—-— I 
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RUGGEDNESS 
RATES 





WESTON 


All-Metal Thermometers 


Where the going is tough, WESTON thermometers get first 
call. Their rugged construction —all-metal throughout —en- 
ables them to stand up on pumps, compressors and mobile 
units. And the big, bold dials are easy to read—quickly and 
accurately! There are many types, stem lengths and scale 
ranges from which to choose. Ask your jobber or local 
WESTON representative, or write for Thermometer Bulletin. 
WESTON Electrical Instrument Corporation, 682 Freling- 
huysen Avenue, Newark 5, New Jersey. 


CONTACT-MAKING models for alarm or control purposes. MAX-MIN 
models to indicate highest or lowest temperature reached. 


ESTON Acton 
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D-A-T-E+§ 
TO REMEMBER 





Apr. 4-7—National Association of 
Corrosion Engineers Conference 
and Exhibition, St. Louis, Mo. 


Apr. 5-7—Midwest Power Conference, 


Sherman Hotel, Chicago. 


Apr. 10-14—Cost-Cutting Equipment 


& Methods Exposition of Amen- 
can Society of Tool Engineers, Con- 
vention Hall, Philadelphia, Pa. 

Apr. 27-28—American Steel Ware- 
house Association, 4lst Annual 
Meeting, the Shamrock, Houston, 
Texas. 

May 8-12—Convention, Exhibition of 
the American Foundrymen’s Soci- 
ety, Public Auditorium, Cleveland. 

May 8-12—American Textile Machin- 
ery Exhibition, Atlantic City. 

May 22-24—Tnriple Industrial Supply 
Convention, Atlantic City. 

June 12-14—International Conven- 
tion and “Inform-a-Show’’, National 
Association of Purchasing Agents, 
Cleveland, Ohio. 

June 12-16—National Oil and Gas 
Power Division Conference and Ex- 
hibit, Lord Baltimore Hotel, Balti- 
more. 

Aug. 14-18—National Power Show of 
National Association of Power En- 
gineers, St. Louis, Mo. 

Aug. 28-31—Metal Mining Conven- 
tion and Exposition, Salt Lake City, 
Utah. 

Sept. 5-)—National Chemical Exposi- 
tion, Coliseum, Chicago. 

Sept. 18-21—National Builders Hard- 
ware Exposition, St. Louis, Mo. 
Sept. 18-22—Fifth National Instru- 
ment Conference & Exhibit, Me- 

morial Auditorium, Buffalo. 

Sept. 26-29—Industrial Packaging & 
Materials Handling Exposition, 
Philadelphia. 

Sept. 26-29—Iron & Steel Exposition, 
Public Auditorium, Cleveland. 
Oct. 2-6—-The National Hardware 
Show, Grand Central Palace, New 

York City. 

Oct, 3-5—National Lubricating Grease 
Institute, 17th Meeting Roosevelt 
Hotel, New Orleans, La. 

Oct. 8-11—National Institute of Gov- 
ernmental Purchasing, 5th Annual 
Conference and Products Exhibit, 
Milwaukee, Wis. 

Oct. 16-20—National Safety Congress 
& Exposition, Chicago. 

Oct. 23-27—1950 Convention of Na- 
tional Metal Congress & Exposi- 
tion, Chicago. 








ARMSTRONG 


TOOL HOLDERS... 
for every operation! 


There are ARMSTRONG TOOL HOLDERS in sizes and types 
for every operation on lathes, planers, slotters and shapers— 
for the heaviest cuts; for the most delicate cuts. 

With Standard Shaped cutters bits and blades of ARM- 
STRONG HIGH SPEED, ARMALOY (Cast Alloy) and ARMIDE 
(Carbide-Tipped) they provide a system of tooling that assures 
maximum production per machine hour, lower tool costs, and 
high machining profits. 

Comprising the basic tools of practically every tool room 
and machine shop, ARMSTRONG TOOL HOLDEDS are being 
bought continuously . . . are a constant source of profit to 
the Industrial Distributors who catalog, stock and display 
them. It is a profitable practice to put the question, “What 
ARMSTRONG TOOL HOLDERS do you need?” 

Write for our New S-48 Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’ 
5205 West Armstrong Ave., Chicago 30, Illinois 
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ELECTRICALLY 
WELDED 


TWO U-shaped half 
links are electrically 
welded to form 
stress-free links, by 
only the most expe- 
rienced craftsmen 


THOROUGHLY 
TESTED 


TM Alloy Steel Chain 
is subjected to gruel 
ling tests before ship- 
ment. It has twice the 
working load limit of 
wroughtiron or low 
carbon steel chain of 
the same size. 


Write today 
on letterhead 
for your free 
copy of new 
TM Alloy 
Steel Chain 
Booklet! 


Taytor Mape 
heatu 


HEAT- 
TREATED 
TM Alloy Chain and 


attachments receive a 
controlled heat-treat- 
ment. Never requires 
annealing.Resistant to 
shock, grain growth 
and work hardness. 


CAREFULLY 
INSPECTED 


Each link of every 
TM Alloy Steel Chain 
is thoroughly in 
spected before ship- 
ment, by experienced 
chain craftsmen. 


TEES 


S.G. TAYLOR CHAIN CO. 


- 78 141st Street, Hammond, Indiana 
rs] 
ta 


Bes Souk as 
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FROM THE 


o FILES » 


25 YEARS AGO 


I'he question of what additional 
charge should be made for parcel post 
shipments was to come before the 
joint convention of the Southern and 
American Associations. 

Simplified practice in industry took 
a long leap forward when manufac- 
turers, distributors and consumers of 
milling cutters got together in Wash- 
ington to decide on sizes. 

Atlanta was to be mecca for mill 
supply men whose calendars listed 
them for attendance at the Joint Con- 
vention of the Southern Distributors 
and American Manufacturers, Asso- 
ciations. 

The Crain Pump & Lumber Co. 
added a line of tools and mill supplies 
under the supervision of W. E. Austin. 

“The Local Newspaper’s Value to 
the Dealer’, by the late W. W. 
French of Dodge Mfg. Corp., Misha- 
waka, Inc. listed the advantages to be 
gained by such advertising. 

Industrial Supply Co. of Los An- 
geles was comfortable in its new home 
at the northwest corner of Third and 
San Pedro Streets. 

The A. M. Lockett & Co., Ltd. of 
New Orleans, bowed out of the mill 
supply business after many years as a 
prominent factor in the distributing 
field. 

Frank Farrington’s lesson in Suc 
cessful Salesmanship extolled the art 
of “Getting it Over,” meaning that a 
salesman should know what his prod- 
uct is, what it does, and why it does 
it so well. 





10 YEARS AGO 


“A Distributor Under the Micro 
scope”’, lead article, put the Ross-Wil- 
loughby Co. in the forefront, tracing 
out the firm’s evolution, its problems, 
its organization, its purchasing depart- 
ment and methods, its sales techniques 
and its salesmen, its advertising, its 
service, and its methods of control. 

The Sales Indicator up four 
points over the previous month, Feb 
ruary over January. 

Reichman-Crosby salesmen were 
going to school at the Henry Disston 
plant. 

New management and new quarters 
were announced for Garrett Supply 

Continued on page 169) 
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ALOYCO introduces 


better sampling valves 
in stainless steel 
and corrosion-resistant alloys 


he use of valves for sampling liquids to 

secure accurate analytical data is an impor- 
tant phase in the control of many chemical 
processes. To eliminate the many disadvantages 
of standard valves for this service, Aloyco has 
developed valves designed specifically for samp- 
ling purposes. These valves are available in 
Aloyco 20, 18-8S, 18-8SMo and other alloys. 


Send for Bulletin No. 4 


a 
&. 
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Figure No. 733 incorporates all the features found most 
desirable for sampling operations. It has a surge chamber 
which eliminates splattering and the inlet flange may be 





tapped to receive a pipe ext ion for pling in zones away 
from the vessel's side walls. When installed the stem is vertical 


as a safety and space saving factor. 
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ALOYCO 


RB. 





Figure No. 7321/2 screwed end and Figure No. 7311/2 flanged 
end are union bonnet, outside screw valves, with Teflon 
renewable seats. Stems are in horizontal position. No. 731'/2 
may be provided with a tapped inlet for sampling in zones 


away from vessel's sidewalls. 
Aloyco Valves are manufactured in compliance with 


the new MSS Stainless Steel Valve Standards $.P.-42. 


ALLOY STEEL PRODUCTS CO., Inc. 


1306 W. ELIZABETH AVE., LINDEN, NEW JERSEY 
ATLANTA — CHICAGO — HOUSTON — LOS ANGELES —NEW YORK — PITTSBURGH — WILMINGTON 
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|FLEXCO} 








® 


% FLEXCO Fasteners make tight butt joints of 
great strength and durability. 


% Trough naturally, operate smoothly through 
take-up pulleys, 


% Distribute strain uniformly. 


% Made of Steel, “Monel,” “Everdur.” 
“Promal” top plates. 


% FLEXCO Rip Plates are for bridging soft 
spots and FLEXCO Fasteners for patching or 
joining clean straight rips. 


Order From Your Supply House. Ask 


LEXIBLE STEEL LACING CO., 


Mr. Heffler tells our story better 
than we can. Stock and feature 
Key Sealing Compounds. It 
means steady, profitable, repeat 
business for you. 


Key Compounds are stocked by 
1250 aggressive supply houses. 
Write for price schedules and 
descriptive literature. 


Recomm 


with Key Graphite 


P 


K 


2621 McCasland Ave., East St. Lovis, Ill. 


Also 


For oil-proof Service 


BELT | 
FASTENERS | 
and | 
RIP PLATES 


}} FOR HEAVY 


CONVEYOR 
AND 
ELEVATOR 
BELTS OF 
ANY WIDTH 


Compression Grip distributes 
strain over whole plate area 


for Bulletin F-100 


4633 Lexington St., Chicago 44, Ill. 


n 
su 
peal 


For Waterproof Service 
Recommend Sealing with 
Key-Tite. 


AAPHITE PASTE 
= aa 
EY COMPANY 


end Sealing 


aste. 
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Cast iron pulleys’ by 
Sprout-Waldron have long 
been an assurance of com- 
plete customer satisfac- 
tion. This is why Indus- 
trial Distributors every- 
where look to S-W today 
as their Pulley Head- 
quarters. 


Whether it’s a rough 
materials handling job 
which demands the ulti- 
mate in belt-saving fea- 
tures ... or a simple task 
of power transmission — 
there is a wide selection of 
“Blue Face” Pulley types 
and sizes to meet the 
application. 


Write for Bulletin P- 
848 today! Sprout, Wal- 
dron & Co., 3 Waldron St., 
Muncy, Pa. 
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Co. of Los Angeles, Calif. 

John P. Whitman was appointed 
sales manager for the White Supply 
Co. of Waterbury, Conn. 

A new building was being consid- 
ered for construction by the Vonnegut 
Hardware Co., Indianapolis, because 
of an increase in industrial business 
and the firm’s desire to serve its cus- 
tomers better. 

Dixie Mill Supply Co. of New 
Orleans was helping Uncle Sam to 
stem the “old Mississippi’ with wire 
rope as their contribution. 





The Buyer Looks 
at Business 


Composite Opinion of Purchasing 
Agents Who Comprise the N. A. P. A. 
Business Survey Committee. 

The upswing in business, following 
the steel strike, continued in Febru- 
ary, but at a slower pace than January. 
The trend appears to have leveled off 
at the increased rate reached in De- 
cember and January. Production and 
back orders have improved. 85% re 
port holding to increased sales and 
production schedules. General busi- 
ness would have been much better in 
February were it not for the retarding 
effect of the creeping coal shortage. 
As a result, goods for Spring retailing 
may be slow in reaching dealers’ 
shelves. 

The price movement is slowly up- 
ward, with a tendency to stabilize. In- 
dustrial inventories continue the down 
trend. Employment is slackening. 
Buying policy is very conservative, 
78% within a 60-day range. 

Purchasing agents, comparing their 
policies on inventory, commitments, 
and purchasing with a year ago, gen- 
erally scem to be following the con- 
servative procedures established early 
in last vear’s business decline—and 
find them applicable to present un- 
settled conditions. 





Prices 

The price structure is firming. Fewer 
declines are reported. Increases, in 
the main, are belated adjustments of 
basic steel and transportation costs. 
Some weakness is reported in dis- 
tributors’ pricing, to move overstocks 
of shelf items. Fabricated and made 
to-order items are in a buyers’ market 
and becoming sharply competitive 
Over-all, no important movement up 

Continued on page 172) 








Have you 
Heard the 
Thor Story? 


Do you want more business from industry? 


Ask us about the thousands of plants we have 
tooled up since we invented the power screw- 


driver. Write “Thor Tools,” Aurora, Ill. 











LUBRICATOR CO., INC. 
24 Home Street Elmira, N. Y 
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THIS MAN WOULDN'T NEGLECT 


A MACHINE IN HIS PLANT 


...yet he hasn't 
had a Chest 
X-Ray! 


H. checks every piece of mechanical equipment he 
owns for wear, lubrication, efficiency. 


Yet he fails to take the simple precaution of a Chest X-Ray to make sure 
he does not have tuberculosis. Not because he’s opposed to the X-Ray. 
Simply because he is not sufficiently informed—or just hasn’t taken the 
time and trouble, or does not realize the seriousness of the problem. 


A Chest X-Ray is the first step toward detecting tuberculosis in its early 
stages. And in its early stages it can be cured with the least loss of time 
from work. 


So, if you’re the man above, that one simple reason should make you 
get your Chest X-Ray—today. But listen, see how serious this really is: 


Between the ages of 15 and 34, tuberculosis leads all other diseases as 
a cause of death—although at no age are you safe from TB. Yet, if everyone 
does his part by getting a Chest X-Ray periodically, and the majority of 
cases thus discovered are followed up, we can eliminate TB entirely as a 
public health hazard! 





Will you do your part today? Get a Chest X-Ray. It may mean your life! 


Published in the public interest by: 


McGRAW-HILL PUBLICATIONS 
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HOSE PROBLEMS GET TH 
, 


en ~_ 


QUAKER HOSE LASTS FIVE TIMES AS LONG 


Hundred degree temperatures and plenty of twisting, crushing and 
abrasion were killers to air hose in a Texas installation. The usual 
air hose lasted only two or three weeks. 

Then QUAKER Blue Devil Air Hose was connected to the com- 
pressors. The result! Seventeen weeks of continuous, rugged service 
and QUAKER was still on the job. Life expectancy of this hose... 
at least 25 weeks! 

Performance like this is typical of QUAKER Hose throughout 
industry—and that’s why QUAKER Hose is standard equipment in 
leading plants throughout the country. 

QUAKER’S full line of pre-tested hose builds satisfied customers 
for you which means bigger sales volume and steady earnings. 


BELTING FOR LOWER-COST HANDLING PACKING WITH THE POSITIVE SEAL 


QUAKER offers Distribu- QUAKER Packings are 
tors a complete line of ey F engineered for every in- 

_—e dustrial application—for 
pumps, compressors, 
water, air and steam 
lines. 


precision-built belting: 
transmission ... conveyor 
...elevator...agriculture. 


QUAKER RUBBER CORPORATION - PHILADELPHIA 24, PA. 
Div n of H_ K. Porter Company, Ir 
Pittsburgh + New York + Cleveland + Chicago + Houston + Atlanta 
Western Territory 
QUAKER PACIFIC RUBBER CO. - San Francisco + Los Angeles + Seattle 


@e @ @& 
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QUAKER RUBBER PRODUCTS ~ 
3 custom made “for’every industrial. use’ . oN 














Catalogs 
built for 
busy buyers 


Will your next catalog really be 





up-to-date? Will it be easy to refer 
to? Will it give the customer all 
SUPPLY COMPANY \ the information he needs to order 
CATALOG-F with confidence? Will it be the 
4 of B kind of book that is preferred in busy 
gere® buying offices? 
GRAND RAPIDS, MICH. Say your catalog goes to a big pur- 


chasing office. One that handles 





scores or hundreds of orders daily. 
Say it saves the time of the buyer. 
M Steps up his efficiency. He likes it. 
t He uses it. Isn’t that the kind of 
H book you can count on for extra 


kinds? 


o 
: , power and pull with buyers of all 
} 
| Evidently, our repeat-order cus- 


tomers have found it so. Others 
have observed and compared— 
and have become new customers. 
It would pay you to know the 
story of Donnelley Catalog Com- 
pilation. How it works. How it 
saves you time and trouble. Why 
& it brings a better return on your 


catalog investment. The facts are 


ve yore yours for the asking. No obliga- 


——— ion, of course. 
HOUSTON- BEAUMONT =DALLAS woe 
(a re 


Drop us a line. 


R. R. Donnelley . 
& Sons Company 


CATALOG COMPILING DEPARTMENT 
350 East Twenty-second Street, Chicago 16, Illinois 


PRINTERS °* BINDERS ° ENGRAVERS * LITHOGRAPHERS 
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or down is looked for in the immediate 
future. 


Inventories 


Compared to a year ago, industrial 
inventories are at a 12-month low. The 
trend is still down, though for the 
past three months a substantial num- 
ber of companies have found it neces- 
sary to increase stocks in support of ex- 
panding production schedules. While 
the continuing coal shortage is causing 
some unbalance, purchasing men be- 
lieve the deficiencies will be rapidly 
made up after the miners go back to 
work, 


Buying Policy 

90 days is about the top in future 
coverage. 78% report holding within 
“hand-to-mouth to 60-day’ range. 
Some advance releases have been made 
to secure carload deliveries before the 
coal shortage further reduces raii move- 
ments. The short-range commitment 
policy, generally followed for the past 
year, is still considered a good purchas- 
ing practice. 


Employment 


The upward climb of employment 
was reversed in February, with 12% 
more reporting lower pay rolls than 
reported increases. The principal rea- 
sons given were the effects of strikes 
and poor weather conditions in a few 
areas. Re-employment is on a more 
selective basis. Screening out inefh- 
cient workers is progressing. Produc- 
tivity is better. 


Commodity Changes 


The “ups”  out-balanced _ the 
“downs” in February, but most of the 
increases were related to adjustments 
for steel cost increase. 

Showing increases were: Asbestos, 
animal glue, box strapping, bolts, work 
gloves, conduit, drills, electrical fit- 
tings, pig iron, leather, lumber, fatty 
acids, files, forgings, coal, coke, nails, 
nuts, vegetable oils, paper, phenol, 
polystyrene, rubber, screws, tacks, tex- 
tiles, tools, wire rope. 

Down were: Antimony, — trucks, 
brooms, butanol, dry colors, dyestuffs, 
kerosene, lead pigments, food, mercury, 
platinum, resins, soap, soda ash, tin, 
tinned copper wire, zinc oxide. 

Hard to get: Aluminum, brass scrap, 
coal, copper scrap, pig iron, jute, some 
lumber, nails, kraft paper, pipe, steel, 
burlap. 


Canada 

Canadian general business is de- 
cidedly off. compared with conditions 
in the United States. Production and 
back-order positions have deteriorated 
in February. Prices have increased, 
taking up the slack shown last month 





between Canadian and United States 
reports. Inventories are down. Em- 
ployment is appreciably lower than in 
the United States. Buying policy is 
the same over-all range, but leaning 
heavily on the low side of “hand-to- 
mouth to 90 days.” Bad weather and 
slowdown of exports have affected busi- 
ness. The United States dollar po- 
sition is improving. Competition due 
to currency devaluation is still diffi 
cult, but is improving. 


SALES HELPS 
from 


MANUFACTURERS 


Here’s Where 
HY-PRO taps paid 78 tol 


A 


PART: Molded Plastic Flat Iron Handle 

PROBLEMS: Taps being used to thread blind holes in molded 
plastic flat iron handles had a maximum life of 500 
threaded holes in addition to spoiling many pieces by 
reaming out holes. 


Then They Called in the HY-PRO Sales Engineer 


HY-PRO SOLUTION: Hy-Pro’s Engineer came up with a tap of 
special design having their exclusive HARDERNELL 
surface treatment. Results obtained in this highly abra- 
sive plastic are fantastic—39,000 threaded holes per tap. 











FLEXIBLE SHAFTS—Catalog No. 
50 contains complete information on 
the manufacturer's line of flexible 
shafts and grinders. Many new model 
single and multiple speed flexible 
shaft machines are introduced in this 
catalog, with illustrations and operat- 
ing data. Parts and accessories are 
illustrated, with explanatory details on 
grinding, sanding, wire brushing, pol- 
ishing, de-burring and other opera- 
tions.—W yzenbeek & Staff, Inc., Chi- 


Above is a typical example of how the Hy-Pro Sales Engineer can 
help increase threaded-hole production. His expert engineering counsel 
backed by the most up-to-date tap production methods combine to 
solve tapping problems rapidly pm | profitably. 


All Hy-Pro Taps are ground from tough uniform quality high- 
speed steel and given one of the Hy-Pro exclusive 
surface treatments. 


Each tap is completely inspected by the lat- 
est electronic quality control equipment, your 
assurance that there will be no dimensional vari- 


cago. 


SOLDERING PRODUCTS — The 
complete line of soldering products 
made by the manufacturer is described 
in a new catalog. These products in- 
clude gasoline and kerosene blow 
torches, self-generating alcohol blow 
torches, electric soldering irons, solder, 
splicer’s furnaces, paraffin supplies, 
and compound kettles. Also describes 
are oiler, grease buckets, shop torches, 
and steel gongs and shells—P. Wall 
Mfg. Co., Grove City, Penn. 


VALVES-—Bulletin No. 103 describes 
the manufacturer’s high performance 
ball valves, and covers the principle 


ance in Hy-Pro Taps of a stated size. 


These precision i methods 
plus the ability of the Hy-Pro Sales Engineer to 
prescribe the correct tap for your particular job 
means sustained accuracy on your production line 
resulting in higher productivity from your tap- 
ping machines. 





& Let Hy-Pro solve your tapping problem- 
call a Hy-Pro Sales Engineer today. 











i Order from your distributor. 


HY-PRO TOOL C 


NEW BEDFORD, MASSACHUSETTS 


co. 


A SUBSIDIARY OF CONTINENTAL SCREW COMPANY 
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6 CAMPBELL CHAIN 


TAKES THE STRAIN 


Every link of Campbell Chain is carefully inspected 


to make certain it conforms with Campbell’s tradi- 


tional high standards of quality. Wherever you sell 


Campbell Chain, you can be sure that it will take 


the strain. 


Send your next chain order to Campbell. 


You will receive prompt, courteous service—Campbell 


production is linked to distributor requirements for 


prompt delivery. 


CAMPBELL CHAIN Company 


(International Chain & Mfg. Co.) 


York 


Penna. 


Manufacturers of chain for every need: industrial, marine, farm, automotive: 
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of operation and engineering data on 
the complete line, including “whistle” 
valves, bar stock valves, cast steel and 
stainless steel valves, and _ forged 
valves. Methods of operation include 
standard handwheel, quick opening 
lever, diaphragm, piston and cylinder, 
solenoid, and emergency trip casualty 
valves—Paul Valve Corp., New York. 


SPRAY NOZZLES—Bulletin 20 is 
valuable reference source for all users 
of industrial spray nozzles. An exten- 
sive table lists capacities in gph and 
gpm for nozzles of each size at stated 
pressure from five to 100 Ib. psi. The 
table also gives such information as 
spray angles, orifice diameters, pipe 
sizes, etc. Exploded views and cuta- 
way photographs show details of noz- 
zle_ construction—Binks Mfg. Co., 
Chicago. 














SAFETY EQUIPMENT~—The manu 
facturer has just issued his new in 
dustrial safety equipment catalog. In 
addition to providing product infor 
mation on the company’s line of eye 
and respiratory equipment, this 64 
page book contains a fund of techni 
cal and reference material. This has 
been included to help the user select 
the proper type and style of equip 





ment for the specific occupational 
hazard involved, and to give him in- 
formation on its use and care.—Will- 
son Products, Inc., Reading, Pa. 

















MERCHANDISING UNIT—A mod- 
ern new combination merchandising 
unit and display stand has been intro- 
duced to assist in merchandising this 
line of auger bits. The unit is of wire 
construction which folds into a 
square compact box, and is packaged 
with a complete assortment to make 
one unit for the distributor —Chicago 
Latrobe, Chicago. 











PACKAGING— Packaging for this line 
of fully automatic drill chucks has 
been redesigned. The new red, white 
and black metal edge box is stronger, 
gives greater protection to the chuck, 
and lends itself to quick and easy trade 


Socket Set Screws 

New precision- 
ground threads on 
“Blue Devil’ socket 
set screws assure fin- 
est, super-smooth 
finish. Safer because 
they’re recessed—es- 
pecially when used on 
collars, hubs, pulleys. 


Socket Pipe Plugs 
Safer and stronger 
than common malle- 
able iron pipe plugs. 

eads don’t pro- 
trude. Made of high 
grade alloy steel. Pre- 
cision-cut threads 
provide an excellent 
seal. 


Socket Cap Screws 
Sturdy, cold formed 
head continuous 
fibre structure. 

Flat Head 

Socket Cap Screws 
New flush type sock- 
et cap screws — fit 
standard counter- 
sink. 


Socket Stripper Bolts 


—also used for cam 
motions, link attach- 
ments, and other ap- 
plications which re- 
quire a long-wearing 
stud. 


Socket Screw Keys 
In all sizes—short or 
long arm series. 


Set Screw Point Styles 
¢ Cup Point 

¢ Oval Point 

e Flat Point 

¢ Cone Point 

¢ Half Dog Point 
Full Dog Point avail- 
able on special order 


NEW 1949 catalo 
socket screw 
styles and sizes. 
indexed. 


of “Blue Devil’ 
roducts—lists prices, 
ell illustrated, thumb 


mark and brand name identification. 
Model, capacity and shank size are 
shown on the end of the box for quick 
location on shelves —Wahlstrom Tool 
Division, American Machinery & 
Foundry Co., Brooklyn. 


FETY SOCKET SCREW COMPANY 


CHAIN DISPLAY STAND — This 
new stand features a handly 36 inch 
rule down the left side which can be 


4447 N. KNOX AVENUE + 


New York Office — 11 Park Place 


CHICAGO 30, ILLINOIS 


West Coast Warehouse—2022 E. 7th St., Los Angeles 
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@ Save Money 
Floors, Equipment 
and Time by using 


DARNELL 


Casters E- Wheels 


MEASURE 
of QUALITY 


Free Manual 


DARNELL CORP. LTD. ( 60 Walker St., New York 13, N. Y. 
Long Beach 4, Calif. { 36 .N. Clinton, Chicago 6, Ill. 
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THE SOLUTION TO 
ALL PROBLEMS IN 


SODERING « WELDING 
BRAZING 


* Sodering Paste * Stainless Steel Polish 
* Sodering Sticks * Sodering Liquids 
* Sodering Ol! * Sodering Syrup 
* Sodering Fiux © Sodering Acid 
* Solid Sal Ammoniac 
SEND FOR FREE SODERING CHART 


L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AYE. 
CHICAGO 31, ILL. 


No.55 Always Recommend The 


HEAVY-DUTY UTILITY 


KEROSENE FURNACE 


% Exclusive figure-8 generator burns 
kerosene without carbon formation. 


% Steel Tank—Copper Brazed—with- 
stands severe abuse for years. 


1-gal. Size 8 x 13, 13 Ibs. Priced right 
for PROFIT. 


WRITE TODAY for FREE BOOKLET 


giving full information on 
Unique’s complete line of 


GASOLENE and KEROSENE 
FURNACES and BLOWTORCHES 


UNIQUE MFG. CO., INC., Est. 1921 
223 W. Walton St., Chicago 10, Ill. 





used in measuring off a desired quan 


tity of chain. The display holds four | 
full reels of chain. Sturdily con 

structed, it is 51 in. high, 15 in. + 

deep and 20 in. wide. Net weight is 

approximately 24 Ibs. The stand is | 


furnished with a variety of assort 
ments, made up of quick selling chain 
items.— The Cleveland Chain & 
Mfg. Co., Cleveland. 


PACKAGING—A packaging system 
for crosscut saws that benefits dis 
tributors has been announced by the 
manufacturer. All saws will be indi 
vidually packed in corrugated board, 
five crosscut or six One man saws to a 
corrugated package. Packages of two 
man sews will be reinforced in four 
places with steel strapping, packages 
of one man saws with three steel straps 
Description of contents of each pack 
age will be stamped on sides and both 
ends of the container—E. C. Atkins 
and Co., Indianapolis 


CHAIN DISPLAY STAND-—A chain 
display stand and merchandiser is 
described in a four page leaflet. The 
leaflet lists several typical chain as 
sortments which are available for use 
with these displays. The stand holds 
four full reels of chain, and the mer 
chandiser, built for heavy duty service 
in large stores, displays six full reels 
Full size illustrations of 11 different 
types of chain are included in the 
leaflet——The Bridgeport Chain & 
Mfg. Co., Bridgeport, Conn. 





LIGHTING—A 40 page catalog bulle 

tin describes and illustrates the most 

widely used of the manufacturer’s \ es ’ = 
lighting units. Specifications, _ list & A\Y 3 GR | ke KI XN ( ‘( ). 
prices and lighting data are included. 

The bulletin also contains detailed in ] ranklin. New Hampshire 
formation on lighting equipment for 


many types of planned lighting instal General Soles Agent—JOHN H. GRAHAM & CO., INC, * 105 Duane St., New York 8, W. Y. 
lations for factories, including descrip 
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STOCK “DE-STA-CO” 
ldwrerTisek 


Get extra, ecu, nel building busi- 
ness from every shop in your territory! 
Tell them how “De-Sta-Co” all-steel 
Arbor Spacers save setup time on 
milling machines, slitters, gang-saws 
. Sell them two sets for each 
machine in the shop! 
For 20 arbor sizes (%” to 4”) 
... 19 graduated thicknesses (.001” 
to .125”) . . Complete sets —or in 
bulk. We suggest stocking "“De- 
Sta-Co” Ready-Packaged sets in 
the five most popular arbor sizes, 
7", 1°, 1%", 1%", 2”. They're 
easy to stock, packed in individual, 
heat-sealed, clear polyethylene en- 
velopes for rust-proof stocking. Each ay 
set plainly identified by arbor size. All “De-Sta-Co" Arbor Spacers have standard 
keyway. Special arbor spacers, thicknesses over .125”, available in popular sizes 
> and thicknesses machined from solid bar stock, hardened 
and ground, with standard keyways. 

“De-Sta-Co” all-steel Shims furnished in same sizes (in 
sets or in bulk), stamped and coined to close tolerances, 
without keyway. Preferred by machinists for over 

ARBOR SPACERS SHIMS thirty-five years for shimming gears and bearings... 
Keywayed NotKeywoyed asked for by name, “De-Sta-Co”. 
“DE-STA-CO" QUANTITY DISCOUNT PLAN gives you extra 
DETROIT 


profits for handling this fast-selling, easily stocked line. Write 
today for ‘De-Sta-Co" Arbor Spacer and Shim Stock Price List. 

STAMPING 

COMPANY 


“SEE US AT THE A.S.T.E. SHOW, BOOTH 321” 
332 MIDLAND AVE., DETROIT 3, = 























THREE BASIC 
ASSEMBLIES PROVIDE 


P 
DESIGN VERSATILITY 
At its Best PUMP ONLY 


ASSEMBLY 


The “Pump Only” assembly is an 
adaptation designed to readily use 
existing power or operating facilities. 


FLEXIBLE COUPLED 
ASSEMBLY 
Greater flexibility and utility is made pos- 
sible when CMC DUAL PRIME Pumps are 
assembled in a flexible coupled manner. 


CLOSE COUPLED 
ASSEMBLY 
Close coupled construction assures perfect 
pump and motor alignment necessary for 
peak performance under given conditions. 
CMC innovations, such as improved open thrash type impellers, double 
shaft seals, and the exclusive double jet method of priming guaran- 
tee faster priming and greater capacities. Models range in size from 142” to 10°— 
capacities up to 240,000 G.P.H. Write today for latest catalog. 


ONSTRUCTION Mune ( ‘ors 
WATERLOO, tOWA, U.S.A. 
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Savings - - - 
today’s bull’s-eye! 


Today's bull’s-eye every plant man- 
ager, foreman, shop owner, purchas- 
ing agent — every industrialist and 
manufacturer wants to hit is the sav- 
ing on operating and production costs 
without falling below the profit point 


in output. 


You'll hit the bull’s-eye on sales 
with all of them when you prove that 
‘Budgit’ Portable Electric Hoists save 
time and money, lower operating 
costs, increase profits. That workers 
on production, assembly, inspection 
lines lift heavy machine parts and 
machines faster, easier, safer with 
‘Budgit’ Hoists. That the time and en- 
ergy saved permits them to increase 
their production. That increased pro- 
duction cuts operating costs, increases 
profits. That safe load lifting and ma- 
terials handling lowers workers com- 


pensation costs and adds to profits. 


From every angle, management's 
fight to reduce costs is your big chance 


to sell ‘Budgit’ Electric Hoists. 


if your supply of Bulletin 
No. 391 is running low, 
write us for more copies. 


il ‘BUDGIT™ 
Hoists 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments- 





tions and specifications of lighting 
units for outdoor lighting —Benja- 
min Electric Mfg. Co., Des Plaines, 
Ill. 

















LATHES-—Publication of the new and 
revised edition 49 of the book “How 
to Run a Lathe” is announced by the 
manufacturer. Containing 128 pages 
and more than 350 illustrations on the 
care and operation of metal-working 
lathes, this book may be used as a 
reference by experienced machinists 
or as a text by the apprentice or shop 
student. Clearly written in simple, 
nontechnical languarge, the instruc- 
tion material is easy for the beginner 
to understand——South Bend Lathe 
Works, South Bend, Ind. 


ABRASIVES-—This 68 page, profusely 
illustrated booklet describes the latest 
methods of cutting, grinding, polish- 
ing, buffing and _pressure-blasting 
stone. It covers the manufacturer’s 
line of abrasive products and their 
applications in the granite, marble, 
limestone, sandstone, soapstone, and 
slate fields. The booklet also contains 
a table of grinding wheel speeds, analy- 
sis of typical grinding wheel markings, 
line drawings of abrasive teeth for in- 
serted tooth saws, and a_ pertinent 
glossary of terms common to the stone 
industry. Title is “Products for the 
Stone Industry”.—Norton Company 
Worcester, Mass. 


SPEED REDUCERS-—Catalog No. 
202 gives full information, including 
prices, on this line of speed reducers. 
Diagrams and specifications are in- 
cluded for each reducer, together with 
general descriptive material of the 
whole line—Euclid Universal Ma- 
chine, Inc., Cleveland. 





plete li 


soa com 
1s nal bus 


o 

: n 

the Nation’ nachine b 
the sandiog - 
See how oii 
pution syste’™ 


MODEL 400 
“Mity-Midget”’ 
Woodworkers, boatbuilders, ma- 
chine tool plants, auto and air- 
plane manufacturers are among 
the many users. It saves time a 
money because it is light-weight 
and compact because it is 

vibrationless and powerful 


MODEL 300 


A straight-line, reciprocating, two- 


pad sander for use on wood, 
metal, plastic, or stone. It has 
built-in water outlet for wet sdnd- 
ing. It makes 2250 34-in. strokes 
per minute per pad 


MODEL 500 

Electric 
National's powerful, orbital action 
ele¢tric sander operates at a con- 
stant speed of 5000 rpm with a 
permanently lubricated universal 
type motor which will develop 
V4 hp. 


NATIONAL 
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) Wcounan?> | ARMSTRONG-BRAY 


DISPLAY BELT HOOKS—BELT PLATES—BELT LACING 


WIREGRIP precision made Belt Hooks come 
with extra (patented) blue aligning cards— 
are held more rigid, assuring perfect align- 
ment of hooks—less hook loss from handling 
—a better job when applied with any make 
lacing machine. 6 sizes. 


PLATEGRIP Fasteners for . Conveyor 
belts. Make strong dust-tight joints in belts 
of any width. Spread tension uniformly 
across belt, allow natural troughing of belt 
and operate smoothly over flat, crowned or 
take-up pulleys. Sizes for belts from V4" to 
1" thick. 


STEELGRIP Flexible Lacing, applied with a 
hammer, clinches over and protects end of 
belt. Makes strong, flexible joints. Boxed 
with 2-piece hinged rocker pins or can be 
obtained in long lengths for conveyor belt 
use 


V-B F LTS and Buy all belt needs from this 


one reliable source. 


PULLEYS | Armstrone-Bray&co. 


“THE BELT LACING PEOPLE” 


This attractive merchandiser sells for 5356 NORTHWEST HIGHWAY 
you—and fast. Services over 90% of CHICAGO, ILL. 

all small industrial machines, farm 
equipment and home workshops. All 
100 popular A and B groove pulleys 
are individually packaged in h 

3-color boxes, with colors matching the 


sleeves on the V-Belts. 
Congress pulleys are precision cast C 


from high-grade zinc-copper alloys, 

d, diamond bored 
and individually tested for true run- 
ning. Congress V-Belts have maximum 
strength, minimum stretch and a tough, 


Sateen ate or ee one wt VE THESE MODERN FEA rane 


The strong, cadmium plated display 

occupies floor space of only 17”x41", fl, ° 
and insures fast turnover and fast prof- . £D STE 
its. Shipping weight 100 Ibs. 


Featuring 

















(This display also available without V- 
Belts). 


VARIABLE SPEED 
PULLEYS 


Better stock these, 
too. The ideal pulley 
for blower replace- 
ment and air condi- 
tioning installations 
Permits 30% speed 
variations. O.D.’s 
from 3%" to 4%". 
Diamond bored, bal- 
anced and tested. 


Action illustrations demonstrate the use 
of many products. 


Nationally Advertised 
with manufacturers 
of their trade-marks, 


Lines are tied up 
dvertising by use 


eT ae a eh) _.,  —- 


WRITE for CATALOGS 
Complete information on all types 


and sizes of Congress Pulleys, V- 
Belts, Q-D Sheaves, Clutches, etc. 


| ee : { 
CONGRESS “x DRIVES Im * & Me hEE, Inc 
3750 E. OUTER DRIVE, DETROIT 34, MICH. 


600 West Jackson Bivd., 
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PACKAGING-—To make regrinding 
easier and more foolproof than other 
types of cutters, the manufacturer's 
shaper cutters are now shipped in a 


special carton bearing a_ grinding 
template for each particular cutter. 
This chart simplifies the angular 


measurement of the ground face, since 
all the user does is match only the 


ground face to the chart.—Boice- 
Crane Co., Toledo. | ep a [ (| t h pe 
= A steel \ Th 0 [ Sto ry 2 


lnstew 51) ant 


Are you stocking prewar electric tools... when 





you could be selling the only new, modern, 





complete line in more than a decade? Ask us 
about the “Silver Line.“ Write “Thor Tools,” 


Aurora, Ill. 
VALVES—A new bulletin, No. 491, 


provides information on drop forged 
steel valves for meter, gage, instru 
ment, and other small lines. ‘The 
valves have a rating of 6,000 lb WOG W/LNT CONTROLLED BLADE PRESSURE 
at 100 F or 1500 Ib sp at 850 F with aoe Sree adele 4 sae tineaie 
carbon steel bodies and 1,500 Ib sp Y 1AL, SHAP HICKNESS § 
at 1000 F with stainless steel bodies. OTHER KELLER 
ty 491 phe pra is 8a oe SAW ——s CHANNELS 
weights, prices, and operating data. 

Edward Valves, Inc., East Chicago — 


, , , HEAVY} 
Ind. 1—-_Z BAR STOCK 


SLINGS AND FITTINGS—A 105 PRESSURES FROM O TO 125 LBS 

page booklet discusses im detail the 

manufacturer's line of slings and No. |-MB Bench Mode KELLER 

fittings. Typical subjects treated in Capacity 5” x Power MODEL 

the booklet are: General Classification | wr bery 

of Slings, Endless Slings, Single-Part HACK SAWS 

Slings, Loop-End Grommet Slings, ae Have 

Instructions for Ordering Slings, Fit we gn ec stage ea ng bata from = = 

tings for Wire Rope, Attaching Wire OTe ee ee ee | eo eee 
d right amount of blade pressure. 

Rope Soc kets, a Rope Data, CUTS COSTS by reducing cutting time per piece 

W elded C hain I ata, and Types of wow 8S st ott lowers power consumption and eliminates costly 

End Fittings on Slings—Bethlehem | ee ee ae blade replacements. 

Steel Company, Bethlehem, Pa. 














THIN WALL TUBING 


INVESTIGATE all outstanding fea- 
a - - eo tures of th tire KELLER line 
POWER TRANSMISSION- Catalog .. . you'll find a model to fit your 


No. 51 lists technical data, prices, and | customer’s requirements. 


general information concerning thc 
: WRITE FOR NEW BULLETINS, PRICES 
manufacturer’s line of power trans No. | Bench Model 


Capacity 4” x 4” AND DEALERS’ DISCOUNTS NOW! 
mission equipment and machinery 


Che catalog is illustrated with photo 
graphs and diagrams of all products, 5 Ser AM if "fe 
and all information relative to order i. les ervice achine AYA 0. 
ing and shipping various products is 


listed in detail—Bond Foundry and 
Machine Co., Manheim, Pa 











2363 UNIVERSITY AVENUE 
ST ‘PAUL 4, MINNESOTA 
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Sales Tips 


by Oeming 


Sell Deming Self-Prim- 
ing Centrifugal Pumps 


for general industrial 
use, sump or bilge 
pumping, irrigation or 
dewatering service. 
These pumps prime and 
reprime automatically. 


Sell Deming Vertical 
Sump Pumps for regu- 
lar sump service; for 
pumping heavy viscous 
or high temperature 
liquids from pits; for 
draining boiler rooms, 
tunnels, elevator pits 
and similar uses, 


Sell Deming Condensa- 
tion Return Units and 
Boiler Feed Pumps for 
returning the conden- 
sate from steam coils, 
radiators or steam 
operated equipment 
back to boilers. The 
complete 
line meets 
all demands 
for this type 
of pump. 


For more information 
on the three types of 
Deming Pumps men- 
tioned above, write for 
Bulletins 3300-A, 3304, 
4607 and CR-1-A, 


eseeene e088 8 @ 


THE DEMING COMPANY 


511 BROADWAY ®@ SALEM, OHIO 


FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


Customers prefer Rubyfluid 
because it’s fast acting, eco- 
nomical and so easy to use. 
Rubyfluid thoroughly conditions 
metal for a smooth, strong 
union—produces no harmful or 
objectionable odors. 

Sell this “tested by use” 
soldering flux for customer sat- 
isfaction and more profits to 
you. 

For stainless steel — Sell 
Ruby’s Stainless Steel Flux — 
perfected for that metal. 

FOR INFORMATION 
WRITE 

RUBY CHEMICAL CO. 

76 McDowell St., Columbus, Ohio 








\Rubyfluid/ 


(- 7 














\_ HARRIS 
FLOATS 


in stainless steel © copper 
@ aluminum @ monel @ 
nickel © everdur 


ALSO Tanks, Coils, Bends, Expansion Joints, 
Kettles, Dippers, Evaporators, Coolers, Heaters, 
Chemical Apparatus to meet the constant de- 
mand of industry. HARRIS Products have es- 
tablished a reputation for quality and service 
during the past 65 years. The present need 
spells good profit for distributors. Our engi- 
neering staff will cooperate on your customers’ 
problems. Send for details. 


* 
ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ill. 
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STRONG, CARLISLE & HA 





Better, Faster Service 
with this 
Complete Mac-it Line! 


Because many standard types 
of Mac-its are available 
throughout the country for 
quick delivery, and because 
specials can be engineered to 
your own specifications, you'll 
find it pays to investigate 
Mac-its first. 

Mac-it’s 35 years’ experi- 
ence in the manufacture of 
heat-treated, alloy steel screws 
is your assurance of precision, 
uniformity and strength. Sold 
through leading industrial 
distributors from coast to 
coast and in Canada. Write 
for new Mac-it catalog today! 


Other Mac-it products include: 
* Socket Head Cap Screws 

¢ Hollow Pipe Plugs 

© Stripper Bolts 

* Hollow Set Screws 

* Socket Screw Keys 

* Square Head Set Screws 

* Hexagon Head Cap Screws 


«+. and many others 


Marketed Nationally 


Cleveland 13, Ohio 
A MPANY 





MMOND COMPANY 











BETTER... 
LAST 
LONGER 








NEW OWNERS H. C. Hopkins, 
treasurer, and R. H. Bart, president, of 
Reilly Bros. and Raub, Lancaster, 
Penn., look over newspaper accounts 
of the transfer of the firm’s ownership. 


Barr, Hopkins Purchase Stock 
of Lancaster, Penn., Firm 


Controlling interest in the Lancas- 
ter, Pa., hardware and industrial sup- 
ply firm of Reilly Bros. and Raub has 
been purchased by Richard H. Barr 
and H. C. Hopkins, who have shared 
supervision of the store for the past 
ten years. 

Reorganized and recapitalized, the 
firm is now headed by Mr. Barr as 
president and Mr. Hopkins as treas- 
urer. Mr. Hopkins began his career 
with the company as an office boy in 
1912, and Mr. Barr started as a helper 
in the building and hardware depart- 
ment in 1914. 

The new officers now own all the 
common stock of the company. More 
than a quarter-million dollars was paid 
the heirs of the late Miss Alice Reilly, 
who had owned more than 60 per cent 
of the stock in the firm. The remain 
ing small stockholders were given one 
share of the firm’s new preferred stock 
for each share of their common stock. 


rucker Heads Electric League 


Guy B. Tucker, manager of the elec- 
tric department of Orgill Bros., 
Memphis, for 15 years, recently was 
elected the new president of the Mem- 
phis Electric League. 

Edmund Orgill, of the same firm, 
and Frank Pidgeon, Pidgeon-Thomas 
Iron Co., Memphis, were re-elected to 
the board of directors of the Union 
Planters National Bank for 1951. 











MOLDED, FORMED, EXTRUDED, 
OIE or LATHE CUT... 


in sizes, shapes, and forms to meet every 

requirement. You can get Belmont standard 

and special design gaskets made of com- 
pressed asbestos, woven asbestos metallic, red rubber, cloth inserts, 
black rubber, vegetable fibre, cork-vegetable fibre, gray rubber, 
neoprene, and a wide variety of compounded materials. 


And, Belmont complete manufacturing facilities assure dimensional 
accuracy, uniform thickness and top quality finish. 


Whether your gasket problem is ... temperatures ... pressure... 

vibration... shock... oxidation... corrosion... creep... reduc- 

tion or just a matter of gasket size and shape, if you want BETTER 

JOINT AND SURFACE SEALING ...longer gasket service life ~ 

TRY BELMONT. 

Belmont consumer advertising in leading business publications creates sales 
leads tor you—always directs the reader to the Belmont Distributor. 


... And, there’s a Belmont Packing for Every Service. 


THE BELMONT PACKING 





AND RUBBER CO. 


i eee FOR STEAM, WATER, OIL, GAS, AIR, 


Philadelphia 37, Pa ACIDS, ALKALIES, AMMONIA, 


RINGS, SPIRALS, COILS, REELS, SPOOLS, SHEETS, GASKETS 
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Sa GREATER PROFITS 
CLIPPER 


v Constant Consumer Demand 
V No Factory Sales to Users 
/ Nationally Advertised 
/ Firm Resale Price Policy ge 
¥ Highest Uniform Quality iJ 
Sold ONLY ‘a 


¥ Through Authorized Distributors 


LI, 


"7 


LIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. 


x ote" 





Se 











PERFECT SEAL 
EVEN WITH PIPE 

NOT IN 

PERFECT 
ALIGNMENT 


WHEN YOU 
RECOMMEND 
AND SELL 


CATAWISSA ends 
guesswork in union require- 
ments—at a price to compete 
with better grade malleable iron 
unions! SELL CATAWISSA HOT FORGED 
STEEL UNIONS and you sell cost-cutting satis- 
faction—sure-fire dependability that means 
profitable repeat business for you! 
WRITE FOR BULLETIN & COMPLETE ENGINEERING DATA 
- standord and double extra heavy, male and female, orifice and spe- 
cials—screwed or socket weld, there's a CATAWISSA type for every use! 


ITTINGS CO. 


300 MILL ST. CATAWISSA, PENNSYLVANIA 
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Sherman 
Brass Fittings 


For Industry 


Hose Couplings 


For water, steam, oil and air. Also hose 
nipples, bushings, menders, nozzles and 
other fittings. 


Barrel Faucets 


Two sizes, with choice of ground key, lock 
lever or self-closing lock lever. Heavy 
cast brass, solid brass handle. 


Air Nozzles 


Four models of straight and angle pattern 
nozz'es. Choice of hand button or lever 
Air volume accurately controlled. 


Brass Hose 
Clamps 


Full range of water 
hose and steam hose 
sizes. 


Fusible Plugs 
High grade brass, 
filled with pure tin, 
Outside and inside 
styles, in long and 
short pattern 


Sold — through Industria! 
Wholesalers. Write today for 
catalog and discount sheet on 
the full Sherman line. 


H. B. Sherman Mfg. Co. 


BATTLE CREEK MICHIGAN 














COUNTER SALESMAN at William 
J. Burns, Inc. of Providence, R. I. is 
William Joseph Burns, Jr., putting his 
okay on an order in the “will call’” bin 





Wilson Joins Sales Staff 
At J. W. Leser Co. 


Walter A. Wilson has joined the 
sales staff of J. W. Leser Co., manu- 
facturers’ representatives of Los Ange- 
les, Calif., as sales engineer. He will 
specialize in the sale of pharmaceutical 
equipment, vacuum pumps, filters, 
mixers, and a complete line of equip- 
ment and specialties for the processing 
industries. 

Previously, Mr. Wilson was associ 
ated with L. H. Butcher Co., F. J. 
Stokes Machine Co. and the Mercer 
Robinson Mfg. Co 


Thermoid Elects Fruland 


\t a meeting held in Wilmington, 
Delaware, the directors of Thermoid 
Co., Trenton, N. J., elected Donald 
A. Fruland to the position of assistant 
treasurer. The election followed closely 
the appointment of Mr. Fruland as 
director of purchases by Thermoid 
Co. 





EARLY ARRIVAL at the Louisville 
Mill Supply Co., Louisville, Ky., is 
Paul Offutt of The George O. Desautels 
Co., (standing) who shakes hands with 
J. W. Shellhammer, supply firm presi- 
dent 


R & M HOIST 


with the 
DOWN-TO-EARTH PRICE 
your customers demand 





ADJUSTABLE TROLLEY- 
MOUNTING AND 
ADAPTERS FOR ALL 
MONORAILS (HOOK OR 
STATIONARY MOUNTING 
ALSO AVAILABLE) 


SPECIAL 
HIGH-TORQUE 
HOIST MOTOR 


SINGLE-UNIT 
HOUSING 


WIRE-ROPE CABLE 


WESTON-TYPE 
LOAD BRAKE 


ROPE OR 
PUSH-BUTTON 
CONTROL 


ENCLOSED BLOCK J-1 
WITH SWIVEL HOOK 1000 LB. CAPACITY 


You know today’s story: your customers $204°° 
want plus-value. R & M has the answer 

in the new wire-rope “J” hoist. You can HOOK SUSPENSION, 
sell it profitably as low as $204. And you ROPE CONTROL 
don't have to rebuild it because it is 10 FT. LIFT 
plenty versatile . . . lug, hook or trolley 

mounting . . . adaptable to 7 different 

beam sizes. It has adequate lift for prac- 

tically all applications. Motor is especially built for hoist use 
by Robbins & Myers. The "J" has the rugged construction for 
long service with little maintenance. Skilled, experienced hoist 
builders have incorporated every technical advance and quan- 
tity-production economy into this value-packed package. 
Requires little headroom. Easy to install. Push-button control 
for easy, fast spotting. Single-unit housing for positive align- 
ment. Sizes—!/,, 14 and 1 ton, Write for bulletin 451-ID. 


SOME TERRITORIES STILL AVAILABLE. 


ROBBINS « MYERS: INC. 


SPRINGFIELD 99, OHIO * BRANTFORD, ONTARIO 
MOTORS > HOISTS + CRANES + FANS > MOYNO PUMPS 
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your guides 

to complete 

power transmission 
equipment 


A complete line from a single source 
... easier to sell... greater depend- 
ability ... enables you to give better 
and quicker service to your customer. 
Three reasons that add up to more 
profit for you. Medart’s outstanding 
advertising campaign in leading trade 
journals means a greater Medart 
market for you! 


No. 56-V 
V-Belts and 
V-Sheoves 


All other Power 
Transmission 
Equipment 


Not just catalogs... but informative, help- 
ful power transmission equipment guides. 
Minimize complicated engineering com- 
putations ... excellent for your reference 
files. Write for yours today! 


* EDART 


Originators 
of the 
packaged vise 


YOUR COLUMBIAN 
DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COILUMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 


9025 Bessemer Ave. ° Cleveland 4, Ohio 
the Worlds Largest Mahers of Vises 


ACCURACY - 





STRENGTH - WORKMANSHIP - 





DEPENDABILITY 





For Safety's Sake . . . SELL 
DAYTON SAFETY LADDERS 


S 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 





instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 


ladder is in use. 


A FEW CHOICE TERRITORIES ARE STILL 

OPEN. 

WRITE TODAY FOR COMPLETE INFORMA- 

TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 

extra cost. 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. CINCINNATI, OHIO 
In Canada—Safety Supply Company—Toronto 











Sizes 3 feet to 16 feet in 
height with standard rub- 
ber safety shoes at no 
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Hans E. Anderson 


Warren Belting 
Elects Anderson 


Hans E. Anderson of Milbury, 
Mass., has been elected vice-president | 
in charge of products development 
and manufacturing operations at War- 
ren Belting Co. It is a new post. 

Formerly, Mr. Anderson worked 
for American Steel & Wire Co., Pull- | 
man-Standard Car Mfg. Co. and 
Graton & Knight. He has been active 
in transmission work for 27 years. 
From 1938 to 1948 he was chairman 
of the engineering committee of the 
American Leather Belting Association. 
He still is a member of the commit- | 
tee and is active in several other trade | 


groups. 


Pf VIS AWG, 


Hagerty Brothers Co. 
Completes Addition 


Hagerty Brothers Co. of Peoria, IIl., 
has just completed an addition to its 
steel warehouse to take care of the 
firm’s expanding business. The build- 
ing is equipped to handle a great many 
more items of the structural class. It 
has approximately 8000 sq. ft. of floor 
space, with a 40 ft. 5-ton overhead 
crane. } 


| 
| 





The firm’s territory extends about ; Al 
100 miles from Peoria. Special taps can be made up from bar 


CeRMCE stock — in a surprisingly short 


time, from our stock of headed blanks 


Hose Accessories Co. 
Names Crum To Post 


Newton R. Crum, 206 South El 
Molino, Alhambra, Calif., has been 
appointed manufacturer’s representa- almost immediately — and, of course, 
tive for California, Arizona and Ne- 
vada by Hose Accessories Co., Phila- 
delphia. industrial supply distributor. 

For a number of years Mr. Crum 
was connected with the Republic Sup- 


ply Co. of California, as manager of its BAY STATE TAP & DIE CO. 


western division headquarters at 


Emeryville. MANSFIELD, MASS. 
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more quickly, and 


from our very complete stock of hardened blanks 


all regular items may be procured from the shelves of your 





OLD FIRMS but new faces. T. J. 
Kenny, president, and William Lang, 
treasurer, (seated) of S. B. Hubbard 
Co., Jacksonville, Fla., inspect new 
catalog with T. J. Kenny, Jr., and Mar- 
joric Miller, secretary. 





Jacksonville Firm 
Is Phone Old Timer 


Although the S. B. Hubbard Co., 


Thie drop-forged zing te | i Jacksonville, F'la., recently changed its 
permanently attached to! + ian) telephone number, it still ranks as 
each ACCO Registered | | the oldest customer of the Southern 
Sling Chain. All essential Bell Telephone Co. in that particular 
identifying information A 
shown on both sides of \ 
Ring, as illustrated, pro- 
tected by outer flange. 


area. When the first telephone direc 
tory was published in 1880, it had 
exactly 34 subscribers listed. One of 
these was the S. B. Hubbard Co. Of 
the 34 original subscribers, only one 
name—that of S$. B. Hubbard Co., 
has appeared continuously in every 
succeeding directory. 

“We are proud of that fact,” said 
T. J. Kenny, president of the com 
BY AMERICAN CHAIN pany, which was founded in 1867 as 

a retail and wholesale hardware firm 
tr . ’ . ” Under Mr. Kenny’s management, the 

The Nation's Chainmaker firm has abandoned its retail outlets 
We believe that the best way to build safety and is concentrating on_ industrial 
into Sling Chains is to make each one indi- supplies, wholesale hardware, paints, 

: . ; , plumbing supplies, appliances and 
vidually —to inspect it and test it as though 


2 builders’ hardware. 
it were made to special order. More than 70,000 subscribers are 


From that belief came the idea of ACCO listed in the present Jacksonville 
Registered Sling Chains. Each sling chain ae . oe Print — ae 
made by AMERICAN CHAIN is Registered. the first vear in which the directory 
Each one carries a Certificate of Test and was printed. The same number of 
Warranty. Every one is identified by a per- calls were handled each 35 seconds of 
manent metal ring on which is stamped all October, 1949. 
essential identifying information. 





Davenport To Represent 
Boice-Crane Co. 


John P. Davenport has been ap 
pointed district factory representative 
for the Boice-Crane Co., Toledo, 
Ohio, to serve its dealers in southern 

\ Indiana, southern Ohio and Ken 
\ tucky. Mr. Davenport maintains his 
A 


Seno for this catalog 
whichcontainsinformationon 
how to select, use and care for 
sling chains. It is DH-80. 


office at 126 N. Galt Ave., Louisville, 
Ky 
Mr. Davenport has been in the 


York, Po., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia 
Pittsburgh, Portland, San Francisco, \ Bridgeport, Conn. 





AMERICAN CHAIN DIVISION | machine tool business since 1945, in 


the three state areas assigned to him 
AMERICAN CHAIN & CABLE by Boice-Crane. He is a member of 


the American Society of Tool En 


In Business for Your Safety gineers. 
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F. W. Bonacker 


F. W. Scott, Jr. 


Baxter. Bonacker, Scott 


Promoted by Carborundum 


executives have b 
Ke\ iles p t 


They ire 


“SURE-GRIP" STOCK PULLEYS 
Gast iron with crown face. One-piece flanged and split tapered 
hub permits easy installation and removal from the shaft. 4 hubs 
take care of bore range from 2” to 2%6”. Available for 
immediate delivery in 2/2” to 12” face width in 4” to 36” outside 
diameter. 

STANDARD PULLEYS 
Solid or split through rim and hub, with straight or standard crown 
face, accurately bored and carefully balanced. Diameters 2” to 
120” — Face width from 2” to 60”. 

SPECIAL PULLEYS 
Flexible pattern set-up and modern foundry facilities permit us to 
make made-to-order pulleys without delay. 

Write for detailed information. 


Power Transmission Equipment Engineers and Manufacturers since 1857. 


T. B. WOOD’S SONS CO. 


CHAMBERSBURG, PA. 
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NEW DESMOND-SIMPLEX Hinged Pipe Vise 


' 
r= y, mia 


= 
ELLER 


with typical Desmond | 


extra values 


New type pipe jaws with 


long faces, machined from | 


oil tempered tool steel. 


Self-locking jaw hook. 


Rugged frame cast of high 


grade malleable iron. 


Main screw and handle of 
high tensile steel. 


Four sizes for all require- 
ments. 


Desmond-Simplex Vises | 


give you all the plus values 
that make for easier selling, 


complete customer satisfac- | 
repeat profits. | 


tion, and 
Stock the complete Des- 
mond-Simplex line. It pays 
. .. The Desmond-Stephan 
Mfg. Co., Urbana, Ohio. 





— ao ‘ 
ne 


The More You Load It the Tighter It Grips 


Immediate Delivery From Stock 








NO NUTS - 

NO BOLTS - 

NO TOOLS - 

ONLY A STUD 

for Speedy 5 j 
Shelf Assembly °*". © 


PENDING 








680 PRAIRIE 


STEEL 
SHELVING 


ANY SIZE 
ALL EXTRAS 


wgtrong 
Beyond 
Belie 


For Extra 


: Heavy Duty 


Service 
HOW IT GRIPS 


; A slope in the 
§ keyhole joins with 
§ the taper on the 


DRAWER 
UNITS 


stud to form the 
tightest and 
strongest of grips. 
An exclusive 
Equipto design. 
NO. 150 





Te 
&® eo oo OF GY or 


Ol RO Be 


x 
Por 


When findings sell! 


Once you've found) t bse spots in 
industry _ factoriés,” arehouses, 
mills, loading or unléading docks — 
you've found a place whers you'll sell 
easy-to-catry, hand-o : d ‘Budgit’ 
Chain Blocks. Find the st s, service 
shops, garages, boetyards, lumber- 
shops, gdtages, shipyards, lumber- 
yards, stdne cutters, monumental 
works, farms, dairies, service stations 
and you’vé found ow spots where 
you'll mt hes hain Blocks to do 
all the s lifting! jobs usually done 
by a crew és men heaving and pulling 


together. || y 
4 


You'll fied owners of outmoded 
chain blocks sal 

rior mechanical Heatures of ‘Budgit’ 
Chain Blocks;~ Fpey'll like the idea of 


needing but one man to operate them; 


to sell on the supe- 


their safety features, light weight, 
and their quick, easy lifting action. 


So selling ‘Budgit’ Chain Blocks is 
a matter of finding the places where 
spot lifting slows up production. Once 
found, you've found your markets for 
selling ‘Budgit’ Chain Blocks. 


if you need additional copies of 
Bulletin No. 392, write us. We'll 
be glad to send them to you. 


iyi BUDGIT 


iM Chain Blocks 


MANNING,MAX WELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and ‘Load 
Lifter’ Hoists and other lifting specialties. Makers 
of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 
idated' Safety and Relief Valves, ‘American’ 
Industrial and ‘Microsen’ Electrical Instruments. 


Phone Aurora 9232 
AURORA, ILLINOIS 
: " suRoR ‘ "ee! 
BINS DRAWER UNITS TOOL TENDERS CARTS. INSERTS COUNTERS BENCHES 


“EN mwPamy 
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Baxter, from director of sales and sales 
administration to assistant vice-presi- 
dent; Frederick W. Bonacker, sales 
manager of the coated products divi- 


sion to general sales manager of the 
company; and Fred W. Scott, Jr., 
from assistant sales manager to sales 


manager of the Coated Products Di- 
vision. 


As assistant vice-president under F. 
J. Tone, Jr., vice-president in charge 
of sales, Mr. Baxter will advise and 
consult with all offices of the sales 
department, including the general, di- 
visional and branch organizations. 


In his new post as general sales man- 
ager of the company, under Mr. Tone, 


Mr. Bonacker will have charge of all ? 
domestic and Canadian field sales op- e 
erations, sales administration, commer- 


cial research and merchandising. 

The new sales manager of the 
Coated Products Division, Mr. Scott, . 
will direct that division’s sales, sales Are you losing your electric tool sales to 
engineering, retail sales and sales order 
service operations. 
department stores and wholesale houses? Ask 


Parker, Helms & Langston | 
Form Firm in Georgia us about Thor’s 100% industrial distribution 


The firm of Parker, Helms & Lang- 
ston, Inc., has been formed in Bruns- 
wick, Ga., with Gordon Helms as 
president, E. B. Langston, vice-presi- 
dent, and Edward B. Parker, secretary- 
treasurer. —_—_—_— 

Formerly, Mr. Helms was a sales- 
man with Fleming & Moore of Savan- | f 
nah. Mr. Langston was with Kramer | T H | S L | | e C A N 
Supply Co., Jacksonville, Fla., and 


Mr. Parker, formerly, was assistant 


purchasing agent for the Brunswick PAY YOU WELL 
Pulp & Paper Co. ae eee 


HERE’S WHY: 


1. It’s complete in popular types and 
sizes 


policy. Write “Thor Tools,” Aurora, Ill. 























2. CHICAGO quality—the finest possible Gm CHICAGO saws can be very profitable to 


3. Once you sell a customer he stays 


you. The user field is so very large that every 
with you 


territory is a rich market. CHICAGO SAWS give 
you every advantage in building a truly large list of 
. Proved dependability since 1921 customers. 


Precision heat treated—CHICAGO SAWS are tough, 
evenly balanced and accurately fitted. They have 
Let us send you full that keen cutting edge that only experienced, care- 
particulars Also, Si 
ask for our bulletin ful and specialized manufacturing can produce. 


No. 107 so you can 
get a good idea of 


mt CHICAGO SAW WORKS 


5042 S. Wentworth Ave. Chicago 9, Illinois 


4. Durability that means user economy 


END OF THE DAY for A. G. Lind- 
quist, vice-president and sales manager 
of The Lindquist Hardware Co., Bridge- 
port, Conn. is marked by one last check 
through the afternoon mail. 
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BEST SELLERS 
FOR 70 YEARS 


K&M pressure regulating 
and reducing VALVES 


Easy to sell... and profitable! | 


Trindl rv Welder 


Super Industrial Type 
Portable 


THE BIGGEST | CoA" 
WeEtLOD ER Complete, Ready to 
VALUE ON THE Coerete 





MARKET! 


This sensationally low priced Trind!] Welder 
brings untold economy and convenience to 
both small and large plants . . . Costly 
shut- downs due to broken or shopworn 





THEY PAY. Dependable service to indus- 
try since 1879 —that's the record of 
Kieley & Mueller's line of pressure regulat- 
ing and reducing valves. K & M quality 
is well known... K & M valves are easy 
to sell. Discounts are liberal; they're pro- 
fitable to sell. And K & M valves are good 
customer-keepers because they provide 
lasting satisfaction. 


4 K & M WEIGHT LOADED For dependable regulation of 
reduced pressures in steam, air, gas, water or oil 
installations. Type 102 double seated. Sizes 2 to 12 
inches. Type 104 single seated for dead end service. Sizes 
Ya to 6 inches. Engineered and constructed to provide 
closest possible regulation. 


t can be eliminated with this 
handy maintenance and production tool. 


This new industrial type welder Model 
125A is compact and easy to carry from 
place to place when an emergency repair 
is needed. Priced to fit the budget it has 
16 heat stages ranging from 20 to 125 
Amps. The keynote of this unit is the sim- 
plicity and economical cost of operation. 


Distributors, now is the tire to Cash In on 
this fast selling - profit making line. Our 
new big advertising campaign is already 
under way. 
For complete details write 
today to Dept. T5-DA 


Trindl Products Ltd. 


15 E. 23rd St. Chicago 16, Ill. 








K & M SPECIAL 
"1900" 


Pressure reducing for 
steam, air, gas or 
water. Type 449 sin- 
gle seated, Type 450 
semi-balanced, Type 
451 water and air. 
Sizes 2 to 2 inches. 
Simple, compact and 
ruggedly constructed 
for long, dependable 
service. 


2 K & M SIMPLEX 

Type 461 
For water, air, gas or 
oil. For simple pres- 
sure reduction service. 
Used where initial 
pressures are fairly 
constant as for pro- 
tection to industrial 
plumbing or for in- 
dustrial air pressure 
distribution. 


For SCALE-FREE 
Heat Treating & 
Annealing of Steels 


These are just a few. Wherever regulating and reducing valves 
are used, the K & M line has a type and size to suit. K & M design 
and construction are outstanding for their high quality. It is the 
line you can make money with. Send today for information about 
K & Mand generous distributor discounts. 
% Selective Distribution—Generous Discount 
*% Advertised in the magazines your customers 
read: 
American Machinist 
Tool & Die Journal 
Modern Machine Shop 
Distributors For complete 
information write— The 
PARKER Stamp Works, 


inc., 560 Franklin Ave., 
Hartford, Conn. 


Monvfactured by: 


he Established 187) 


2033 — 43rd STREET 
NORTH BERGEN, N. J. 





Established 1879 





PRESSURE REDUCING & REGULATING VALVES e LEVEL CONTROLS 
STRAINERS © PUMP GOVERNORS © BACK PRESSURE AND. RELIEF VALVES 
FLOAT VALVES © EXHAUST HEADS © STOP AND CHECK VALVES 
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EDWARD G. BUDD, JR (Icft), son of 
the rail equipment pioneer, and Wil 
liam L. Batt, president of SKF Indus 
tries, Inc., mect at  Philadelphia’s 
Franklin Institute, where Mr. Batt de 
livered the second annual lecture 
honoring Mr. Budd's father. 


Philips Drops Department 
Reorganizes Supplies End nt all f 


Philips Hardware & Supply Co., 
Columbus, Ga., has sold its retail 
hardware business and reorganized its 
wholesale hardware and industrial sup 
ply activities. ‘he company has ex 





® EASY TO SELL—The Chicago line of socket 

screws can be your ‘“‘leader”’, because it’s uni- 

led ayes versally recognized as the quality line—you can 

panded its industry supply division, get a re-stocking order on every call. 

which has its entrance on Front Ave 

nue © CONSTANT DEMAND — No long selling talk 
Che railroad siding which entered needed when you feature the Chicago ‘‘Safety 


the building has been removed and Plus” line because it is the specified line for 
the floor converted to sales. ‘The ware original assembly in ALL FIELDS OF MANU- 
FACTURE. 


house has been extended and _ stock 


shelves and bins for customer display © LOWER COST — Chicago Socket Screws are 

installed ’ stronger so your customers can fasten their 
M. D. Greene, vice president and products more securely with fewer screws, sav- 

manager of the industrial division, says ing up to 25% on production costs. 

that floor-to-ceiling shelves were built 

along the side wall of the sales floor ® GREATER PROFITS — ‘‘Easier to sell”, plus 

2 ““Constant Demand”, plus ‘‘Lower Costs to 

your Customers” means more, larger and con- 

tinuous repeat orders—and MORE profits for 

you. 

Yes, Chicago ‘Safety Plus’? Screw products 

offer a better line to follow—to push—to sell for 

all four steps. 





Remember—our merchandising policy is based on 
complete cooperation with the distributor. Ask for 
interesting, full details. 


CHICAGO “SAFETY PLUS" PRODUCTS INCLUDE: 
Socket Head Cap Screws * Socket Set Screws * Stripper Bolts 
* Square Head Dog Point Set Screws * Socket Pipe Plugs * 
Keys for “SAFETY PLUS" Socket Products * Hexagon Head 
Cap Screws, Steel and Brass * Square Head and Headless Cup 
Point Set Screws ° Fillister and Flat Head Cap Screws * Taper 
Pins * Milled Studs * Semi-Finished Hexagon Nuts, Stee! and 
Brass * Semi-Finished Hexagon Castellated Nuts. 


INTERIOR of the new sales and di Tre CHICAGO SCREW COMPANY 


play room of Philips Hardware & Sup 
ply ¢ Co., Columbus, Ga. shows the ex 2503 WASHINGTON BLVD. - BELLWOOD. ILL 
tent of its a M. D. Grecne a ae bed 187 

ice-president and general manager, and 





James Monk answer Ssaics quer 
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Guts Maintenance 
Costs in Factory 
or Shop 


multi-purpose portable 
CUTTING TOOL 


Not a gadget, but a sturdy precision 
tool, designed to save maintenance 
men and tradesmen valuable time and 
effort. Check these sales features: 


@ It’s portable—goes along to the job. 
@ Makes its own starting hole. No 
extra tools required. 
Cuts all wood and composition ma- 
terials up to 1” thick. 
Blade makes close 1/4” turns, cuts 
intricate shapes. 
Fast cutting power — 3250 blade 
strokes per minute. 
Light in weight (only 3-1/2 Ibs.). 
Easy to handle. 
Operates on A.C. or D.C. 115 volts 
— 60 cycles. 
Many saws in one — tip, crosscut, 
scroll, coping, keyhole, band or jig. 
Easily converted to table saw with 
sturdy Whiz-Saw all metal table. 
1/10 H.P. full ball bearing, oil 
sealed heavy duty motor. 


Whiz-Saw is packaged one to a carton, 
comes complete with 3 blades, screw- 
driver and instructions. Price $49.00 
each, less customary tool discount. 
Order today. Forsberg Manufacturing 
Company, Dept. LD, P. O. Box 431, 
Bridgeport 1, Connecticut. 


ANOTHER PRODUCT BY 
ij 


orsberg 


Makers of the Famous Whale & Viking Tools 


194 


LAA WET EAL 


INDUSTRIAL 


BRUSHES“-BROOMS 


Many Advantages in 
Selling this Line . . . 


There isn’t a plant, mill, school, public build- 
ing. or place of business that isn’t a prospect 
for some one of the broad line of CAPITAL 
Industrial Brushes and Brooms. CAPITAL 
Brushes and Brooms are noted for their long 
wearing qualities—every plant man in your 
territory will appreciate this one fine quality 
alone. This is equipment that is always in 
season and we urge users to buy through 
their local distributor. 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 


--WHITNEY 























ATLAS 


Perfect Car Mover 


LEVER —§ PUR S— 
—PUNCHES— | Insure Maximum Service 


for ANY make of Car Mover 
Capable of service far ATLAS Perfect Car Mover SPURS have 


perfect sharp edges and are made of 

*,° perfect tempered steel — one of the 
above rated capacities strongest available today. There is 
nothing on the market that is better 
* Individual characteristics make these Lever for this purpose. SPURS are the most 
important element in the perfect op- 
eration of Car Movers and ATLAS 
field. Neat, good looking finished work is SPURS can be used on ANY make of 


what any first-class workman wants and that’s Car Mover. If they are turned regu- 
what he gets with any WHITNEY Punch he larly — making use of all four edges, 

they greatly prolong the service life of 
uses. Our descriptive circular gives complete 


the Car Mover. Let us send more de- 
facts on the WHITNEY line . . . a profitable tails on ATLAS Car Movers and SPURS. 
line for distributors. 


| 
| 
| ’ 
W. A. WHITNEY MFG. CO. | APPLETON-ATLAS CAR 














Punches adaptable for special work in their 





onammiams iLunoy | MOVER CORPORATION 


1421-25 So. 2nd St., Milwaukee 4, Wis. 
ERS AAO MENEBOS Sy 2 
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so that customers could see the stock. | § 
“It gives them ideas on items which \ 
might never be mentioned had they 

not seen them.” 

The company now has two inside 
and two outside salesmen, but plans 
an expansion of its sales force. Dan 
Greer, formerly of Dayton Rubber 
Co., Atlanta office, has joined the com- 
pany and covering the city trade. 
James Monk, formerly with Columbus 
Iron Works Co., is also covering the 
city trade. Marshall Bush, who was 
formerly in the supply room of Eagle 
& Phenix Mills of Columbus, has 
joined the company’s counter sales 
staff. Mr. Greene is active in handling 
floor sales. 

Officers of the company are Frank 
Philips, president; A. E. Myers, vice- 
president; John Woodcock, vice-presi- 
dent in charge of hardware division; 
M. D. Greene, vice-president in charge 
of industrial supplies, and Carey Brin- 
son, secretary and treasurer. Mr. 
Greene has been with the company 
for more than 20 years. 

The expansion of the industrial 
division’s activities will be to cover a 
territory within 100 mile-radius of 
Columbus. 


American Steel & Wire 
Advances Munford | GORHAM STANDARD 


Walter F. Munford, who started | . for the Commercial 
with the American Steel & Wire Co. ~ Field 
as a die-reamer 30 years ago, has been 
elected vice-president in charge of 
company operations. In his new post, 
Mr. Munford takes the office vacated 
by Harvey B. Jordan, who assumed the 
presidency of the Wire Company, a bi 
U. S. Steel subsidiary, on the first of iy Ss GORHAM M-40-B for 
the year. ™ Heavy Cuts in Hard 
| bmg Material 





,_ no time like RIGHT 

NOW for GORHAM Tool Bit sales 

«++ new manufacturing methods 

and processes—new shops opening 
up—enlarging of present plant facili- 

ties and always the constant need in 
those plants who know the high quality 
and dependability of GORHAM Cutting 
Tools will boost your sales to a new high. 

Selling the right line is very important and the 
GORHAM line is right—for you and for your custom- 
ers. You can always find new markets for GORHAM 
High Speed Steel Tool Bits—we'd like to help you. 


GORHAM GORMET 
for more Abrasive 
Materials 


GORHAM TOOL COMPANY 


14400 WOODROW WILSON AVENUE, DETROIT 3, MICH 
“One word led to another - -” 
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NEW ources 


of profit with 


j VICTOR'S 


NEW 


mnoly Glen 


Blades 


On recent tests, 

when pitted against 

eight leading brands 

in cutting SAE 52100 Ball 

Bearing Steel, Victor's new 
“Molyflex” High Speed Hand 

Hack Saw Blades .. . averaged 23.8% 
more metal cut than all the leading 
brands tested. Here’s the blade that 
rounds out Victor’s famous line. Be- 
cause it is more uniform...completely 
shatterproof ... absolutely unbreak- 
able when used in a frame... it is 
packed with extra profit-making fea- 
tures. A real sales leader .. . for mak- 
ing tough metal cutting jobs easy! 
Finished in gold, each blade carries 
specifications printed on it. All sizes 
and pitches. 


Victor Steelrite 
Metal Marking Crayons 


Here is another NEW Victor 
profit-making item. Available 
in a variety of sizes and at- 
tractively boxed, these crayons 
are a natural for off-the-cc,.un- 
ter sales. Special extrusion proc- 
ess insures uniform strength 
and composition. Markings 
can be made on hot, cold, 
damp or grimy metals and withstand 
pickling, yet do not affect enamel 
application. 


Victor's famous Wall Chart 
and Metal Cutting Book- 


lets are still available. oe 
Write today for your Uy, 
@ 


free supply. lee. 


SAW WORKS, INC., Middletown, W.Y., U.S.A. 


Makers of Hand and Power Hack Saw Blades, 


OPEN HOUSE HOSTS Vernon S. Dallman, vice president, greets guests at Dallman 
Supply Co.’s grand opening of its new Fresno branch. They include: W. Hastie, San 
Francisco manager, American Radiator & Standard Sanitary Mfg. Co.; Harry Morse, 


West Coast manager, Grabler Mfg. Co.; 


itting Co., Los Angeles. 


Guy W. Plank, vice-president and manager 
of Dallman’s Fresno branch; Vint Krout, Eljer Mfg. Co., 
Davis, West Coast manager, Kohler Co., 


Los Angeles; Harold A 
and William Fraters, Fraters Valve & 


Fresno Branch Opened By Dallman Co. 


About 500 guests attended the re 
cent Open House which marked the 
formal establishment of the Dallman 
Co.’s Fresno, Calif., branch last De 
cember. The event also celebrated 
Dallman’s 35th year in the business, 
and centered on the theme, “Dall 
man Parade of Progress.” 

he Fresno warehouse and offices 
make the company’s fourth branch; 
others are located at Sacramento and 
Oakland, with headquarters in San 
Francisco. 

he new facility provides about 15, 


000 sq. ft. of warehouse and display 
space, with another 35,000 sq. ft. of 
outdoor storage area. It is served by 
spur tracks of both the Southern Pa- 
cific and the Sante Fe. The com 
pany spent about $15,000 to remodel 
i leased building for its purposes. 

Acting as hosts at the Open House 
were Guy W. Plank, vice-president 
and manager of Dallman Co. of 
I'resno; Lloyd H. Dallman, president; 
Vernon S. Dallman, vice-president; 
Rosalie D. Lincoln, treasurer, and 
other officers of the company. 


+ 


SPOT SERVICE is available in the warchouse through the usé 


Frames and Band Sow Blades trucks. Aisles are wide and well-lighted. Shelving keeps products in reacl 
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. +. always easier to sell 
... easier to keep sold 


The Harrisburg Line 


HARRISBURG HARRISBURG 
Lite-Weight Propane High-Pressure Gas 
Cylinders Cylinders 
ZB 


| «” ARRISBURG 
Seamless Stee! 
Pipe Couplings 


HARRISBURG 
Drop-Forged Stee! 
Pipe Flanges 


HARRISBURG 


Mass-Produced Drop 
orgings 


HOSE who sell it know, and 
4g pe outlets will learn, that 
quality construction pays off in 
more original sales and more re- 
peat sales. 


Behind the Harrisburg line is 
97 years of design and manufac- 
turing know-how, and a reputa- 
tion for better products at com- 
petitive prices. 


Harrisburg Steel Corporatior:, 
Harrisburg 18, Pa. 

Send catalogs and give us your prop- 
osition on items checked: ( ) Pipe 
Couplings; ( ) Pipe Flanges; , 3 
Drop Forgings; ( ) High-Pressure 
Cylinders; ( ) Propone Cylinders. 
Name 

Company 

Address 

City Zone State 





Harrisbu rg 


STEEL CORPORATION 
HARRISBURG 18, PENNSYLVANIA 


im YEARS IN 
) Hw PENNSYLVANIA'S 
CAPITAL 








“BETTER MEASURE with JUFAIN “ 


NEW /UFKIN Mezurat and Wizarp up. 
TAPE-RULES with CHROME-CLAD BLADES 


EASY TO READ 
MARKINGS 
THAT ARE DURABLE 





In barely one month, the new 
Ch Clad Lufkin Mezura IMPORTANT: New Lufkin Mezurall and 
and Wizard, Jr. steel Tape-Rules Wizard, Jr 
are Smash Hits with indus 
trial distributors all over the 


lape-Rules with Chrome 
Clad blades are now advertised to more 
than 40,000,000 readers in the Roto Sec 
country! Newest of all Tape tions of Leading Sunday Newspapers 
Rules . . . they are certain to 
build customer satisfaction with 


Industrial Trade Papers; other outstand 
ing Consumer Publications! A supply of 
their easy-to-read and durable three-color Mezurall and Wizard, Jr 
Chrome-Clad finish and cer envelope stuffers No. MW 100-999, with 
tain to boost Tape-Rule volume your imprint, will be supplied upon re 
with their outstanding array of quest 

selling features 


CHECK THESE OUTSTANDING FEATURES: 


1— Exclusive Lufkin Chrome-Clad finish blades. 


2—Black markings razor-sharp against chrome white background . . . and they 
are durable. 











3—Rust and corrosion resistant. 

4—Will not crack, chip, or peel. 

5 —Self-adjusting hook permits accurate butt-end and hook-over measuring. 

6 — Replaceable blades. 

7—Smooth manual blade operation 

8 — Improved heavily plated case — inset side plates in attractive red and white. 


DIAGRAMMATIC CROSS-SECTION VIEW 
1. Hardened Steel Tape. 2. Rust-resist- 
ant Coating. 3. Multiple Coats of Elec- 





troplating. 4. Hard, Smooth, Non-glare 
Chrome-plating. 5. Black Markings 
Bonded to Steel, Sunk below Surface. 


‘fe , 
Be anemia 
wi234 


STOCK ‘EM... SELL ‘EM... the SMASH HITS among ALL Tape-Rules — 
the NEW LUFKIN MEZURALL and WIZARD, JR. CHROME-CLAD Tape-Rules! 


Sell [UF RIN Vets « Rules 


PRECISION TOOLS 


THE LUFKIN RULE CO. ” 
SAGINAW, MICHIGAN +» NEW YORK CITY + BARRIE, ONTARIO 
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A MECHANICAL 
PACKING DESIGNED 
WITH THE DISTRI- 
BUTOR IN MIND 


Yes, remarkable new Steamfitters’ 
Special Self-Forming Packing is de- 
signed so that one size and shape 
can be used to pack 90% of all 
valves, pumps, and joints. 


What is Steamfitters’ Special Self- 
Forming Packing? It is a semi- 
metallic alloy compounded in rope- 
like form, impregnated with a 
special lubricant which cannot be 
driven off by heat or friction. 


Your salesmen don’t have to be 
technical wizards to sell this prod- 
uct. We've designed a complete 
merchandising set-up to make 
Steamfitters’ Special the fastest 
moving item on your shelves. 


An ingenious demonstration device 
guaranteed to fascinate your sales- 
men and customers alike is avail- 
able to all distributors, and to- 
gether with our merchandising 
plan, it will bring you startling 
results. 


Comes in attractive counter display 
cartons packaged in half-pound 
and two and one-half pound 
spools. Free samples and technical 
data furnished on request. Like to 
know mere about our merchandis- 
ing plan and introductory distrib- 
utor deal? Just send coupon below. 


 s 
‘a bal 


Please send me free samples and 
technical data. 


FLEXROCK COMPANY 
3647 CUTHBERT ST. 
PHILA. 4, PA. 


1 would like to know more about 
your merchandising plan and intro- 
ductory deal. 

NAME 

FIRM 

ADDRESS 


city 


Eric Daniels 


Abrasive & Supply Co. 
Appoints Vice Presidents 


Eric Daniels, president of the Abra- 
sive and Supply Co., Detroit, recently 
announced the appointment of Harold 
V. Kenny and Bruce A. Monahan as 
vice-president of the firm. 

Mr. Monahan has been in the in- 
dustrial supply business all of his work- 
ing life starting in 1929 at the Buhl 
Sons Co., in Detroit after graduating 
from high school. He left this firm 
in 1940 to join William F. McGraw 
& Co., Detroit, where he occupied 
the position of sales manager until this 
recent change was made. 

Mr. Kenny was the president of the 
Kenny Equipment Sales Co. This 
company has been consolidated with 
the Abrasive and Supply Company, 
but will continue to operate under the 
name of Kenny Equipment Sales 
Company as a subsidiary. Mr. Kenny 
is a native Michigander and came to 
Detroit in 1922. He was in the bank- 
ing business locally until 1933 when 


Harold V. Kenny 
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SELL GREENLEE 


AND YOU ALWAYS SELL 


SURE SATISFACTION 


Long-lasting GREENLEE Spiral Screw Drivers 


The choice of many of the nation’s lead- 
ing plants for assembly work and main- 
tenance crews. Husky and dependable... 
fast-working, easily operated. Special 
long-wearing phosphor-bronze drive 
nuts for extra long service. You can 
recommend them with real assurance! 


Big volume builders for you .. . 
GREENLEE Pipe Benders and 
Pipe Pushers. One man quickly 
makes smooth, accurate bends 
in pipe and conduit up to 4!2”, 
tubing and bus bars with the 
GREENLEE Bender. Pushing 
pipe under streets, 

floors, etc. is simple, 

fast work with the 
GREENLEE Pusher. 


Other profit-makers in the GREENLEE line: 


Hand Benders for Tubing « Electricians’ Knockout 
Tools * Auger Bits and Drills * Automatic Push Drills 
Chisels and Gouges * Mortising and Boring Tools 
for Woodworking Machines * And many others 
Get sales facts today. 


== 
GREENLEE 


Greenlee Too! Co., Division of Greenlee Bros. & Co., 
1924 Herbert Avenue, Rockford, Illinois, U.S. A. 





Bruce A. Monahan 


he became interested in the shop 
equipment field. During the last war 
Mr. Kenny was affiliated with United 
States Army Ordnance and was in- 
strumental in engineering the steel 
bin and shelving layout for parts used 
in all the ordnance depots through- 
out the country. 


Yale & Towne Stamford Div. 
Has New General Manager 


Milo Franklin McCammon of Kala- 
mazoo, Mich., has been appointed 
general manager of the Stamford Di- 
vision of The Yale & Towne Manu- 
facturing Co. Mr. McCammon began 
directing the operations of Yale & 
Towne’s lock and builders hardware 
plant in Stamford on November 16. 

Mr. McCammon has resigned as 
general manager of the Ingersoll Steel 
Division, Borg-Warner Corporation, 
Kalamazoo, Mich., in order to accept 
Yale & ‘Towne’s appointment. Previ- 
ously he served as general production 
manager of the South Bend Division 
of Bendix Aviation Corporation, after 
having served 12 years with the Hud- 
son Motor Car Company. 

Since last June, the management of 
the Stamford Division has been tem- 
porarily directed by Otto G. Schwenk, 
the corporation’s vice president in 
charge of all manufacturing operations. 
Under Mr. Schwenk’s leadership, a 
thorough reorganization of the Stam- 
ford Division was launched in July to 
bring about more efficient production 
and better service to customers. 


Sales Manager 


Aluminum Industries, Inc., Cin- 
cinnati, has appointed Lyle B. Paris as 
sales manager of its paint and varnish 
division. He had served as West Coast 
district manager for the company dur- 
ing the past three years. 


Paris Named 








Satisfied Customers 


Come Back 


“It’s the “biggest” little lathe I’ve 
ever worked on.” 
—E. W 


Dale, Indiana 


“In order of their importance: 
Accuracy: Spindle alignment and 
squareness of cross ways exceeded our 
expectations. 
Rigidity: Excellent 
Power: Excellent plus 
Ease of Operation: Good 
Appraisal: By far the best lathe in its 
price class.” 
—Master 
South Bend 16, Indiana 
“It was only after careful comparison 
with other lathes that I decided to 
purchase my Sheldon. As an all pur- 
pose lathe it had to be sensitive for 
delicate jobs and still have pulling 
power for heavier work up to its ca- 
pacity, plus good design. I have had 
this lathe over a year and it has more 
than lived up to my expectations.” 
—D. C. B. 
Erie, Penn. 


“T am well pleased with the Sheldon 
Lathe that I own and am thinking of 
trying one of your Milling Machines.” 
—T. C. B. 
Julison, Mississippi 
“We have had a Sheldon Lathe for ap- 
proximately 18 months. This lathe 
has been in operation daily and its 
performance has been extremely satis- 
factory. We have operated many dif- 
ferent “makes” of lathes but we will 
put our Sheldon up against any of 
them.” 
f F. G. 


Atchison, Kansas 


Mechanic 


“We are well pleased with this lathe 
and have found it very useful. We 
have long felt the need of a small 
lathe for light, quick yet precision 
jobs and find that this Sheldon does 
the work very satisfactorily.” 


Woodruff. S. 


“My Sheldon Lathe is doing a fine R 
in our shop. As we do most any kind 
of machine work, it really has t@ 
stand up under a pretty heavy load.” 

—B. F. & 
“We have a 10” 


is in daily 
Dept.” 


Sheldon Lathe which 
use in our Tool and Dié 


—F.S. Fj 
Milwaukee 4, Wisconsin 
“We have found this lathe to be very 
beneficial to our shop, and are very 
pleased with it.” 

—H.N, 


Berlin, Conn, 


“This lathe is accurate. I feel I can 
make watch parts if required.” 


A. L. 
Philadelphia, Pa. 


“Would not part with it for any other 
lathe in its price field.” 


C.J. L 
Long Island City, N. Y. 


The Sheldon Distributors who sold 
these Sheldon Lathes not only enjoyed 
worthwhile initial profits, but have 
made firm friends and repeat custom- 
ers. 


SHELDON 


CHICAGO 


SHELDON MACHINE CO. 


4232 N. Knox Ave. Chicago—U. S. A. 
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It’s easy to sell portable ‘Tugit’ Hoists 
to farmers working alone to fence in 
their fields; to foremen of mainte- 
nance crews who must remove, install, 
and repair machinery in factories, 
mills; to road commissioners whose 
road crews have underground con- 
duits, water mains, and cables to lay; 
read guards to stretch taut. Easy to 
sell railroad repair shops for the 
many lifting, pulling, tightening jobs 
they do daily. Truck body manufac- 
turers, telephone crews, contractors 


need ‘Tugit’ Hoists, too. 


‘Tugit’ Hoists are ideal for all close- 
quarter lifting and pulling jobs. Their 
12-inch handle has a grip designed 
to fit the hand —won't slip and kick 
back like @ mule. They spot loads 
within 3/32 of an inch. They're easy 
to carry. Fit any toolbox. Come in 


sizes to lift one and two-ton loads. 


Write for as many copies of 
Bulletin No. 388 as you need 
to help you sell ‘Tugit’ Hoists. 


({ MAxwen 


it ‘rogir’ 


MANNING, MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and ‘Load 
Lifter’ Hoists and other lifting specialties. Makers 
of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol 
idated’ Safety and Relief Valves American’ 
Industrial and ‘Microsen’ Electrical Instruments. 


200 


Easier to Sell Because They're Dependable 


MOTOR DRIVEN 


PRESSURE 
BLOWERS 


THREE SIZES 
Ya, V2, 1 WP. 


READY TO RUN—IMMEDIATE DELIVERY! 


CENTRIFUGAL TYPE designed to deliver an even, non-pulsating flow of air for blowing 
or exhausting. Universal as to rotation and discharge. Direction of d ge may be 
changed to any of eight 45 degree positi @ Housing, base, support, and impeller 
are constructed of cast aluminum alloy to reduce weight and 
increase strength. Straight wall construction reduces windage 
and increases efficiency. 








USED des 
remo oie dust 


@ Powered by standard 3450 r.p.m. direct-connected 60-cycle ball 
bearing motor in choice of open or totally enclosed types. Three 
sizes, 44, 2 and 1 H.P. with capacities from 100 to 800 cu. ft. per 
min. at static pressures from 42” to 6”. 


WRITE TODAY FOR LITERATURE 


oe Sullon Ywujaia li tiiig (oba 


‘ 


112 W. WILSON AVENUE NORFOLK, AURGINA 


grin dif 


PROFITABLE SALES TO 
INDUSTRIAL PLANTS 


EVERYWHERE 


The MORGAN 

’ Sales Policy gives 

ouiieen you every advan- 

BENCH 

~ tage and we urge 

COMBINATION users to buy 

through their local 
distributor 


SHEET METAL 
WORKERS 


~ 
~ 
<< 


. 

WOODWORKING 
e 

QUICK ACTION 
a 

SOLID NUT 
CONTINUOUS 
SCREW 


MORGAN VISE CO. 


108-112 N. JEFFERSON ST. 
CHICAGO 6, ILL., U.S.A. 
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Have you 
Heard the 
ae Thor Story? 


pointed advertising manager of Worth 
ington Pump & Machinery Corp., 
succeeding Adin L. Davis, who has 
resigned 


Are you stocking 2" electric drills... when 





ou could be selling the most powerful, light- 
Comerford of Blackhawk y ad ° . 


Reports a Tale of Woe est weight 2” drill ever built? Ask us about 


Pi — 7 igs oe — the great “Silver Line.” Write “Thor Tools,” 
checked suits and spends most of his 
time drinking champagne out of show Aurora, Ill. 
girls’ slippers—got a big black eye the 
other day, in the form of a letter Art 
Comerford, West Coast man_ for 
Blackhawk Mfg. Co., wrote back to 
Bill Dyke at Blackhawk. We quote 
Art’s remarks verbatim; they're that 
good: 


“Dear Bill 


“Thought maybe you would have 
a little time by now and would be 
interested in the travels of Comer 
ford on the way home, because if you 
think the trip to the factory was a 
daisy, you should have been on the 
tour home. 

“As you know, the train left Mil 
waukee Monday, about half an hour 
late and everything was under control : 
as far as time and travel was concerned ... have greater 
until we got to Minneapolis at 10:30 holding power! 
p.m., on schedule. After leaving © Accuracy ot product fin- 
Minn., went to bed and woke up about ish...uniformity of product 
seven in the morning. Looked out quality have maintained 
the window and thought the station Clark Leadership for 97 
was very familiar but couldn’t believe yours. 
it. Checked with the porter and : 
found that we were in Aberdeen, For Greater ate pe 
South Dakota, and had been there Can be placed in any position. in ny se 
since 2 a.m Flexible Monel Metal Poppet cannot eats 

“After dressing and so forth, got to leak. For cold or hot water or steam. 
checking and then got the story. The 150 Ibs. pressure. Noiseless. Ask 
railroad had two snow plows, two for bulletin 402. 


Mogul engines and two rotary snow 
] 


plows buried in drifts between Aber Onder from your Gobbler 


deen and Mobridge and could not 
even find them \ 40-mile-an-hour 
wind blowing, it was snowing hard 
and thev could not tell when we 











souquuw 15 
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New Tri-Speed HOLE-SHOOTER 


sells on sight... builds extra 


PROFITS: 


Milwaukee TRI-SPEED 
Kit includes... 
$-412 2” HOLE-SHOOTER. ball 


and roller-bearing equipped . . . 
Jacob's geared Chuck .. 450 R.P.M. 
©) *Two-Speed “Right-Angle- 

Drive” attachment... 
low side, 300 R.P.M.... 
high side. 675 R.P.M. 

*) 4 special bits for bor- 
eP ing in wood — 11/16” 
Se ere ae: 
expansive bit from 7” to 3”. 

Special wrench for attach- 

ing and adjusting ‘‘Right- 
Angle-Drive’’ and Chuck. 


‘792 


Adjustable ‘‘Long Arm" Accessory... 
$24.50 EXTRA *Pat. Pending 


h paewwceny for accuracy and speedy, 
cost-cutting performance in close 
quarters, this remarkable new Tri-Speed 
HOLE-SHOOTER, with 2-speed “‘Right- 
Angle-Drive,” is a sure sales and profit 
builder. See complete kit below. 

Today, this 8 lb. tool for “tough spots’ 
is in big demand by building, electrical, 
plumbing, heating, air conditioning, and 
insulating contractors... producers of 
wood products...also for plant mainte- 
nance. 

Assures correct speeds for boring with 
bits of every size, expansive bits and hole- 
saws. Also for drilling in steel . . . in con- 
crete with carbide-tip drills. Write for 
sales literature. 


MILWAUKEE ELECTRIC TOOL CORP. 


5340 West State Street, Milwaukee 8, Wisconsin 


QUALITY TOOLS 
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would be moving. It was below zero, 
too. We sat around the depot all day 
Tuesday and at 9 o'clock that night 
they announced that they did not 
know when the train would be mov- 
ing. They could not transfer to the 
Northern Pacific tracks as that road 
was having the same trouble and had 
a train off the tracks. They were mak- 
ing up a train to go back to Minne- 
apolis if anyone wanted it. Inasmuch 
as they were having trouble keeping 
the cars warm and everything else, I 
decided to go back to Minneapolis 
and try for what I could get. 

“We were supposed to be back 
in Minn. at 7:30 am. Wednesday 
morning, but when we finally arrived 
it was noon. I called Northwest Air- 
lines and got a reservation on the 
2 p. m. Stratocruiser for Seattle. Got 
out to the airport and they announced 
that the flight was late from New York 
and would be leaving about 6 p.m. 
Finally it showed about 8 p.m. and 
they said they were having engine 
trouble and it would be delayed in 
departing a short time. 

Trial & Error Method 

“Meantime it was snowing in 
Minn. all that day. Well, about 11 
p.m. they put us on the plane, taxied 
out to the end of the runway and 
warmed up the engines. The minute 
they started revving them up one 
started missing, so back to the hangar 
we go. After working on it another 
hour, they finally decided it’s fixed so 
we start again. This time when he 
revved them up it was O.K. but as 
there was so much snow on the field 
he had to give the engines full power 
against the brakes to get moving. 

“As we got about half-way down 
the field, the engine started missing 
again but he couldn’t stop then and 
had to take off. Just at the take-off the 
engine caught fire but the CO, sys- 
tem put it out. He climbed to about 
20,000 ft. and announced that they 
were turning off all the lights in the 
plane and so forth as they had to 
dump gasoline so they could get back 
to the field. We flew around for 45 
minutes while he dumped that gas 
and with the wind blowing it was 
splattering back all oved the plane—if 
that bad engine had so much as put 
out one spark we would have been on 
fire. You could imagine it was not 
too pleasant. 

“Well, anyway, we got back and 
they announced that there would be a 
plane change which would take about 
an hour. They should have said three 
hours because that is what it took, 
and this brought it up to about 8 
a. m. Thursday morning. 

“This made the third Stratocruiser 
for the trip and as you can guess there 





weren't too many of the original party 
left on board. We finally got going 
about 8:30 a.m. Thursday and every- 
thing was O.K. until we got over Spo- 
kane and then he found he could not 
set down either there or Seattle. 

“We flew back to Great Falls, Mon- 
tana and circled there for about an 
hour, when he got word the field in 
Spokane was open so back we went 
to Spokane. After sitting there for 
2 hours waiting for Seattle to open 
we came on in, arriving in Seattle 
Thursday evening about 6 p.m. What 
a trip! 

“Checked the next day with the 
Milwaukee and the train I was on had 
not yet arrived and would not be in 
until Friday night. Boy, everything is 
closed here right now and the stores 
and everything else have been closed 
for 2 days. Same in Portland. 

“I promise, Bill, I won’t write an- 
other like this this year. 

Yours truly, 
Arthur.” 


Canadian Subsidiary 
For Taylor Forge 


Taylor Forge & Pipe Works, Chi- 
cago, has formed the Taylor Forge & 
Pipe Works of Canada, Ltd., a new 
subsidiary located at Hamilton, Ont., 
which will augment the productive 
capacity of the company which now 
has plants at Chicago, Ill., Carnegie, 
Pennsylvania and Fontana, Calif. The 
new facilities at Hamilton will permit 
the company to participate actively in 
the Canadian market for the products 
of its manufacture. 

Operations at Hamilton will start 
in a new building now being designed 
to suit exactly the intended manufac- 
turing. It is hoped that the new facil- 
ity can be staffed with Canadian per- 
sonnel. 





BILL OF SALE makes the transaction 
complete for a customer and for E. H. 
Bonnar, right, of the shipping depart- 
ment at Hinds & Coon Co., Boston 


firm 








Your Service 
+ Our Service 


_ CUSTOMER 
~ SATISFACTION! 


Quality materials, good workmanship, prompt 
shipment—is our part. 


Local service, prompt handling—yours. 


Our handy detailed catalog can be a good 
selling aid. Do you have one on hand? 


We shall be glad to send you a copy. 


MADESCO 


TACKLE BLOCK COMPANY 


Over EASTON, 


a quorter 
century PENNSYLVANIA 


of service 





INDUSTRIAL DISTRIBUTION © APRIL, 1950 








Frottiobe REPEAT ITEMS 


oe ee eee ee @ @ 
Vv... 
\ / : 
Build your volume business on a sound 


foundation of “bread-and-butter” items from 
the Fairbanks lines of Trucks, Casters, Valves 
and Dart Unions. Here are three outstanding 
examples of individual products that consist- 
ently build distributor volume—and profits. 


A “natural” for building repeat busi- 

ness in thousands of plants—large and 

small—the Fig. 0250 is standard 

equipment on all types of piping. 
J. FREDERICK ROGERS, president 
of Beals, McCarthy & Rogers, Buffalo, 
has been clected to the executive com- 


mittee of the Community Chest of 
Buffalo and Erie County 





Teague Hardware Co. 

A “live” lead item—Fairbanks Expands Tool Department 
revolutionary Series “21” Swivel league Hardware Co., Montgom 
Caster* features Lock-Weld con- ery, Ala., is expanding and depart 
struction—eliminates the king-pin mentalizing its electric tool depart- 
entirely. . . . Series “31” Rigid ment, according to George W. Eth- 
, ridge, manager of the industrial sup- 
lig a AAD ply division. Mr. Ethridge said that 
another “solid” repeat product. the large number of new businesses 
and factories which have located in 
® the area has resulted ‘reased 
s e area has resulted in an increasec 

gairbon™ volume of business 
< Mr. Ethridge’s son, George W. Jr., 
has joined the company and is going 
through a training course. He is a 
An easy seller—Dart is the best graduate in business administration 
known quality union on the market. a 1 3 from Alabama Polytechnic Institute 
. > + no rT! y 
Sell “PIC” Steel Union—a new ans 28 OO ee eaten. oS 
Dart product for standard pressures ia | succeeds Leo Chrietzberg as inside 
s “ 


i ; age salesman. Mr. Chrietzberg is now out 
—in the industrial and original side salesman in the industrial field 


equipment fields. covering Montgomery and the = sur 
rounding area. 

Robert S. Morris, Jr., a graduate in 
engineering from Alabama Polytech 
nic Institute, has joined the company 
to travel Alabama and North Florida 
He recently completed a factory train 
ing course and will contact the indus 
trial paint trade. 


*Patented 


Caster of girder-type design is 





‘ Indestad Is Transferred 
3, N. ¥- 
EET + NEW york Harold H. Indestad, an engineer's 


assistant in the screen sales section of 
Allis-Chalmers, Milwaukee, has been 
transferred to the company’s Charles 
ton, W. Va., district office where he 
will give special attention to sales of 


TRUCKS .vatves- DART & PIC UNIONS CASTERS — Prxtuets of the basic industries de 


partment 


Branches 
+ Boston 10 * 


393 L 


Rome, GO 


wna * Pittsburgh 22 
New . 
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‘Thread Tools 





Charles L. Lohmeyer 


The Stanley Works 
Advances Lohmeyer 


Charles L. Lohmeyer has been ap 
pointed assistant sales manager of the 
Stanley Tools Division, The Stanley 
Works, New Britain, Conn. He will 
be located in New Britain and will be 
directly associated with Ken Fresdell, 
sales manager. 

Mr. Lohmeyer started with Stanley 
Tools in 1933 in the production de 
partment and two years later was 
transferred to the sales department. 
In 1938 he became a junior salesman, 
travelling in New England, the South, 
southern California and for two-and 
a-half years ia the San Francisco area. 


wre 4a teem they can do Your tough ones 
David Howe, of the Howe Tool & 


Drill Co., Oakland, Calif. will repre 
sent Beaver Pipe Tools, Warren, 


Ohio, in the Northwest. The terri Threadwell Distributors are getting more 


tory consists of Oregon, Washington, 


Siieisen sak tae’ tis: Mie es business from their customers through the 


will cover the states of Utah and 


aici: solution of cutting tool and 

Sosa iv eh enethans Antcsaes gaging problems by Taread- 
well Field Engineers. Are 
you taking advantage of 


their services? 


THREADWELL TAP & DIE COMPANY Greenfield Massachusetts 
David Howe Taps ®@ Dies ® Drills © Counterbores © Keyway Broaches ® Screwplates © Gages ® P Thre € 
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HERE’S THE NEW 
GARDINER 


BRAND 


chee} ») 
. - . LOWEST COST 


Flexible Shaft 
Machine 


.. . TOP QUALITY 
in every detail 





BENCH 


LTS FASTER, BONDS 
Customers demand the solder that ME sencn 


TIGHTER. .. Federated Gardiner brand solder. Stock — ; 
you'll sell it. Comes in attractively colored —— - 
sizes, compositions. Acid Core, Solid Wire, Rosin , 


= FLOOR cs 


> MODEL 
ee A 
Y 
SUSPENDED ¢. 
} MODEL 
Pn 1x 


KS # 








Available with 4% HP, 14 HP and 
34 HP motors. Econoflex uses 
any standard accessories for elec- 
tric drills, drill presses and pneu- 
matic tools . . . and the complete 
line of fine Elliott accessories. 


The HANDIEST 
TOOL FOR 


© Industry 

© Auto Shops 

© Machine Shops 

© Home Workshops 
® On the Farm 





The Elliott line is a complete 
line, including other Flexible 
Shaft Machines up to 3 HP pow- 
ered, unit drives, machines for 
specialized applications, a wide 
range of accessories . . . backed 
by more than 50 years of experi- 
ence. 


When your cust s need Stainless Fasteners 
—ALLMETAL can be depended upon for imme- 
diate shipment from their large, complete stock 


of Machine, Socket, Hex Head, Self-tapping, , : 
Wood Screws. Write for complete details 


SEND FOR CATALOG 49H PROMPT DELIVERY of various types of Phillips of attractive, profitable 
Recessed Head Screws and Specials, too. dealership arrangement. 


NESS MANUFACTURERS SINCE 1929 
Oe ae Laspacay ed | | Eee 


oeaneer ee MANUFACTURING CO. 


a “EL 6 
Vrene* 212 Prospect Ave., Binghamton, N. Y. 
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LOOKING OVER the portable power 
saw are FE. Van L. Cherry, Savannah 
Ship Chandlery & Supply Co., Savan- 
nah, Ga., C. E. Fuller, and B. Brook- 
huizen, McEwen Cherry Co. 





Minneapolis-Honeywell 
Names Knoblauch Manager 
K. R. Knoblauch has been named 


manager of sales of valves products for 
the industrial division of Minneapolis- 
Honeywell Regulator Co. 

Mr. Knoblauch joined Brown In- 
struments division of the company in 
1924 in engineering work. In 1939 he 
was made assistant sales manager of 
the industrial division, the headquar- 
ters of which are in Philadelphia. Four 
years later he was placed in charge of 
market extension and sales promotion. 
He will continue to make his head- 
quarters at the Brown plant. 


Dills Supply Co. 
In New Quarters 


The Dills Supply Co. has opened 
new quarters in Springfield, Ohio at 
502 South Center Street. Glenn 
Miller, employed in the Dayton office, 
has been sent to Springfield to assist 
in operations at the new location. 





OPERATING new type of billing ma- 
chine is full time job for Miss Edna 
Mae Guth, Wm. H. Taylor Co., Allen- 
town, Pa 








rr: meee UMMM 
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Means More Profits 


The Peerless “Packet” closes its own sales... 
because of its low price and exceptional ease 
of operation. It features compact design, fewer 
parts, simplified spur gearing and improved 
friction mechanism; all rotating parts are 
mounted on prelubricated ball bearings. To 
get your share of this profitable market, invest 
in Peerless “Packet” Hand Chain Hoists, avail- 
able in the following capacities: 2 ton, weight 
50 Ibs., $63.00; 1 ton, weight 53 Ibs., $68.00; 
2 tons, weight 78 Ibs., $105.00. Write for 
Bulletin P-5. 
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* Designed and engineered by The Harrington Company, whose 
more than 75 years’ experience in the manufacture of hoist prod- 
ucts result in dependable equipment. 


“BEARCAT” ELECTRIC MODEL D |-BEAM CUMALONG LEVER PEERLESS HOIST — 

HOIST — Write for TROLLEY — Write for PULLER — Write for Write for Bulletin P-11 

Bulletin P-53 Bulletin P-65. Bulletin P-39. for V4 to 30 tons and 
P-19 for 40 to 80 tons. 


See us at Booth 522, Triple Industrial Supply Convention, May 22-24 inclusive, 
Atlantic City. 


HOIST MANUFACTURERS SINCE 1876 


tHe HARRINGTON company 


17TH AND CALLOWHILL STREETS 
PHILADELPHIA 30, PA. 


INDUSTRIAL DISTRIBUTION © APRIL, 1950 


207 





NO IF, AND 
or BUT 


IN AN 





FRANCHISE 


YOU receive credit on every order 


written in your territory 
This Is Our Sales Policy 


We grant exclusive territories to Stocking Distributors. 


All orders and inquiries received by Ace are credited to the 
Distributor. 


Direct sales are made only when requested by customer, with 
credits to Distributor. 


Complete stocks of over 2,000 items are available for 
immediate shipment. 


A staff of factory engineers is available to aid distributors. 


Catalogs, sales kits, direct mail and other sales promotion 
material are available at no cost to distributor. 


National advertising in leading trade publications plus 
complete listings in Thomas’ Register, MacRae’s Blue Book 
and Plant Production Directory assures strong promotion 
to back up your sales efforts. 


Constant research by our engineering staff insures 
continuing leadership, plus developments to meet 
needs of industry. 


Factory-training available to distributor personnel. 


TERRITORIES AVAILABLE 


A few good territories are now available. 
Write for details, including our catalog 
No, 48. 


Visit us—Booth 737 Triple Industrial Supply Convention 





Richard R. Tettelbach 


Cleveland Chain & Mfg. Co. 
Names Tettelbach To Post 


Richard R. Tettelbach has been 
made assistant advertising and _ sales 
promotion manager of The Cleveland 
Chain & Mfg. Co., Cleveland, Ohio 
He will be in charge of the company’s 
dealer promotion activities and will 
assist R. Bruce Vasey, advertising man 
ager, in the preparation of publication 
advertising. 

Prior to joining Cleveland Chain, 
Mr. Tettelbach was associated with 
Hill & Knowlton, Cleveland public re- 
lations and publicity firm. 


Federated Appoints Blum 
Coast Sales Manager 


Leon A. Blum has been named 
sales manager of the San Francisco 
plant of Federated Metals Division, 
American Smelting & Refining Co. 
He succeeds Forest A. Wahlheim, 
who has retired. 

Donald H. Beilstein was 
assistant plant superintendent. 

Mr. Blum has been with the com- 
pany for about 30 years, serving as 
salesman, manager of Federated’s 
Seattle branch, and from 1944 as 
assistant sales manager at San Fran- 
cisco. 


made 


American Steel & Wire Co. 
Advances Leichliter 


Van H. Leichliter, a veteran steel- 
maker with American Steel & Wire 
Co. for 20 years, has been named 
assistant vice-president; and Umbert 
F. Corsini has been appointed general 
superintendent of the company’s 
South Works in Worcester, Mass. 


PARDON US: Mr. Toner of the M. 
L. Curry Oil Co. in Boston, Mass. 
was repeatedly referred to in the news 
item on Page 198 of the March issue 
as John V. Toner, Jr. Mr. Toner’s 
name is James V. Toner, Jr., not John 


ACE DRILL 


CORPORATION 


DETROIT 27, MICHIGAN 


GROUND FROM ~~~ THE SOLID DRILLS 


sal 
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FAST COUNTING of inventory on 
small items is demonstrated to Vice- 
President John P. Turner of J. M. Tull 
Metal & Supply Co., Inc., Atlanta, Ga 
by Robert E. Burson. 





Chester and Wason 
Named to Posts by M. M. & M. 


At the annual meeting of the stock 
holders of Manning, Maxwell & 
Moore, Inc., held recently in New 
York, the following directors were 
elected: James S. Alexander, Colby 
M. Chester, Colby M. Chester 3d, 


Eugene M. Geddes, J. Robert Kelley, 


Charles W. Littlefield, Henry M. Lus 
comb, Hamilton Merrill, John E 
Minty, Charles A. Moore, 3d, Eugene 
M. Moore, Henry S. Moore, and 
Robert R. Wason. 

The board of directors, at a meeting 
following that of the stockholders, 
elected Colby M. Chester as chairman 
and Robert R. Wason was re-elected 
as president. Mr. Chester takes the 
position of the late C. A. Moore 

The directors also elected Colby 
M. Chester, 3d as treasurer, and Miss 
FE.. Von Maur as secretary and assistant 
treasurer. 

Che following vice-presidents also 
were re-clected: Henry M. Luscomb, 
J. Robert Kelley, C. H. Butterfield 
Bradford Ellsworth, W. J. Jarrett, 
Hamilton Merrill and John E. Minty 

After 44 vears of service with the 
company, William J. Jarrett, vice 
— and controller of Manning, 

Maxwell & Moore has retired from 
ictive service with the firm. He first 
entered their employ in 1906 and has 
served in various capacities in the ac 
counting department 


Aleott of Dabney-Alecott 
Moves To Greenville 


Harry Alcott, partner in the Dab 
ney-Alcott Supply Co., Memphis, 
I'enn., has moved to Greenville, Miss., 
to make his headquarters for the firm 
and travel that area 





INDUSTRIAL 


Safety Apparel 


FOR FOU oe ee: 





The Industrial line includes protective ap- 
parel for practically every need. It's a “LIVE” 
all-seasons line because workers must have 
protection from various hazards and there is, 
therefore, a continuous demand for Industrial 
Safety Apparel. 


You have management on your side—you 
have highest quality in your favor—you have 
a huge market all about you—that is a set-up 
which will produce very good profit. 


Each Industrial article was designed only 
after careful study was made of its protective 
requirements. Our more than 39 years ex- 
perience is worth a lot to you now. 


@ Welders’ Coats and Pants, also Leg- 
gings, Spats, Shinguards, Aprons, 
Gloves, Mitts, and Asbestos Clothing. 


@ Leather Reinforced 
Asbestos Gloves. (Also 
made in plain asbestos.) 
@ Woven-Gards, new hand protectors for 
handling hot, rough, slippery articles. 
Hand spats. Open-end mitts. Closed-end 
. mitts. Arm guards. Flat hand guards 
Bundler's Hand Guard. Protection Combination mitt and arm guard. Finger 
for tying and bundling operations. tubes. Gloves 


INDUSTRIAL FINGER GUARDS 


@ FINGER GUARDS are lead off items that 
get quick attention from management 
and open the way for introducing the 
complete Industrial’s line. We call your 
attention to our Industrial’s Supergards 
that come in 3 sizes and in 3 leathers. 
The leather extends at least two thirds 
of the way around the finger, keeping 
the seams out of the way 


Industrial 


GLOVES COMPANY 
1655 Garfield Street, Danville, illinois 
(in Canada: Safety Supply Co., Toronto) 
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Cisaoe 


PIONEER THE DRILL woth the 


GEAR FA/FT 


TWO SPEEDS .. . Power for the 
tough job . . . Speed for the light 
job . . . Just shift the gear... 
This PIONEER heavy duty drill is FULL BALL 
BEARING, with a universal motor operating on 
either AC or DC and can be wound for 32-110 or 
220 volts as specified. 


MODEL 
LEMCO 19 


COMPLETE LINE die Louisville Electric Manufacturing Co. 
OF Electric Power DRILLS, PORTABLE 2 Incorporated 

HACKSAWS, ICE CREAM FREEZERS, % 3010 MAGAZINE ST. 

LAWN MOWERS AND LUBRICATORS LOUISVILLE 11, KENTUCKY 











OLLIS peu | = esi te = me 


ofs belting 


% COLLIS Equipment fills today’s 
important production needs so well 
because they are made by men 
skilled in making this type of equip- keeps belting pliable in all kinds of 
ment. Supply the proper unit from atmosphere and under all conditions. 
a complete range of types and sizes . 
ood t 

for Drill Sleeves and Sockets, Lathe 8 tor afl types of belting 

> The regular use of CANTOL BELT WAX will not 
Centers, Chuck Arbors, and Drill only insure better traction but will give a new 
Drifts. We will handle your orders lease on the life of the belt itself. CANTOL spells 
romotl good business for distributors . . . let us send you 
promptly facts and cash in on them to your advantage. 
We urge users to buy through their local distributor. 


THE COLLIS company CANTOL WAX PRODUCTS CO. 


CLINTON, IOWA BLOOMINGTON ¢* INDIANA 


: & injurious ingredients such 
as resin, grease, etc 








.- for NEW PROFITS 
STOCK 


NU-PROCESS 
B-RIGHT-ON 
SOCKET SCREWS 


Step up your profits on a profitable item 
—Brighton Socket Screw Products. 
Brighton Screws are now WNuProcess 
formed . . . they're even better than 
before. They're solid sales builders 
that help you keep satisfied customers. 


We give you full cooperation, all the 
sales aids you ccn use, and an excel- 
lent pro it margin. 


Our line is complete, including socket 
head cap screws, set screws, stripper 
bolts and pipe plugs. 


Write on your letterhead for 
copy of our new catalog, just 
off the press. 


The 


BRIGHTON 
Screw & Mfg. Co. 


1827 Reading Rd. 
Cincinnati 2, Ohio 
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B. L. Holland 


Holland Represents 
Seattle Co. 


B. L. Holland has been assigned to 
represent the Frederick Johnson Co. 
f Seattle. Wash. in the state of Ore 
gon. He will be selling vises, brushes, 
abrasive products and hand tools. 


Enos & Sanderson 
Purchase Tract 


The Enos & Sanderson Co., 147 
Bushnell St., has purchased the 104 
acre ‘Tonawanda Airport in the town 
of Tonawanda, N. Y. The firm plans 
to use part of the property for an ex 
pansion program; the major portion of 
it however will be made available to 
other concerns for an industrial de 
velopment 

(he company will use the Military 
Rd. frontage and about te 
the construction of a new warehouse, 


n acres for 


offices and storage facilities, spending 
1 substantial sum for the expansion 
Eventually, all of the company’s fa 
cilities will be located at the Tona 
vanda site 





PERSONAL ATTENTION to 

C. Watlington, Pan-American Airways, 
is given by B. F. Boone, president ¢ 
General Equipment & Supply Co., 
Miami, Fla 








MALLEABLE IRON 
AIR TESTED 


ee 


The Union with 
the RECESSED 
BRASS SEAT 


UNIONS 
Available in Every Type for 
EVERY REQUIREMENT 


By making Jefferson your source of supply you are 
assured not only of furnishing pipe fittings of high- 
est possible quality, but you are also in position to 
command 100% of the union business of your cus- 
tomers. That's because Jeffersons are right for the 
job... in material, design and strength . . . and 
also because there’s a Jefferson . . . in type and 
size . . . for the individual requirements of every 
piping job. 

Representative types are illustrated here and give a 
fair idea of the completeness of Jefferson service. 


Full details available on request. 


JEFFERSON UNION CO. 


671 W. 26th St., New York 1, N. Y. 
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9 Green St., 
Fletcher Ave., 


Lockport, N. Y 
Lexington 73, Mass 
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SELL FOR 


SATISFACTION 
AND PROFIT! 


ARBOR 
PRESSES 


In 32 stock plain lever, 
simple ratchet, combina- 





tion compound and sim 
ple ratchet models, bench 
and floor types. Deliver 
up to !5 tons pressure. 





DRILL 

PRESSES 

Best buy in 15” drill 
presses. Complete line of 
single and multiple spin 
die models, bench and 
floor types. Mony exclu- 
sive Famco features. 





FOOT 

PRESSES 

in 10 bench and floor 
type models of sturdy, 
semi - steel construction, 
accurately machined for 
trouble-free operation 
Deliver up to 34% tons 
pressure. 





POWER 

PRESSES 

Open - back, inclinable, 
bench and floor type. 
Heavy semi- steel, cast 
iron frame and drop- 
forged, one-piece crank 
shafts. Most models; 
highest quality in small 
presses. 





SQUARING 

SHEARS 

in 3 power and 5 foot 
models. Cutting widths 
22” to 52”. Capacity up 
to 18 gauge mild steel. 
Inexpensive, ruggedly 
built, many features. 





METAL CUT-OFF 
BAND SAWS 

High quality machine tool 
made in both dry and 
wet cutting models. Ca 
pacity up to 6” round 
and 6” x 12” rectangular 
Many exclusive 
Famco features. 


stock 





Every product in the Famco line of cost 
cutting machines incorporates the finest 
workmanship and materials for the price. 
Every distributor in the Famco world-wide 
sales organization is backed by nearly a 
quarter century of manufacturing experi- 
ence and service to the trade. Watch for 
further expansion in the line; meanwhile, 


write for full profit particulars. 


famco (.) machines 


FAMCO MACHINE COMPANY 


Sales Dept., 1321 18th St. ° Racine, Wis. 
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IN ONE STREAMLINED INTEGRATED UNIT, the L. S. Starret Co. of Athol, 


Mass. now houses its hacksaw, band saw, band knife and precision ground flat stock 


manufacturing facilities. 


INSPECTING A BAND SAW OPERATION, inside the new plant, are Allen E. 
Hastings, treasurer; William J. Greene, vice-president and director of sales; Wallace 
Findlay, assistant treasurer; and Arthur H. Starrett. With the new addition, Starrett 
facilities now provide nine acres of floor space. 


Plant Expansion 
Completed By Starrett Co. 


The new plant expansion recently 
undertaken by the L. S. Starrett Co. 
of Athol, Mass. to house the com- 
pany’s hacksaw, band saw, band knife 
and precision ground flat stock di- 
vision now is completed and in full 
production. 

Embodying the latest techniques 
in plant engineering, the new plant 
will reduce production flow travel by 
80% over previous methods, with sub- 
stantial reduction in production costs 
due to less handling. 

Straight-line production and con- 
tinuous flow of material from the raw 
steel to finished goods highlights the 
plant’s operations. After delivery of 
steel at one end of the plant, manu- 
facturing operations are progressive 
ind continuous until final packing and 
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shipping from the loading dock at the 
other end of the plant. 

The building is monitor type, 114 
ft. wide by 408 ft. long, entirely made 
of concrete, steel and special heat- 
resisting glass, and has three bays each 
38 ft. wide. Adjacent to the building 
is a paved parking area for employees. 


John J. MacDonald 
Joins Henry G. Thompson 


John J. MacDonald has joined the 
sales staff of Henry G. Thompson & 
Son Co. and will cover the New Eng- 
land states as a manufacturer’s direct 
representative. 

Prior to taking over the New Eng- 
land territory, Mr. MacDonald had 
charge of the Thompson Company’s 
distributor school, testing de 
partment and service work. 


sales 





BOOST SALES 
AND PROFITS 


VICTORD arene 


ALL-PURPOSE 
NEOPRENE BELTING 


Here’s an all new belting that spells ready 
sales and real profits to you! VICTOR 
SUPRENE is available in four styles to 
meet practically every requirement in 
the conveying and elevating of materials 
and the transmission of power. There’s 
hardly an industry or an application 
where this all-purpose belting can't give 
a good account of itself. 

VICTOR SUPRENE is made of specially 
woven duck impregnated with an exclu- 
sive VICTOR-developed Neoprene com- 
pound for extra strength and durability. 
It has every featare users want: excep- 
tional strength...excellent traction on 
pulleys and drives...it’s waterproof... 
sanitary... withstands temperature ex- 
tremes...is built for complete depend- 
ability ...low maintenance. 





Don't delay. Write or wire today for com- 
plete details on VICTOR SUPRENE ALL- 
PURPOSE BELTING. It will pave the way 
to the easiest sales and profits you've ever 
made with any type of belting. 


tector 


| & | rT Beting Ce. 


53 Park Ploce, New York 7 300 W. Hubbord Street, Chicago 10 


Factory Easton Po 


SIX EXAMPLES OF 


GOULDS 


COMPLETE LINE 
OF INDUSTRIAL PUMPS 


An efficient, inexpensive cen- 
trifugal for general service, irri- 
gation and air conditioning. 
Capacities 10 to 1800 G.P.M., 
heads to 120 feet. Sizes 1” to 6”. 


A dependable, self-priming 
sump pump for general use. 
Special design keeps motor 
away from sump pit. Capacity 
5 to 30 G.P.M. Heads to 24 ft. 








A simple, inexpensive motor driven rotary 
for handling liquids with lubricating prop- 
erties. Capacities up to 75 G.P.M., pres- 


sures up to 75 lbs. Sizes: 15” to 2!9”. 


A reliable high pressure pump for general 

water service, pneumatic pressure systems, 

etc, Capacities 6 to 58 G.P.M., pressures 
to. OF 


up to 250 Ibs. Sizes 114” to 214”. 








A compact, complete unit for automatic 
condensate return. Sizes up to 40,000’ 


radiation, pressures up to 120 Ibs. 


A compact, simple lightweight pump that 
gives excellent performance. Easy to install 
and maintain. Capacities to 60 G.P.M., 
heads to 110 feet. Other close-cupld models 
with capacities to 2000 G.P.M., heads to 
400 ft. 








ad 


Write Goulds for more information about these pumps 


—— 
— r 
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DEALERS WANTED 


For New Low Cost Item 
of Wide industrial 
Application 


for industrial dis- 
f applications in 
y to sell, 


's a “natural” 


Here tial 


tributors. Thouse 


eve’ 


recognized lea 
field of variable spe 
for dealer propositi 


below. 


ion. Use coupon 


Converts any motor to 
variable speed drive 


The REEVES VARI-SPEED Jr. 


is NEW. It provides infinitely vari- 
able speed control for any light load 
machine at astonishingly low cost. It 
gives the right speed for every opera- 
tion, simply by turning a handwheel, 
and without stopping the machine. 
Speed variation is smooth, stepless— 
accurately attained and maintained. 
Thousands of Reeves Jrs. are now in 
service on saws, lathes, drill presses, 
pumps and all kinds of light machin- 
ery. No technical training necessary 
to sell. We furnish complete sales ma- 
terial and back up dealers with an 
intensive program of national adver- 
tising. Get our proposition now. Use 
coupon below. 


REEVES PULLEY COMPANY 
1 «+ COLUMBUS, INDIANA 


REEVES PULLEY COMPANY 


Columbus, Indiana 


Please send literature and dealer proposi- 
tion on REEVES Vari-Speed Jr. 


Name 


Firm 





Address 


tie 


PANEL DISPLAY runs the entire 
length of the wall in the display room 
of Fulton, Mehring & Hauser, York, 
Pa. John H. Paules writes up an order 
it the sales counter 


Pidgeon’s Son Transferred 


Eugene Pidgeon, son of Frank Pid 
geon, president of Pidgeon-Thomas 
Iron Co. Memphis, has been trans 
ferred to the Steel Sales Department 
Ile had been in the general offices 








FOR 


O,iginality 


LOOK TO 


It SHOWS ‘Em —It SELLS ‘Em! 


This XCELITE Combination Set 
in UNBREAKABLE Plastic 
Transparent Box 
The transparent box is a ready-made dis- 
play case for the quality XCELITE screw- 
driving set! Includes three detachable 
Phillips-standard blades and man-sized 
XCELITE combination handle that fits them 
all. Many other blades available for this 
handle. STOCK UP NOW on this popular 

self-selling set above. Lists at only 


$3.95! 
PARK METALWARE CO., Inc. 
Dept. Orchard Park, N. Y. 


Qualty Tools 


PREFERRED BY EXPERTS 


“First to use plastic for screwdriver handles 





MORE PUSH 
Behind G£Tools In 


1950 


| 
} 





Millions Will See 
MALL TOOL Advertising Featuring 
Electric MallSaws ¢* MallDrills 
Belt Sander + Polisher-Sanders 
Bench Grinder * Floor and Surface 
Planes ¢ Flexible Shaft Grinder 
All Attachments 











A Highly Profitable Line in Any Location 


7” Heavy Duty 
Mall Polisher-Sander 
Model 127PS 
Weighs only 7} lbs. A 


. tremendous value for the 
money. Operates 7” or 
SS: Sanding or Polishing 
pad. Quickly changed to 
Only a drill by inserting 4” 
chuck. Spindle speed 
$39.50 1200 r.p.m. Comes com- 
LIST PRICE plete with 7” backing pad, 
polishing bonnet and as- 

sorted abrasives. 





Weighs only 8} lbs. A & 
| heavy-duty tool that puts 


| ample power for all jobs. 
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Mall 3” Belt Sander 
Model 3 ay 


a ripple-free finish on all 
materials. Powerful, $62.00 


sturdy motor supplies gst PRICE 


Powerful Heavy-Duty 
812” MallSaw 


For right or left cutting. 
Cuts everything from 
wood to steel. Makes 
straight cuts from 11/16 
to 3 inches; 45 degree 
bevel cuts to 1-11/16". Model 87L 
Choice of right or left Weighs only 
blade, 115V or 230V A¢ 12 Ibs. 
DC motor. $66.45 List 

without bevel shoe attach $73.95 
ment. Other models with LIST PRICE 
2” to 4-1/2" capacities. 


32 Factory-Owned Service Stations from Coast 
to Coast give quick, dependable 


Over 1000 Mall Gasoline Engine, Electric, and 


repair service. 


Pneumatic Power Tools for a milli 


Write at once for full details of our mplete 
factory cooperation for dealer FREE 52-page 
Booklet Mall Portable Power Toois mailed 


upon reyvest 


MALL TOOL COMPANY 


7802 South Chicago Ave. . Chicago 19, tl. 








ARROW TOOL and REAMER COMPANY 
GIVES YOU 
34 YEARS EXPERIENCE IN 
CUSTOM TOOLING— 


This is the background that supports the service 
and sales of Distributors handling the Arrow Tool 
and Reamer Line. 


Elmer A. Duffy 








Tri-State Distributor ARROW TOOL & REAMER CO. + Established 1916 
Names Duffy Sales Head 


I:Imer A. Duffy has been appointed <0 mPLETE ling Oo Fascut 


manager of sales for Chandler-Boyd 


Co., ‘In-State industrial distributor bh 4 
since 1910 


Since joining the Pittsburgh firm in ARROW END MILLS PAY OFF 


Pov ek. Setey Pes Relate ae ee WITH ORE, propucTION! MILLS 


epresentative, manager of the valve 


department, and assistant manager of 


sales = 
In his new capacity | ill assume 


the duties of Franl J. Walton, who 
recently resigned Because... . 
34 years Experience 
Stockton Is Adanced and the skill of Arrow 
; Tool Engineers combine to make 
Robert C. Stockton has been named 
general trafhe manager of Stewart Arrow Tool & Reamer Company 
Warner Corp. He fills the position left a major supplier of metal cutting 
vacant by the death of E. F. Stecher. tools with a complete—more effi- 
cient line of End Mills. 








ARROW LIVE CENTER 
@ Adjustable for wear 


@ Tapered, interchangeable inserts SPECIALS—CARBIDES 


Special cutting tools, furnished according 
to specifications represent a large part of 
Arrow production. Skilled workmen and 
modern machinery, plus 34 years experi- 
w, ence are reasons why Arrow is a pre- 
- ferred source on special tools. Arrow 
Rugged, accurate and durable, the Arrow also carries a complete line of standard 
live center has been shop tested and is Reamers. 
equipped with Timken precision roller 
bearings. 











» 
ie ont “0° ny 
ON THE JOB, filling orders and tak- Netto act RROW TOOL & REAMER CO. 
ing care of stock, is Leonard Aldrich, eves 418-422 LIVERNOIS AVE. © DETROIT 9, MICH. 
Epperson & Co., Tampa, Fla «* 
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tap more markets 
for greater profit 
UU 


Atom 
, FULL LINE OF 
COFFING HOISTS 
ne | - 


od N Goodyear Division 
Bea. Advances Learey 
q 

Karl J. Learey, Airfoam representa- 
tive of the General Products Division 
of The Goodyear ‘Tire & Rubber Co., 
at Chicago, has been named district 
manager of the division at Atlanta, Ga. 

Mr. Learey will be succeeded at 
Chicago by William F. Flower, pres- 
ently holding a similar position with 
the New York district offices of the 
company. Mr. Learey joined Good- 
year's Airfoam sales organization in 
1948. 





Karl J. Learey 


Z 
= 


Crawford Elected Director 


W. F. Crawford, president of Ed- 
ward Valves, Inc., East Chicago, Ind., 
printing press. Like all other Coffing hoists, the Safety-Pull is has been elected a director of the 


tested at 100 percent overload. Available in nine sizes, % to Central Scientific Co. of Chicago, 
manufacturers and distributors of sci- 


entific apparatus for industrial and 
educational institutions. 


Coffing Safety-Pull Ratchet Lever Hoist aids in changing rolls on 





15-ton capacity. 


Wherever heavy machinery is used and maintained, 





there are countless uses-- and many potential sales 

for Coffing hoists. In newspaper and other printing 

plants, for example, jobs such as lifting large rolls 

of paper, setting up new presses, replacing parts, 

loading and unloading heavy materials can be speed- 

ed and simplified with a Coffing hoist or puller. 
With this complete line of electric and hand- 

operated hoists, you are able to offer the exact size 

and type for every condition. And whatever 

the job, Coffing’s high-quality construction and as 

extra safety features protect both the valuable Quik-Lift Electric 

Hoists 

Hoist-Alls 

: Safety-Pull Ratchet 
Look over the industries large and small Lever Hoists 

in your territory. See how many potential sales ae ee 

Pullers 


equipment it handles and the men who do the 
work. 


there are for quality hoists from the complete 
Coffing line. For illustrated bulletins, prices ns agp 
and discounts write Dept. A4. Differential Chain sion ; ee 
Hoists CHAIN, pipe tools, vises are right 
COFFING HOIST COMPANY Load Binders where visitors can see them in the 
1-Beam Trolleys display of General Equipment & Sup 
Danville, Illinois ply Co., Miami, Fla 
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J. T. Richardson 


Trimont Mfg. Co. 
Names Richardson To Sales 


J. ‘I. Richardson has been appointed 
sales manager of the Trimont Mfg. 
Co., Roxbury, Mass. For the past 
12 years, Mr. Richardson was with 
Keystone Steel & Wire Co. He will 
direct the firm’s expanded sales pro 
motion program 


Allis-Chalmers 
Promotes Freyler 


Frank R. Freyler has been pro 
moted to the position of manager of 
Allis-Chalmers Mid-Atlantic 
succeeding William Arthur. Mr. Frey 
ler has been with the company for 21 
vcears 

For the last 20 months he has been 


the Philadelphia district manager. He 


will continue to have his headquat 
ters in Philadelphia. ‘The territory 
embraced by the Mid-Atlantic region 
is covered by district offices in Balti 
more, Charleston, Philadelphia, Rich 
mond, Wilkes-Barre and York. 


region, 





THOSE INVENTORY CARDS Allen 

P. Chase, Sr., treasurer is going over 

with Stanley Sheldon, sales manager, 

introduced at Chase, Parker & 

, Inc., of Boston, by the grandson 
hn D. Rockefeller, Sr 


| There’s More 


BLACKMER 
Rotary Pump 


BUSINESS 


than meets the eye 


. » where liquids are handled in 
your customers’ plants, you can 
help cut costs. 


EXAMPLE: Sell Blackmer Rotary 
Hand Pumps for dispensing from 
drums . . . you'll stop waste and 
promote safety and “good house- 
keeping.” And there are practical, 
sales-compelling reasons why your 
customers will buy every item in 
the line. 


"The Distributors’ Line of Rotary Pumps” 


The cooperative, service-strong sales policy Blackmer has practiced 
with Distributors for 45 years has made Blackmer “The Distributors’ 
Line of Rotary Pumps.” Here are facts which sell Blackmer Products: 


Rotary HAND PUMPS 


10 and 25 g.p.m. hand pumps are 
made in models for every industrial 
use. Write for detailed sales piece 
“HPS.” available to you in quantity. 


“Ezy-Kleen" STRAINERS 


Blackmer line strainers for up to 6” 
connections have top acceptance 
based on industry's long, satisfac- 
tory experience with these ruggedly 
built. easy-to-clean strainers. Write 
for strainer literature. 


Rotary POWER PUMPS 


5 to 1500 g.p.m. for every application. One 
of the many desirable exclusive Blackmer 
features in the famous “self-adjusting for 
wear” design which maintains high efficiency 
far beyond accepted expectancy. Write for 
Bulletin 307. 


TRUCK PUMPS 


Single and dual truck pumps, long proved 
the leader in the petroleum industry. Now 
Blackmer Truck Pumps are used by indus- 
trial haulers of tank truck liquids. Write for 


Bulletin TP3. . 


At least £2% of Blackmer installations in industry are easily specified 
for model and capacity by Distributors’ Representatives. Where 
technical assistance is desirable, Blackmer’s engineering staff is at 


your disposal. 


Write For Blackmer's Distributor-Profit Plan. 


BLACKMER PUMP COMPANY 


GRAND RAPIDS 
MICHIGAN 
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REAP 
THE BENEFITS HIM 
of this merchandising E70CK 


program! 
@ NATIONALLY 
ADVERTISED 


in 14 monthlies and 
weeklies 


@ FREE ENVELOPE 
STUFFERS 


in two colors for your use 


@ FREE ADVERTISING FOR DISTRIBUTOR 
When you order 25 of more, your name is 
imprinted on each rack the customer buys. 


@ QUALITY AND FAIR PRICING 


for long-run goodwill 


@ ESTABLISHED DISTRIBUTOR POLICY 


with protected territories 


SELL PACKAGES INSTEAD OF INCHES— 
A variety of packages including 6 x 100” 
rolls in dispensing cartons, plus storage rack. 





BRAKES MOTCHERS 


PUNCHES 


DIE-LESS 
DUPLICATING -:------with 


di-acro 


ae WACHINES 


Eliminate dies . . . speed production. . in both your ex xperimental 
and quantity run duplicating operations An unusually wide variety 
of both simple and intricate parts can be precision made by “D1kE- 
Less DUPLICATING” with the individual or co-operative application 
of D1-Acro Precision Machines (see examples at right). D1-Acro 
Machines are now offered in a total of six types and 21 different 
sizes, including two new units—a power driven Shear and a hydrau- 
lic Bender. 


40 PAGE SEE DI-ACRO EXHIBIT BOOTH 316 
Tool Engineers’ Industrial Exposition 


Philadelphia, Pa., April 10-14 


€ Pronounced “DIE-ACK-RO” 


312 8th Avenue + LAKE C'TY, MINNESOTA 
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YOUR NAME HERE | 


GOOD 
RY 7447/4) 


NOLAN CAR 
DOOR OPENER 


Every planet with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly . . . safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
repeat item. 


NOLAN PULLER JACK AND 


(formerly Anchor Puller Jack) 
Used in industrial machinery and 
plants, construc- other heavy arti- 
tion work, quar- cles. Two types: 
ries, mines and oil 
fields for moving LOAD CHAIN 


TAIL CHAIN 


3 ton(5 ton with sheave block), 15 ft. load 
chain, 314 ft. tail chain with release block. 
¥% ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


(formerly Anchor Gear Puller) 





a 
4 
§ 
Vv 
Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


(formerly LOCKING CAM 
Anchor Rerailers) 
Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 


justries are big 
users. NO.14@8103 


NOLAN TRACK BRACES 


(formerly Anchor Track .1a es 
Holds railway tracks 
to desired gauge 
where service is * 


a 


severe. Can 

be used = 
again and — 
again for 

quick, 

easy, low 

cost repairs. 


All Nolan products are 

carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


Formerly The Mining Safety Device Co.) 


8 PENNSYLVANIA STREET « BOWERSTON, OHIO 








ORDERS IN THE MAIL are always 
welcome news to G. R. Armstrong, Jr., 
vice-president in charge of manage 
ment at G. R. Armstrong Mfrs. Sup & 


plies, Inc., Boston 





Sales In Heavy Equipment 
Seen Rising 10% This Year 


An overall 10 percent increase in users. Ask us for the facts about the only 
sales of heavy equipment for construc ’ 
tion and industrial uses is anticipated electric tool advertising program directed 
by F. G. Knight, executive secretary 
of the Associated Equipment Distrib exclusively to industry. Write “Thor Tools,” 
utors. Public construction work on 
highways, bridges, dams, airports, and 
other types of projects will be “much 
stronger’ this vear than in 1949, 

\ large volume of residential con 
struction, Mr. Knight predicts, will —oneeneee 


increase the demand for equipment to M # RC u RY C LUTC 4 ES 
be used in logging operations, and the 
industrial construction field also will 
stage a comeback 

In the last year we saw a decline 2 , Lei Distubutors 
in industrial construction, Mr. Knight xt nogitable He fer 
observes Many companies shelved ; ‘ : 
expansion plans because of anticipated Installed on an electric motor, a Mercury Automatic Clutch cuts starting 


declines in construction costs which current demand one-half to two-thirds, provides full protection against 
did not materialize and can’t. Un burned-out windings, blown fuses, and fire hazards. 


You direct your own advertising to industrial 


Aurora, Ill. 











questionably some of these plans 
which were shelved in 1949 will result 
in construction work in 1950.” 


Wherever you find an electric motor at work in the 
Replacement, Maintenance, or Service markets there is 
an opportunity to sell a Mercury Automatic Clutch. 





1/6 H.P. to 15 H.P. SIZES 

Mercury Clutches are available in motor 
sizes from 1/6 H.P. to 15 H.P. Designed for 
use with demountable pulleys and sheaves 


WRITE TODAY 

The Mercury line is a profitable one for dis 
tributors . . . reasonably priced . . . easy to 
install... generous discounts. Write for Cato- 
log 270-K and Distributor Discount Schedule 


PUT A MERCURY CLUTCH ON THE JOB 


A LENGTH OF BELTING is of no 


use to a Customer unless it meets speci 


fications, John E, Jernigan tells E. B cy Viiruy GEA CLI A] 


Johnson, both of Teague Hardware IP 
Cu. Moeeeien, Me AUTOMATIC STEEL PRODUCTS INC. CANTON 6-OHIO ~~ 


INDUSTRIAL DISTRIBUTION © APRIL, 1950 














CONTROLLED 
TENSION 


Garrett § 
Prin 
ore made - Teta nars 
+ Say tigh 
rolled Te, Exclusive 


Each washer is made to 
meet exacting size spec- 
ifications—t. D., oO. me 
height ond material thic 
ness is scientifically con- 
trolied to Nth degree 
accuracy. 


100 
VARIETIES 5 


tC) 
= wove on 

sory a pes wet 

included in a more — 

100 varieties of types 4 

sizes available in pana 

standard line. Wewe mo 
your request _ Send in ¥ 

specifica ay ay 

obably seve ¥ 

o die costs. Write for - 

booklet. Let vs prove it 


GARRETT'S MANUFACTURE A COMPLETE 
LINE OF LOCK WASHERS FLAT WASHERS 
STAMPINGS HOSE CLAMPS... SPRINGS 


GEORGE K. GARRETT CO., Inc. 


PHILADELPHIA 34, PA. 


PHILADELPHIA 





Step Up MUSIC WIRE Sales 


4 
PRECISION |\<oq with sust % worps! 


BRAND 




















REPLACE END! 
Cash In On This NEW 


Dispenser carton 


let this ingenious dispenser carton give you a “new look” 

on Music Wire sales! See how easily it can help you put music 

wire sales in the profit making class by eliminating fuss and 

muss, by stepping up unit of sale. 

TOP QUALITY SHIM STOCK 

Carefully selected brass or steel packaged to save your time 
on sales and handling — those are the big advantages you 
get with Precision Brand Shim Stock. Dispenser cartons, Four- 
In-One Assortment or Packaged Fiat Shim. All plainly marked. 


PRECISION STEEL WAREHOUSE, inc. 


MANUFACTURING DIVISION 
4409-25 WEST KINZIE STREET © CHICAGO 24, ILLINOIS 





SHIM STEEL @ BRASS SHIM @ MUSIC WIRE 
DRILL ROD @ THICKNESS GAUGE STOCK @ GROUND FLAT STOCK 





To Help You With Your 


PUMPINGS 
PROBLEMS 


Do you have a question concerning the 

type of pump needed and how best to 

install it for greatest efficiency? Viking 

is equipped to give you this information 

and to make recommendations from the 

most complete line of rotary pumps in 

the world, 

The facilities of Viking are at your dis- 

posal for your expansion, new design. 

replacement or service problems. Quiet V-Belt Motor Driven Unit 


The complete, nation-wide sales and 


ViKine ; service organization is also ready to 


lend a helping hand. Write today for 
AN HONORED NAME latest free folder 50SMM. There's no 
IN =e obligction, of course. 


Viki Pump Company 
I ite Cedar Falls, lowa 
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SEEKING FACTS on a line, E. N. 
Stern, head of Miller & Stern Suppl 
Co., San Francisco, reaches for a manu 
facturer’s catalog. 





W. E. Pearson Co. 
Will Represent Whiton 


W. E. Pearson Co. of 306 Smith 
lower, Seattle, Wash., has been ap 
pointed to represent The Whiton Ma 
chine Co. of New London, Conn., 
manufacturers of steam turbines. 

T. C. Chown, Ltd., of 1440 St. 
Catherine St. west of Montreal, 
Canada, has been appointed as repre- 
sentative in the dominion of Canada. 


Weidman To Represent 
Hollingshead Corp. 


Jacob M. Weidman, Jr., has been 
appointed to represent the industrial 
division of the R. M. Hollingshead 
Corp in the Pennsylvania area. 

Formerly Mr. Weidman was the 
eastern sales representative __ for 
Personal Products Corp. In his new 
position, he will contact industrial 
and manufacturing firms for Hollings 
head’s industrial maintenance chemi 
cal products. 





SON AND FATHER now work to 
gether at Teague Hardware Co., Mont 
gomery, Ala George W. Ethridge, 
Jr. has joined the industrial supply di 
vision under father George W. Eth- 
ridge, 31 vears with the firm 


ALLIGA GATOR 


> oe CONVEYOR 
BELT LACING 


in Long Continuous Lengths for Conveyor Belts... 
% Excellent for Package Conveyors, Portable Loaders, Trenching and Ditching 


Machines, etc. 


% In canneries where corrosion or rust is a problem specify Alligator made 


of Monel. 


% For magnetic separators or anti-sparking specify Alligator made of Everdur. 


% Separable and smooth on both sides. 


% 12 sizes. For belts from 1/16” to 5/8” thick—and any width. 
Order from Your Supply House. Ask for Bulletin A-60 
FLEXIBLE STEEL LACING CO., 4633 Lexington St., Chicago 44, Ill. 


JUST A HAMMER TO APPLY IT 


Reltool 


Die-Sinking Cutters 
Available to the Distributor 


Supply your customers... right from your 
stock . . ~ with the Popular Types and 
Sizes of Die Sinking Cutters by Reltool. 
Most commonly used sizes include Tapered 
Flute and Ball-or-Square-End Types with 
straight shanks, and Die Sinking Routing 
Cutters (Single Lip End Mills). 


Be the FIRST in Your Territory to Stock 
Reltool Die Sinking Cutters 


The Reltool Line Includes: 
Arbors © Center Drills © Counterbores © 
Die Sinking Cutters © Dovetail Cutters © End 
Mills © Form Tools © Gear Cutters ® Hollow 
Mills ® Key Seat Cutters ® Lathe Mandrels 
® Metal Slitting Saws ® Milling Cutters — 
ali types © Reamers ® Spotfacers * Step 
Drills © Taps © Tool Bits © Specials 
WRITE FOR CATALOG 50 
IR Reltoot CORPORATION 
RELIABLE METAL CUTTING TOOLS 


4540 W. BURNHAM ST. @ MILWAUKEE 14, WIS. 
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Stainless Steel 
BOLTS @& 
SCREWS S@ 
NUTS £& 
WASHERS 4 


A Compl I 
Avail able les K ! — A 
STAINLESS STEEL 

BOLTS ‘SCREWS NUTS 


Machine n Hex 19 
Carriage e 
Lag od Wing 


WASHERS L 


RIVETS 
All Types 


—_ 
cc 


All Types 
FITTINGS 


All Types 


2 
” 


SCREW & BOLT CORP. 


135 Church S?., New York 7, N.Y 
CO 7-0675 
































HALE 


BRAND 


HACK SAW BLADES 


Each Forsberg Blade that carries 
the famous WHALE BRAND 
mark of quality is scientifically 
heat treated to add the tough- 
ness that gives these blades 
their fine performance. They're 
gauged and checked throughout 
every step of their manufacture 
and given a stiff bending pounds 
test befor eyou get them for use. 
The popular HY-FLEX Blade, 
shown above, meets today’s 
demand for a medium priced 
blade which is extremely flexi- 
ble, yet has the guts for solid 
service. 


If you want outstanding results 
on stubborn cutting jobs, ask 
your mill supply house for 
WHALE BRAND HY-FLEX 
and MO-HY BLADES and you'll 




















orsber 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 


E. C. Belcher 


U. S. Expansion Bolt 
Makes Belcher Manager 


E. C. Belcher has been appointed | 
Tri-State district sales manager in the | 
Ohio, Indiana and Michigan territory | 
for the U. S. Expansion Bolt Co., | 
Mr. Belcher will make his | 


York, Pa. 
headquarters at 224 Defiance Ave., 
Findlay, Ohio. 

Mr. Belcher 


will be contacting 


wholesale supply houses in the indus- | 


trial fields throughout the three states. 
Prior to joining the organization he 
was branch manager of the Findlay, 
Ohio factory branch of Holland 
Furnace Co. 


BEG PARDON: 


In the March issue, Page 231, it 


was reported that C. G. Nordmark and | 
Harry E. Masters had joined L. S. | 


Starrett Co. Actually, Mr. Masters has 
been associated with the company for 
some time and has served the last 20 
years as advertising manager. 





PRICING CARDS are consulted by 
Alfred Vanacore, inside salesman at 
C. S. Mersick & Co., New Haven, to 
get the situation on casters. 
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Mr. | 


Nordmark, however, is new to the firm. | 


DO MORE 
with JUMORE 
Ne 


- 


UTILITY GRINDER 


Here's a tool that opens new markets for 
your precision grinder sales. As a pre- 
cision grinder, it delivers work accurate 
to .0002”. Bench mounted, its 1/4 HP 
makes it ideal for production jobs such 
as burring castings, cleaning welds, wire 
brushing and polishing. Its price, $67.50 
(slightly higher west of the Rockies) plus 
its dual purpose features means that now 
every shop can afford precision grinding. 


A NEW UN-TAPPED MARKET 


DUMORE 
TOOL-POST 
GRINDERS 
Occasional Users 


of Precision 
vinding 


Regular Users 
of Precision 
rinding 


Check These Sales Prospects 


¥ General Shops 
Vv Metal-working 
Hobbyists 
Vv Transport 
Companies 
v Machine Shops 


V Garages 

WV Welding Shops 
V Metalizing Shops 
ov Repair Shops 

v¥ Fleet Operators 


All these shops, already your customers, 
need and use precision grinding. Now, 
with the Utility Grinder, they can get 
their precision work out fast and at low 
cost with the same tool they use for 
everyday production. 


See Us at Phil. A. S. T. E. Show 
BOOTH 959 
Dumore’s on the go . . . new products 
. mew markets . . . new profits for 


you Dumore Distributors. Stop in and 
see us at the A.S.T.E. SHOW. 


on 


THE 
RACINE DUMORE WISCONSIN 


COMPANY 





THEN 


for Safety and Long-Time Service 


For 2000, 3000 and 6000 pounds service — Sizes '/3" to 6” 


SCREW END TYPE 


Ba 8 @ 


For schedules 40, 80 and 160 pipe — Sizes 1/9” to 4” 
SOCKET WELD TYPE 


Shocks and stresses imposed by high pressures and high temperatures «re taken 


Vogt Ells, Tees, Crosses, etc., are 
forged from carbon steel or various 
alloys to meet specific operating con- 
ditions. Catalog F-8 will aid you in 
their selection and proper application. 


in their stride because Vogt fittings are uniform in structure, fine grained, and 
free from porosity . . . the superior product of laboratory controlled materials and 
giant forging hammers and upsetters. These properties also give higher resistance 
to erosive and corrosive conditions, thereby adding to service life expectancy 
in steam plants, petroleum refineries, chemical plants and related industries. 


HENRY VOGT MACHINE CO., INC. 
Louisville 10, Kentucky 


BRANCH OFFICES: NEW YORK e PHILADELPHIA e CLEVELAND @ CHICAGO e DALLAS 


DROP FORGED 
STEEL FITTINGS 
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Sold through leading distributors and backed by 


a broad advertising campaign. 


BADGER Cor Movers ore easy to handle and re 

quire only a minimum of attention to keep them 

in first class.condition. Can shift and move cars 

from loading and unloading platforms in a mini 

mum of time, Selling BADGER Car Movers is 

always profitable becavse each type fills o 
ticular need. The ADVANCE Sofety Cor 
rench is another leader. We urge users 

to buy thru their distributor and our 

broad advertising campaigns give you 

substantial aid 


SPURS 


FOR: ALL 
MAKES “OF 
CAR MOVERS 


SPURS are " 

the vital port of 

every Car Mover 

Only the finest steel, 

especially treated is used 

in their manufacture - - put up in van 
cartons of 6 and 12 units or 5 and 10 - 

if decimal pack is preferred 


ADVANCE CAR MOVER CO. 


MAKES FH 


CAP 
SCREWS 


MILLED 
STUDS 


Ottemiller products a 
for free folder which i 


*Wm.H.O 


YORK, 
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ERLE ESF 


APPLETON, WISCONSIN 


FINEST 


SET 
SCREWS 


COUPLING 
BOLTS 


ill Supply Houses. Write 
ribes the complete line. 


Company 


PENNA. 


A SHOP-MADE TRUCK has made 
order-filling easy at Georgia-Alabama 
Supply Co., West Point, Ga., for Fred 
Reed and Andy Williams. 





Industrial Aid Dollars 
Suffer Least Under ECA Cut 


No matter how big a cut in third- 
vear recovery funds results from the 
Congressional wranging current over 
ECA extension, dollars for aid in the 
purchase of industrial equipment and 
raw materials will suffer the least. All 
of which should be heartening news to 
distributors’ salesmen who call on 
firms whose products go abroad in 
some volume—and who have been 
worried about where business will 
come from when the ECA cuts were 
put into effect. 

(his year, ECA-financed procure 
ment of machine tools is expected to 
top $75 millions. Next year, if ECA 
plans are okayed, it will finance $62 
millions worth of European machine 
tool and supplies procurement, and 
about $80 millions of metalworking 
machinery purchases. 

Speaking of machine tool ship 
ments, the industry closed 1949 with 
shipments a trifle under $250 millions. 
New orders for the same period were 
above shipments in dollars. 





OFFICE MANAGER at M. L. Curry 
Oil Co., Boston, Mass., is Evelyn Curry, 


posting details on an order just received 





HEADQUARTERS | 


... With the RIGHT hose for every need! 


When you sell Hewitt-Robins 
industrial rubber hose, wrapped 
inside every cover is almost a cen- 
tury of hose-making experience. 
You don’t charge extra for it .. . 
it pays off in longer, more efficient 
service on the job. 
Hewitt-Robins research chem- 
ists know that no one type of hose 
can meet all the problems of in- 
dustry. That’s wiiy they use nat- 
ural and synthetic rubber, cotton, 
rayon, nylon, glass, chemicals by 
the score—in whatever raw mate- 
rial combination is best for each 
service requirement. Testing en- 
gineers torture hose at the plant 
. give it months of wear and tear 


HEWITT-ROBINS 


BELT CONVEYORS (belting & machinery) « 
PRODUCTS e¢ 


BRUSHES « 


FOUNDRY SHAKEOUTS « 
SCREEN CLOTH « 


BELT AND BUCKET ELEVATORS e 
INDUSTRIAL HOSE 
SKIP HOISTS 


in a few days. Field engineers the 
country over help users get the 
longest service at the lowest cost. 


All of which means that the 
Hewitt-Robins name on a hose 
means it’s right for its particular 
job. 


Typical examples of Hewitt- 
Robins specially engineered rubber 


hose are: 


Acetylene - Acid - Air - Alcohol - 
Barge Loading - Butane-Propane 
- Cement Placement - Fire - Flex- 
ible Rubber Pipe - Foam - Fuel 
Oil - Hydraulic - Mill - Oil Industry 
- Pneumatic Tool - Rotary Drilling 


CAR SHAKEOUTS « 
MINE CONVEYORS «¢ 
STACKERS ¢ TRANSMISSION BELTING ¢« 
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DEWATERIZERS « 
MOLDED RUBBER GOODS « 
VIBRATING CONVEYORS, FEEDERS AND SCREENS 


- Sand Blast - Steam - Suction - 
Vacuum, Industrial Water .- 


Welding (Twin-Weld") 


Make your firm hose headquarters 
—acclaimed for quality, noted for 
variety and competitive when it 
comes to price. Become a Hewitt 
Rubber distributor. For complete 
details write Hewitt Rubber Divi- 
sion, 240 Kensington Avenue, 


Buffalo 5, N. Y. 


HEWITT-ROBINS 


INCORPORATED 


FEEDERS FOAM RUBBER 
RUBBERLOKT ROTARY WIRE 





AT EASE, but very much concerned 
about a service problem is Charles F 
McCoy, Jr., president of Manufacturers 
Selling Co., distributors in Trenton, 
NW. J. 





Kester Flux- 

Core Solder; an old, 

reliable product in a new, mod- 

ern, easier to sell spool and package. Globe Machinery & Supply Co., 
’ with branches in Des Moines, Cedar 


Globe Machinery Company 
Issues New Catalog 


Rapids, and Davenport, recently pub- 


fi e te R » lished a new catalog listing 1,400 pages 
of industrial supplies, tools and equip- 

} ment. 
| The catalog is unique in that it con- 


tains 100 pages of engineering data 
pertinent to the tools and equipment 
contained in the illustrated catalog 
pages. 

used. Kester makes over 100,000 different types The. new catalog is known as Cata 


Your customers know that rejects are elimi- 
nated when the correct solder for the job is 


and sizes of Flue-Core Solders. log 50. Ten thousand of them were 
printed and distributed among the 
firm’s customers. 


New N. Y. Address 
For Syntron Co. 
Syntron Co., Homer City, Pa., 


manufacturers of industrial power 
Kester is faster to use. Maintenance men pre- equipment, has moved their New York 





fer it and production solderers are more satis- sales and engineering office to 1860 
Broadway, New York 23. Telephone 
facilities already have been installed; 
the new number is Judson 6-1507. 
Formerly the New York Office was 
KESTER SOLDER COMPANY located in Long Island City. 
4201 Wrightwood Ave., Chicago 39, Ill. 
Newark, N. J Brantford, Can. 


fied; assembly lines speed up and output is in- 
creased. 


Philip Carey Mfg. Co. 
Send for free manual: a3. i ; Puts Ainsley In Sales Post 
“SOLDER and Soldering = _ 
Technique” A\ : C. W. Ainsley has been appointed 
L to the dual position of sales manager 
; of the industrial department and the 
KESTER i kl home insulation department 
\ \ Mr. Ainsley joined Carey in 1947, 
having previously been with Certain 
teed Products Corp. While with the 
latter organization he rose through 
various assignments to the position ot 
industrial sales manager. Prior to his 
present post, he represented Carey in 
the Columbus, Ohio area 
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NOW! 


to the protection and durability of 
Rawhide is added the convenience of 


C/p>, NEW auick-cHANGE 


JAW-HEAD ¥}, 7 HAMMER 


Out with the old face — 
in with the new! 





C/R’s new Jaw-Head hammer is 


a real time-saver! By merely loos- 
ening a nut, any worker can re- 


place the rawhide faces in a jiffy. 


Tightening the nut holds them in 
a vise-like grip. C/R Jaw-Head : 
hammer faces are made of tough, resilient f Mit sy igi 
waterbuffalo hide . . . superior in their 

ability to absorb shock, deliver powerful 

blows and protect delicate surfaces. 

Unmatched for safety and long life. Safety- 

Flare grip handles are easy to hold — pre- : Change to new raw- 
vent slipping. For safety, economy and hide faces. 
power, use the new C/R Jaw-Head 


Rawhide hammer! 


© Other C/R striking tools: Rawhide Mallets, 


Rawhide Mauls, Solid Head Rawhide Hammers. : 
To tighten nut, use 


wrench for best 
Available from leading Industrial Suppliers results. 


cnicaco (amide MFG.CO. ("835,34 
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po L. Watts 
iar. Lubriplate Divisi 
Fiske Brothers Refining Co. 


pmsl , 
LUBRIPLATE Divisio : : 
IN. Fiske Grathers 
enent: 6, tet fame > * —_— Compory 
1UE neem enone 88 


LUBRIPLATE the Modern Lubricant 











dollars are 


suae, FISKE Brorners REFINING CO. 
ae LOCKWOOD STREET cs ee 
; After all, we consider that our 


NEWARK 5. M4 


LUBRIPLATE DIVISION — 
advertising doll : 
a 

porruary 17, 1950 ‘in «fit rs are being spent to as- 
st our distributors do a bigger and bet- 

ne. J. S- Cavley, District Manager ter selling : b” D 
g job” says Mr. R. L. Watts 
’ 


tory Management and Maintenance 
Be ies i bo 
Manager, Lubriplate Division, Fiske 


Dear ar. Cawley: 


as you possibly know, LUBKIPLATE lubricants are B - 
used in every known industry and, te Kequaint this widely diver- rothers Refin ¢ 
sified market with sur product, we regulerly carry advertising ” ing oO. 
in quite & number of trade publications and heading the list 
always is Factory Management and Aaintenance. 
“6 
Tne chief reason tor considering Factory Manage- A d h di rm 
ment and Maintenance a must ip ou advertising ipeaale is n eading the list ] 9 
hign standard of editorial content and its exten- =) a ways of maga- 
D 


pe of industriel personnel to ° 
Es eeeeietias sik tree ot zines used to help make distributors’ 
sales jobs easier is Factory. The 52,293 
’ 





of industrial a@istributors 
3 throughout & 


ory Management 
‘, avertising dollars are being 
puters to do & Digger anc vetter sel 
things, we feel confident that the cos 
publication is reflecting substantial dividends. 


Yours very truly, 
PISKE THERS. Inc @- 
{ 


LUUATE LATE: DIVISTON MAKING CONTACT 


RLwatts MAL 
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- e ee ~ ne 
ac80S Suter w nie tenn eee 
THE MODERN 
(usaicant 








spent to assist our distributors” 


subscribers who pay to read Factory include more men in 
industry’s vitally important buying group —the Plant Oper. 
ating Group—than any other monthly industrial magazine. 
As Mr. Watts says, FacTory’s readers are “‘the type of indus- 
trial personnel to whom our advertising messages are directed” 


and Factory “reaches all types of industries.” 


Make sure that you know Factory. It can help you sell 
every line you handle to the manufacturing industries. We'll 


be glad to send you a complimentary copy. 


AROUSING INTEREST...CREATING PREFERENCE... 


A McGraw-Hill Publication 
330 West 42nd Street, New York, 18, N. Y. 


member, audit bureau of circulations + member, associated business publications 
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product litera- 


ture are all 
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THE HENRY G. THOMPSON & SON CO. 


Saw Speciolists Exclusively For Over 70 Years 
NEW HAVEN 5, CONNECTICUT, U.S.A. 
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A gauge for every c % 


meed...at a ees" eee 


You're always 
a jump ahead 
with the 
MARSH line 


When you sell the Marsh line, you sell 
the most acceptable line. Marsh 
gauges, dial thermometers, traps, heat- 
ing and refrigeration control special- 
ties have behind them more than three- 
quarters of a century of leadership. 
They are produced in the world’s finest 
instrument plant containing every 
available facility to give your cus- 
tomers more for their dollars. They 
have proven first choice of the most 
discriminative users in every phase 
of industry. 

The story of Marsh leadership is 
being told to your customers each 
month in a larger list of publications 
reaching every field where Marsh 
equipment is used. Push the Marsh 
line... it pays! 


MARSH INSTRUMENT CO. 
Sales Affiliate of Jas. P. Marsh Corporation 
Dept. C Skokie, Ill. 


the gauge 
~ with the 


— quickest and 

rsh * “pecalibrator” Pn — 
bathe corre Snant te finishing 
touch to o § superlative govge: 


* VALVES «© 
ee onad THERMOMETERS 
HEATING SPECIALTIES 


TRAPS 





HERE’S WHY IT PAYS YOU 


TO READ THE ADVERTISING 


IN YOUR MAGAZINE... 





The advertising in INDUSTRIAL DisTRIBUTION is a rich source of valuable 
information. In this magazine you will find new lines and selling ideas that will 
apply advantageously to your business. 

Every issue is a catalog of products, services, and ideas— quickly available 
to you — just for the reading. 

Leaders in the supply business and their salesmen turn to the advertising 
because they’ve discovered it helps make their businesses more profitable. 

When you read all the ads in this magazine, the chances are good that you'll 
get leads that will materially help you do a better job. For example, you may find 
how a specific piece of equipment will answer the problem that one of your cus- 
tomers has been worrying about. Or a tool that’s made to order for many plants 
you call on. That’s why it pays to read the advertising. It’s good business. 


And remember, the manufacturers who advertise regularly in this magazine — 





which is the only magazine published to you and for you — believe in the indus- 
trial distributor. They advertise to help you sell. They are your co-partners in the 
job of serving industry efficiently and economically. 


Industrial Distribution 


A McGraw-Hill Publication 
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Storrett 2.’ ALL FOUR WITH STARRETT 


: el : eee NO-GLARE “SATIN CHROME” FINISH 
xc ‘ 47 


STARRETT UNIVERSAL 
DIAL BENCH GAGE 


With Sliding Table and Fine 
Adjustment 


$Y, 


A Complete Range of Microm- 
eter Depth Gages with 2/4, 3, 4 





721 


TRIPLE INDUSTRIAL SUPPLY 
CONVENTION 
ATLANTIC CITY, MAY 22-24 


THE L. S. STARRETT CO., ATHOL, MASSACHUSETTS 











UNION BONNET 


BRONZE GATE VALVES , 


200 LB. CLASS 
200 Ibs. steam at 500°F. 
400 Ibs. OWG (non-shock) 


300 LB. CLASS 
600 Ibs. Hydrostatic Test 


300 Ibs. steam at 550°F. 
600 Ibs. OWG (non-shock) 
800 Ibs. Hydrostatic Test 
Integral Bronze Seats 

Nickel Bronze Seat Rings 


BONNET P & C High Test Bronze with 
smoothly machined bevel for tight joint 
with body. 


UNION RINGS P &C Valve Bronze. 
Rugged. Permits repeated disassembly 
without distortion of body or weakening 
; of threads. 
; WEDGE Nickelalloy. Reversible. Mill- 
ed grooves engage guide ribs in body, 
reducing seat wear. With valve full 
| open, wedge clears line of flow. 
\ SEAT RINGS Nickel alloy (renew 

\ integral with body. 


able in sizes 1” and larger) or bronze, 
VM bee 


BODY P &C High Test Bronze. 
Heavy end hexes. Heavy section 


and strong threads at union for 
long service. 


co 


Reading, Po., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 








